“© RISING SANs 


Storage-area networks could break 
out if standards evolve. Page 22 


TINY CHIP, BIG BUZZ 


Transmeta’s Crusoe has corporate users hoping for 
mobile computers that can run PC software. Page 12 


David Casteel 


TALES FROM BOOT CAMP 


Training camps now target hard-core techies like Casteel who 


have prerequisites that almost guarantee their success. Page 44 
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E-RECEIPTS NEXT 
ON RETAIL FRONT 


| XML- based receipts, viewed via browser, 
could give merchants new shopper data 


BY CAROL SLIWA 

NEW YORK 

Get ready for the next frontier 
customer research, 
ing 


| billed as a way to drive 
| new consumers to e- 


| both online 
| pers may be 


| guage, 


commerce Web sites. 

Within a year to 18 months, 
and in-store shop- 
able to opt for 
digital receipts. Based on the 
XML _ content-tagging _lan- 
the receipts can be 


| viewed through browsers un- 
| der a standard announced last 


THE UGLY 


TRUTH 


URE, SOME FOLKS GET RICH jumping into 
Internet start-ups. But IT professionals 


| week and backed by Visa Inter- 


national Inc., 


AVITAL YEAR 
FOR MICROSOFT 


Office Depot Inc. 


| Sales model, , leadership 


in flux as new OS debuts 


| BY KIM S. NASH 


lusting after stock options should be fore- 
warned: They aren’t all they’re cracked up | 
to be. It can take three to five years to be 


vested, and in the meantime you work long hours at 


modest pay. Then you have to wait for the IPO and 
the lockout period before you can cash in. “The 

whole point of options is to put handcuffs on peo- 
ple,” says one recruiter. 


Story begins on page 42. 
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| didn’t grow 
| company and Wall Street pre- 


| Financial 
| nors said. | 
Indeed, this is a critical year | 
| for Microsoft. On the eve of the 
| release of its next operating | 
| system, Windows 2000, it also | 
must grapple with the rise of 


| Microsoft Corp. last week re- | 
ported record quarterly profits | 
| of $2.44 billion and revenue of | 


$6.11 billion, but sales of its 
Windows operating 
as much as the 


dicted. And they won’t be stel- 


| lar next quarter either, Chief 
Officer John Con- | 


the application hosting market, 


; a change in leadership and le- 
| gal issues that could literally 


Microsoft, page 79 


system | 


and several high-tech vendors 
led by NCR Corp. 

Supporters said widespread 

adoption of the standard 

would mean consum- 

no longer 

worry about losing re- 

ceipts, they 

would have a record for war- 

ranty that was always available. 


ers need 


since 


The digital receipts could also 
benefit businesses that want to 
better manage 
ployee purchases made with 
corporate procurement cards. 
“Conceptually, I think it’s a 
great idea. If you can eliminate 
paper, that’s good for society 
and [improves] efficiency and 
accuracy,” 
nenko, director of data centers 
at Toys R U in Montvale 
NJ. “But practically, 
lot to be worked out.” 
E-Receipts, page 16 


and track em- 


said George Cher- 


Js Inc. 


there’s a 


MICROSOFT VOWS WIN 2K 1S SECURE 


But critics say complex 
code means bugs, holes 


BY ANN HARRISON 

Microsoft Corp. said last week 
at RSA Security Inc.s RSA 
2000 security conference that 
it pulled out all the stops to 
create a secure Windows 2000, 
including changing its engi- 


neering process and having 15 
consultants and 100 big 
put the operating system to the 
test. But security experts 
charged that the sheer size and 
complexity of the operating 
system means it will contain a 


users 


large number of software bugs 

that could open up security 

holes. 
Microsoft 


also announced 


Win 2000, page 79 


LONG DOMAIN NAMES: ANARCHY.COM? 


Brand | skirmishes on 

tap with extended URLs 

BY PATRICK THIBODEAU 

There’s a new rush for do- 

mains, as more registrars offer 

the ability to register names up 

to 63 characters in length. And 

Saul Klein is in the thick of it. 
Klein’s registrations include 


| NationalBasketballAssociation. 


com,  InternationalBusiness- 
Machines.com, 


crosoft Corp.’s slogan where 
doyouwanttogotoday.com. 


Klein has already received a |: 
“hostile” letter from IBM about | 


MicrosoftIn- |= 
ternetExplorer.ccom and Mi- |2 


the registrations and said he 
believes it’s only a matter of 
time before Microsoft and the 

Domain Names, page 16 


Domain Growth 


= The ability to register 

= domains of up to 63 char- 
2 acters has produced some 
= interesting names: 


Z mthebiggestpetstoreontheweb.com 


®vacationpropertiesforsale.com 


Blincolncenterfortheperformingarts.org 
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The reliable desktop and laptop operating system for businesses of all sizes. 
With Windows 2000 Professional, PCs stay up and running so you can focus on 
getting your work done. You also get a great laptop solution including plug’n’play, 


power management, and broad device support. 


Windows 2000 Server 
The multipurpose network operating system for businesses of all sizes. 
Offers a new level of reliability for departmental file, print and Web servers with Active 


Directory” service built in. 


Windows 2000 Advanced Serve: 

The operating system for e-commerce and line-of-business applications. 
Windows 2000 Advanced Server provides clustering and Network Load Balancing 
and the richest platform for building and deploying Web applications, with COM+, 


XML, and Internet Information Services 5.0 built in. 


Windows 2000 Datacenter Serve: 

The operating system for business solutions that demand the highest degree 
of scalability. 

Supports mission-critical solutions like data warehousing, online transaction processing, 
and ERP with up to 32-way SMP and up to 64 GB RAM. 


|| The Business Internet 


IS easy to use, 


which minimizes training and maximizes 


productivity for small businesses 


\\! 
‘mm, 


SS 





Supermarkets Online runs their 


ValuPage” e-commerce site or 


The reliabl ifrastructure enables 
them to service 800,000 users 


per week 


Microsoft 


Microsoft Windows 2000 is a new family of desktop and server operating systems built for the new 
business in the digital nomy. Built on NT technology, Windows 90 has Internet services built r 
perating system for doing business online dows 2000 offers a new standard in reliability and lov 


costs because it simplifies system management. Windows 2000 is the operating system for the way business is done 


today. The Business Internet starts here—www.windows2000start.com 





THE WEB MEETS 
THE CALL CENTER 


Companies are beginning to integrate 
their e-commerce functions with their 
call centers, and that’s a big job for 
people like Jeffrey Ward and Tammy 
Bare, who are looking at how it will 
affect workflow processes at SafeCo 
Property and Casualty in Seattle. 


NOT SO ROSIE 
A PICTURE 


~ In Ms. MIS, Kathleen Melymuka 
says women have come a long 


Page 48 
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2 GLAXO SMITHKLINE would 


need to make integrating IT 
systems a priority. 


OIL COMPANIES RUSH to 


build online marketplaces for 
supplies. 


SATURN MOVES customer 
service to the Web in a project 
scheduled to take two years. 


CONGRESS RETURNS to 


work prepared to consider a 
host of IT issues. 


USERS ARE HIT by order 


entry problems using ERP 
applications. 


TRANSMETA UNWRAPS 
its Crusoe chip, revealing a 
processor with low power 
consumption. 


LOTUS LAYS OUT its Raven 
knowledge management initia- 
tive, but users are busy migrat- 
ing to Notes/Domino RS. 


J. C. PENNEY plans to 


launch an online auction 
service this spring. 


STORAGE-AREA networks 


face a few hurdles before they 
gain acceptance. 


AL ZOLLAR, Lotus’ new 

CEO, shares his vision with 
Computerworld. 

MORE _ | 
Editorial /Letters | 
How to Contact CW | 
Shark Tank | 
Stock Ticker | 
Company Index 


JANUARY 


BUSINESS 


36 ILLINOIS POWER boosts 


customer service with wireless 
networks. 


INTERNET APP targets film 


distribution market. 


FINANCIAL MERGERS 
create complications on the 
IT back end but new oppor- 
tunities on the Internet. 


NETWORK MANAGERS 


need business skills to make 
it in the e-commerce world. 


EMPLOYEES FAIL to receive 


any payback on stock options 
in many cases. 
RECRUITERS DISLIKE 


HTML résumés because they 
create more work for them. 


E-COMMERCE forces 
companies to integrate their 
call centers with their Web 
operations. 


38 


39 


QUICKSTUDY 
BALANCED SCORECARD 
helps companies determine the 
impact of strategic decisions. 


OPINIONS 


28 IT MANAGERS should take 
note of last week’s launch of 
the Crusoe chip, writes 
Maryfran Johnson. It could be 
part of the dramatic technolog- 
ical changes speeding toward 
corporate America. 


IT NEEDS TO THINK about 


privacy protections at the very 
beginning of projects, not later 


92 


28 


24, 2000 


TECHNOLOGY = 


59 IBM SIGNS an agreement to 
develop a wireless portal for 
Vodafone AirTouch. 


NEW SITE ALLOWS service 


providers to bid on helping you. 


HP INTRODUCES a too! 
designed to be a one-stop sys- 
tem for securing Windows NT 
Web servers. 

RSA TEAMS with Verisign to 
provide validation services in 
the wireless world. 

DIGITAL VIDEO recorders 
need work, but a backup device 
for notebooks is a sure thing. 


58 


59 


QUICKSTUDY 
WIRELESS Markup Lan- 
guage delivers Internet content 
to small wireless devices. 


START-UP IPASS promises 
to manage the Internet access 
that your world-traveling 
employees need. 


IT PROS FACE a mixed 
future as far as mainframe 
skills go. 


on, Dan Gillmor writes. 


29 THE AOL/TIME WARNER 
deal is based on business, not 
broadband, David Moschella 
contends. And it may result in 
a case where 1 + 1 equals 1 1/2, 
he says. 


DON'T MAKE irrational deci- 
sions when you're hunting for 
an e-commerce consultant, 
says IT services watcher Susan 
Scrupski-Miranda. 


30 


way since Rosie the Riveter 
played a big part in the "40s 
3 war effort, but there's still a lot 
of work to be done to remove 
ms. the glass ceiling that women in 
IT face. Page 50 


WE RELIED ON 
ORACLE’S 
SALES ‘TEAM 
TO TRL US 
WHETHER 
THEIR 
SOFTWARE 
COULD DO 
THIS OR NOT: 
WE JUST FEEL 
LIKE WE’VE 
BEEN BURNED. 


ANDREW HADDEN, GENERAL COUNCIL 
OF THE ASSEMBLIES OF SOD IN 
SPRINGFIELD, MO., ON ITS DECISION 
TO DELAY A ROLLOUT OF ORACLE'S 
ORDER ENTRY SOFTWARE 
AND OTHER APPLICATIONS. 

SEE PAGE 10. 


OE SBE OT IO RENN MAY 


30 WILLIAM ULRICH says it’s 


too early to close the book on 
the year 2000 problem. 


ED YOURDON proposes 
applying the same discipline 
that was applied to the Y2K 
effort to all future projects. 


THE WORD CAN'T doesn’t 
always mean no. Sometimes 
you can turn a vendor’s can’t 
into a yes, says Joe Auer. 


40 


54 


www.computerworld.com 





NEWS 


Market Pressures Will Make 
Ila Priority in Drug Merger 


Planned giant will 
need to integrate 
ERP systems 


BY CRAIG STEDMAN 
NFORMATION 
ogy may not be the first 
thing on the minds of ex- 
ecutives at Glaxo Well 

PLC Smith 

Beecham as they 


technol- 


and 
Kline PLC 
move forward with a $76 bil- 


come 


lion merger deal that was an- 
nounced last week 

But analysts said competi- 
tive pressures should make it a 
priority for the two U.K.-based 
pharmaceutical heavyweights 


to combine their systems — 


which are based on different 
enterprise resource planning 
(ERP) applications into a 


unified setup 


The busi- 


ness “is an incredibly competi- 


pharmaceutical 


tive market, and everybody is 
facing the same huge urgency 
to improve speed to market 
and globalize operations,” said 
Steve Shaha, an analyst at Gart- 
ner Group Inc. in Stamford, 
Conn. “You can’t do that with 
fragmented systems.” 

Shaha said the 
company, which will be known 
as Glaxo SmithKline if the deal 


combined 


goes through, needs to decide 
on a new IT strategy and be 
well on its way to executing it 
within two to three years. 

But the presence of multiple 
ERP systems complicates mat 
ters. “Technically, this will not 
be a slam dunk,” Shaha said. 
But, he added, neither Glaxo 
Wellcome nor SmithKline Bee- 
cham “is advanced enough to 
be able to rely on its current 


Details of the planned merger 
between Glaxo Wellcome and 
SmithKline Beecham: 


ombined size 


107,000 


systems to manage the com 
bined company.” 
Glaxo Wellcome SAP 


AG’s R/3 software throughout 


uses 


most of its operations 
On the other hand, Smith 


Kline Beecham has installed 


United Airline’s E-Commerce Unit Takes Off 


Web site, service deals key to online strategy 


BY STACY COLLETT 
UAL Corp.'s United Air Lines 
Inc. is rolling out a wide vari- 
ety of online travel services at 
Internet speed, thanks to its 
decision to split off a separate 
e-commerce unit 

Just last week, it unveiled a 
revamped Web site and a new 
flight-status paging service. 

The moves follow a steady 
stream of e-commerce activity 
by the Chicago-based airline as 
it looks to capitalize on the 
$4.2 billion online travel mar- 


ket, which is projected to grow 
to $16.6 billion by 2003, accord- 
ing to Jupiter Communications 
Inc. in New York 

Earlier this month, United 
announced plans to launch a 
70-person e-commerce sub- 
sidiary dedicated to online and 
wireless strategies. 

Scott Praven, head of the 
new division, said the unit has 
an advantage because it can fo- 
cus exclusively on growing on- 
line revenue. 

In addition to its Web site, 


United Air Lines Web Projects Take Off 


NOV.1 Launches CollegeTravelNetwork.com, designed to 
meet the travel needs of college students 


NOV.10 Partners with Delta, Northwest and Continental to 
develop multiairline travel portal 


JAN. 13 Unveils plans to launch an e-commerce subsidiary 


dedicated to online and wirele 


features and flight-statu 


ss strategies 


$ paging capabilities 
JANUARY Scheduled launch of Buy 


ravel.com, an online 


travel store developed with Internet retailer Buy.com Inc. 


United has launched College 
TravelNetwork.com, an online 
service created to address the 
travel requirements of college 
students. It’s also developing 
an online travel store with Al 
iso Viejo, Calif.-based retailer 
Buy.com Inc. It is scheduled to 
debut this month 
Last month, United an 
nounced a partnership with 
Delta Air Lines Inc., Northwest 
Airlines Inc. and Continental 
Airlines Inc. that will 
the first multiairline 
portal to offer Net-only fares. 
“(United is] strategizing so 
they’re in every area of travel 
in e-commerce,” Krista 
Pappas, an analyst at Gomez 
Advisors Inc. in Lincoln, Mass. 
Only 4% of United Airlines’ 
tickets are currently issued on- 
line through UAL.com and 
other online booking services, 
officials said. That figure is ex- 
pected to reach 20% by 2003. 
To reach those goals, United 
and other airlines are separat- 


create 


travel 


said 


ing their e-commerce units as 
“dot corps” to compete online. 
Delta launched its 40-person 
eDelta group last February. 


“You have to have a group of | 


financial and order processing 
applications developed by 
Denver-based J. D. Edwards & 
Co. and manufacturing soft- 
ware from System Software 
Associates Inc. in Chicago. 
The high cost of proving that 
different manufacturing 
tems comply with government 
food and drug safety regula- 
tions is another big reason for 
the two companies to develop 
a common IT plan, said Roddy 
Martin, an analyst at AMR 
Research Inc. in Boston. 
Compliance costs can chew 


sys- 


up as much as 40% of a phar- 
maceutical company’s IT bud 
get if its systems are fragment- 
need to be validated 
key func- 
tions, according to research 
conducted by AMR. “That's a 
scary number,” Martin said. 
Spokesmen at Giaxo Well- 


ed and 


separately across 


decision-makers in one room 
to keep things moving continu- 
ally,” said Kevin Dunn, Delta’s 
e-commerce manager. 

American Airlines in Fort 
Worth, Texas, has an inter 
tive marketing group, but it 
isn’t a separate business unit. 

These airlines “recognize 
that e-commerce operates at a 
different speed and a different 
culture with its own dis- 
tinct needs and 
challenges,” said Henry Harte- 
veldt, an analyst at Forrester 
Research Inc. in Cambridge, 
Mass. 

United’s new Web site lets 


technology 


customers research fares and 
schedules, check flight infor- 
mation and access Mileage 
Plus account information di- 
rectly from the home 
The number of mouse clicks 


page. 


required to accomplish most 
tasks has been reduced from 
eight to six, said Rick Collins, 
director of Internet marketing. 

United introduced a 
free paging that 
informs customers of flight de- 


also 


serv ice 


lays, cancellations and gate in- 
formation via e-mail. D 


MOREONLINE 


For resources on the airline industry and IT 
visit our Web site 
www.computerworld.com/more 


COMPUTERWORLD January 24, 2000 


come and SmithKline Beecham 
said it’s too early for the com- 
panies to talk publicly about 
nuts-and-bolts issues, such as 
their IT plans. Until last week, 
the merger was being discussed 
only at the highest executive 
levels, they said. 

But Glaxo SmithKline would 
hope to better exploit at least 
one form of technology after 
the merger’s scheduled com- 
pletion next summer: the In- 
ternet. Officials from the two 
companies said they plan to be 
more aggressive about market- 
ing via the Web. 

That could be one way to 
stand out in what remains to be 
a crowded market, despite a 
recent rash of proposed merg- 
ers and acquisitions. 

“It’s such a disjointed mar- 
ket,” said Andrew Becker, ex- 
ecutive vice president of The 
Mendel Group Inc., a manage- 
ment consulting firm in Red- 
wood City, Calif. “I don’t know 
of any other large business 
that’s this fragmented.” 

Other pharmaceutical deals 
works include a pro- 
posed merger of Monsanto 
Corp., a St. Louis-based SAP 
user, and Pharmacia & Upjohn 
Inc. in Peapack, N_J. 

Warner-Lambert Co. in Mor- 
ris Plains, N.J., is another SAP 
user that’s involved in an acqui- 
sition saga. Last fall, it agreed 
to merge with American Home 
Products Corp. in Madison, 
N.J. But now it’s discussing a 
deal with New York-based 
Pfizer Inc. D 


MOREONLINE 


For res ated to the pharmaceutical 
ndustry and our Web site. 
www.computerworld.com/more 


in the 


Corrections 


Due to an editing error, ahead- 
line on page 14 of the Jan. 17 
issue incorrectly described the 
content of the article, which was 
about Business Objects’ Web- 
Intelligence software 


Due to a reporting error, a Jan.3 
story incorrectly identified the 
company that bought tools di- 
vested by Islandia, N.Y.-based 
Computer Associates Interna- 
tional Inc. in its acquisition of 
Vienna-based Legent Corp. The 
company that bought the tools 
is Minneapolis-based B. |. Moyle 
Associates Inc. 
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Cisco SYSTEMS 
Powered Network... 


\ world full of stories just like this one. Stories of Cisco Powered Network 


service prov iders 


delivering innovative business solutions. To be matched with a service provider partner who can reliably extend 





your network over a Cisco-based infrastructure, visit our site at www.cisco.com/go/cpn. 


EMPOWERING THE 
INTERNET GENERATION 



























































LI 


Ransom Denied 


Visa International Inc. said last 
week that intruders had penetrated 
its computer network in the U.K. 
and demanded a $16.3 million ran- 
som for stolen information. A 
spokeswoman for Visa International 
said that the invaders didn’t access 
consumer data or transaction pro- 
cessing systems and that the com- 
pany refused to pay the ransom. 


IBM Cites Y2K Issues 


IBM said year 2000-related system 
lockdowns prompted a mediocre 
fourth quarter. Revenue fell by 4% 
to $24.2 billion, compared to the 
same period last year, while profits 
dropped 11% to $2.1 billion. Analysts 
dismissed the slowdown as a tempo- 
rary blip caused by Y2K concerns. 


Webcaster Under Fire 


Ten motion picture companies, 
three television broadcast net- 
works, the National Football League 
and the National Basketball Associ- 
ation are suing a Toronto Internet 
broadcaster for copyright infringe- 
ment. The suits stem from TVRadio 
Now Corp.'s practice of streaming 
feeds from 17 broadcast stations in 
Canada and the U.S. on the Internet 
through its site www.icravetv.com. 
While Canadian law allows such re- 
broadcasting, U.S. copyright laws 
explicitly prohibit unauthorized 
reuse of broadcast content. 


More Baan Changes 


Baan Co. announced more manage- 
ment changes in the wake of CEO 
Mary Coleman's resignation earlier 
this month. The Netherlands-based 
software vendor named Mike Shinya 
executive vice president of world- 
wide sales and gave Paul Daly, who 
has been managing North American 
sales, added responsibility for South 
and Central America. 


Short Takes 


BORDERS GROUP INC. tapped 
Tamara Heim to be president of its 
Web site and brick-and-mortar 
bookstores, replacing Rich Flana- 
gan, who's retiring. . . . TS! INTER- 
NATIONAL SOFTWARE LTD. in 
Wilton, Conn., changed its name to 
Mercator Software Inc. 














NEWS 


Oil Firms Rush to 
Set Up Supply Nets 


Chevron, Statoil, 
Shell build online 
marketplaces 


BY CAROL SLIWA 
HAT do Chev- 


ron Corp., 
Shell and Nor 
way's__ state- 


owned Statoil 

have in common? 
They’re all petroleum com- 
panies that announced deals 
with technology vendors in the 


past two weeks to develop on- 


line marketplaces where any 
company can buy supplies that 
these gas and oil companies use 
to run their businesses, from 
pencils and paper to engineer 
ing and construction services. 
“This is another landgrab, a 
where everyone 


space race, 


wants to be first in this mar- 
ket,” said Bruce Richardson, an 
analyst at AMR Research Inc. 
in Boston. He likened the news 
to similar announcements from 
General Motors Corp. and Ford 
Motor Co. on Nov. 2. “We’re in 
the very early phases of hype 
But I think the difference be 
tween this and the hula hoop is 


that the [online] exchanges will 
have staying power.” 

The theory is that leveraged 
buying will produce better 
prices for everyone and that 
companies will be able to find 
supplies, compare prices, track 
purchases and streamline or- 
dering more easily. 

But one of the problems with 
online trading exchanges that 
are built around any one big 
company is built-in bias. “Any- 
body that thinks these are in- 
dependent exchanges is delud- 
ing themselves. Competitors 
do 


said 


transactions 
AMR 


wont over 


them,” analyst 


Big Five Firms Eye E-Commerce Market 


Two of them launch assessment services 


BY JULEKHA DASH 
Targeting the burgeoning de- 
mand for e-commerce ser 
vices, two Big Five consulting 
firms have boosted their 
offerings with services aimed 
at evaluating a company’s on- 
line business operations. Ana- 
lysts said the moves are timely, 
as many companies have more 
capital to spend on e-com 
merce projects post-Y2K. 

Last week, New York-based 
KPMG LLP launched a service 
called Saved, 


tants assess a client’s back-end 


where consul 


processes, including order 
management, fulfillment and 
help desk functions. 

The move follows an an 
nouncement from rival Price- 
waterhouseCoopers, which 


two weeks ago announced a 
electronic-diagnostic 
service called Emm@. It pro- 
vides a framework for analyz- 
ing a company’s readiness for 
electronic business in areas 
such as strategy, organization 
and technology, by comparing 
a client’s model to a set of col- 
lected best business practices. 
New York-based Pricewater- 
houseCoopers has already 
used Emm@ with clients in 
Europe but only recently 
launched the service in the U.S. 


similar 


The opportunities in e-com 


merce services are big 


Kennedy Information Re 
search Group in Fitzwilliam, 
N.H., the 


Internet consulting market to 


expects worldwide 


grow almost sevenfold over 
the next few years, from a little 
more than $4 billion in 1999 to 
more than $27 billion in 2003. 
“Many companies, because 
of Y2K, haven't fully integrated 
front-end Web applications 


with back-end delivery sys 





E-Valuation 
Services 


KPMG's Saved 
w@ Evaluates cli 


within 








nhree weeks 
@ Intended for business-to-consumer space 


# Launched TPI, trading partners integra 


for the business to business 





tion space 


PricewaterhouseCoopers’ Emm@ 
@ Computer model and framework that es 
lishes 700 best-practice standards for 


commerce 








# Partnered with Carnegie Mellon Universi 
ty to launch the Center for E-Business 
Innovation, a test !ab for Emm@ 


@ Intended for both business-to-consumer 


| 
| 
j 
| 
and business-to-business transactions | 





tems” such as procurement, in- 
and shipping, said 


Julie Giera, an analyst at Giga 


ventory 


Information Group Inc. in 
Cambridge, Mass 
Giera added that the new 


services come just after ship- 
ping snafus at high-profile re 
tailers, such as Toys R Us Inc., 
during the holiday 
those problems have prompted 


season 


companies to take a harder 
look at their e-commerce ini 
tiatives [ News, Jan. 3] 

Though neither company 
would disclose client names, 
KPMG Managing Director Bob 
the 
“close to signing” a few deals 


Hutchinson said firm is 
for the service, while Cathy 
Neuman, electronic-business 

Pricewaterhouse- 
Coopers, the firm 
signed up about a half-dozen 
US. clients. 

Tools and services geared 
specifically toward revamping 
a client’s e-commerce opera- 
tions could be a way for the Big 
Five to distinguish themselves 
from their smaller competi- 
tors, said Bill Martorelli, a vice 
president at Hurwitz Group 
Inc. in Framingham, Mass. 

“If you lead with these as- 
sessment offerings, it is almost 
a certainty that you will win 
additional business to fix 
whatever was discovered in 
the assessment,” Giera said. D 


leader at 


said has 
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Everyone 
wants to be 
first in this 

market. 


BRUCE RICHARDSON, ANALYST 
AMR RESEARCH INC. 


Pierre Mitchell. Consequently, 
many of the online exchanges 
now being built and billed as 
industrywide networks “will 
collapse, basically, to private 
extranets,” Mitchell said. 


What differentiates the 
Petrocosm Marketplace, an- 
nounced last week by San 


Francisco-based Chevron and 
Mountain View, Calif.-based 
Ariba Inc., is its unique equity 
structure, under which partici- 
pants, including Chevron’s 
competitors, can be granted 
equity in the exchange based 
on how much business they do 
the 
Ariba and Crosspoint Venture 
Partners in Woodside, Calif., 
minority stakeholders in 
Petrocosm, which is scheduled 


over network. Chevron, 


are 


to go live in the second quarter. 

Statoil’s global marketplace, 
the day 
Petrocosm, is also pegged for a 
second-quarter launch. SAP 
AG is providing the software 


announced before 


infrastructure. 

Meanwhile, Shell is working 
with Commerce One Inc. 
Walnut Creek, Calif., on yet an- 
other marketplace for the en- 
industry. Initially, Shell 


in 


ergy 
will have a majority stake in 
the joint venture. Commerce 
One and the joint venture staff 
will also have an equity stake. 
Plans call for 
One to grant Shell 4.28 million 
shares of its stock in exchange 
for the right to receive shares 


Commerce 


in the new company prior to its 
initial public offering. 
“Executives at big companies 
are determined to get involved 
in these exchanges — to create 
them or invest in them,” said 
analyst Vernon Keenan at 
Keenan Vision Inc. in San Fran- 
cisco. “But I think there will be 
general skepticism, especially 
| among other buyers, that 
they’re not going to be fair.” D 
| Julia King contributed to this 
report. 












Need to Process and Protect 


Large Amounts of Data? 


Synesort: High-Performance Software for Data Warehouses 


Syncsort Products Are Fast, Flexible, and Easy-to-Use 
Syncsort software can help you build your data warehouse faster 
and keep it secure. While you’re building your warehouse, 
use SyncSort for state-of-the-art sort and data manipulation on 
UNIX, Windows NT*, and the mainframe. And once your ware- 
house is in production, protect it with Backup Express, 
Syncsort’s fast and flexible enterprise backup/restore solution. 


SyncSort: Cut Load Time by 90% 

For more than 30 years, SyncSort has been the world’s leading 
high-performance sort and data manipulation product. It can 
select and group records, insert, remove and reorder fields, and 
summarize aggregate and sort records at lightning speed. 
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A familiar Windows-like graphical user interface gives you drag-and- 


drop access to all of SyncSort’s powerful features on NT. 


Staging your data with SyncSort lets you use the fastest database 
load techniques, reducing overall staging and load time by up to 
90%. SyncSort also accelerates extract processing to speed 
warehouse-related statistical and reporting applications. 


Backup Express: 

Powerful Backup with Centralized Control 
Another of Syncsort’s state-of-the-art products is Backup 
Express, a powerful enterprise backup/restore 


Designed for distributed processing, Backup Express allows you 


solution. 


to attach storage devices to any computer on your network 
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Through the simple, intuitive Sache Express interface, you can 
schedule backups, run restores, add devices, or check job status. 


whether it is running UNIX, Windows NT, or NetWare. Yet cen- 
tralized administrative control is always maintained through an 
intuitive drag-and-drop graphical user interface. Support for 
efficient online and offline database backup is also included. 


One of the “Data Warehouse 100” 

Data warehouse specialists recently voted Syncsort one of the 
“Data Warehouse 100.” This 
honor reflects not only the importance of Syncsort products in 
warehouse development and management, but also the high 
quality of Syncsort’s responsive, reliable customer support. 


top vendors in the prestigious 


SyncSort and Backup Express are high-performance solutions to your data warehouse problems. You can arrange 
FREE trials of full-production versions of these products by visiting the Syncsort Web site at: 


www.syncsort.com/10caa 
or call us at 


(201) 930-8200, Dept. 10CAA 


You can also request a free copy of “6 Data Warehouse Tasks Made Easier with SyncSort.” 


synesort 
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NEWS 


Saturn to Move Customer 
Service to Web in $300M Deal 


Two-year project involves three vendors 


BY JULEKHA DASH 
N A MOVE One analyst 
described as a “massive 

General 

Saturn 


undertaking,” 
Motors 
Corp. last week award 


Corp.'s 


ed three companies a seven- 
year contract for almost $300 
Web 


based customer service and in 


million to develop a 
ventory management system. 

Computer Sciences Corp 
(CSC) in El Segundo, Calif.; 
San Mateo, Calif.-based Sie 
bel Systems Inc.; and Dayton, 
Ohio-based The Reynolds and 
Reynolds Co. will spend the 


next 15 months developing 


the system, which will take 
one year to deploy. The ven 


dors will then provide an addi 


Lack of IT Integration a Factor 


Harvard Pilgrim Health now in receivership 


BY JULEKHA DASH 
Once seen as a_ bellwether 
HMO, Harvard Pilgrim Health 
Care’s spiraling financial de 
scent culminated in a court-or 
dered receivership this month. 
One big reason for the Brook 
line, Mass.-based insurer’s fail- 
ure: its inability to properly 
manage its information sys- 
tems, particularly as it ac- 
quired other insurers. 

State officials claimed that 
Harvard Pilgrim's 1999 losses 
ranged from $150 million to 
$177 million. The health main 
tenance organization had earli- 
er projected that losses would 
be $137 million. in a statement, 
Harvard Pilgrim blamed the 
discrepancy on “errors in past 
accounting practices.” 

Harvard Pilgrim 
comments to the Massachu- 


deferred 


setts Insurance Commission- 
er’s office. 

Harvard Pilgrim had sepa- 
rate financial and billing sys- 
tems and never fully integrated 
them, said Christopher Goet- 
cheus, a spokesman at the in- 


tional five years of service. 


[he system would enable 
Saturn customers to make ser- 
vice arrangements and track 
their cars’ service histories via 
the Internet. More than 400 
Saturn dealerships will use 
the system to track inventory, 
obtain the most recent financ- 
ing and lease information, 
download contracts and an 
swer consumers’ questions. 
Customers can also. pur- 
chase cars using the system, 
though that isn’t its primary 
purpose. Rather, by creating 
a tool that enables customers 
to schedule service appoint- 
ments and even test-drives, 
Saturn can take the relation 


ship between retailers and cus- 


surance commissioner’s office. 
As a result, the insurer priced 
its services far ahead of when 
it actually collected premiums 
under 


and, in some 


cases, 

charged for its services, he said. 
That's not a new problem, 

said one analyst 


“A lot of HMOs in the past 10 


__AT A GLANCE 


A Different 
Kind of 
System 


Saturn’s customer service and 
inventory management system 


All ¢ 
gy AKE 


tomers “to a new level,” Saturn 
Vice President Jill Lajdziak said. 

If customers use the system 
to make purchases, it won't be 
at the expense of the middle- 
man, she added. “Retailers will 


in HMO Crisis 


years have grown too quickly 
and can’t manage their growth 
properly,” said Melissa Gan 
non, vice president at Weiss 
Ratings Inc. in Palm Beach 
Gardens, Fla. 

Harvard Pilgrim was formed 
by the merger of Harvard Com 
munity Health Plan and Pilgrim 
Health Plan (HCHP) in 1994 
HCHP had acquired two Rhode 
Island groups previously. 

Harvard Pilgrim “didn’t have 


FedEx Plans Customizable 
Delivery for Online Shoppers 


BY LINDA ROSENCRANCE 

In a bid to stay competitive 
with rival United Parcel Ser- 
America Inc., Mem 
phis-based Express 


vice of 
Federal 
Corp. is launching a new home 
delivery service designed for 
online shoppers. 

FedEx Home Delivery, which 
rolls out March 15 in 50 major 
U.S. cities, will allow consum- 
ers to customize delivery days 
and times, including schedul- 


ing deliveries by appointment 
on Saturdays and 
The new 
FedEx’s $100 million restruc- 
turing effort. 

Roger Gellis, director of op- 
erations at FedEx Home Deliv- 
ery, said the delivery system 
will collect consumers’ specif- 
ic delivery information from 
Web shopping sites. FedEx will 
transmit the information to 
one of its regional delivery 


evenings. 
service is part of 


be an integral part of the trans- 
action process,” said Lajdziak. 
The system is an ambitious 
project that’s unique in that it 
involves both building custo- 
mer relationship management 
and order tracking systems, 
said Cormac Foster, an analyst 
at Jupiter Communications Inc. 
Though the project's two- 
year time frame is like light- 
years in Internet time, it might 
be a realistic time line consid- 
ering that the network of deal- 
ers in the automotive industry 
adds a layer of complexity to 
any information technology 
project. “When you have that 
many [dealer] sites, you can’t 
expect to get anything up and 
running in less time. If you’re a 
content site on the Web, it’s a 
much lower risk than a car 
dealership changing the way 
they sell cars,” said Foster. D 


the time or resources, or the 
skill set” to integrate the sys- 
tems from the merged organi- 
zations, said Mark Anderson, a 
vice president at Meta Group 
Inc.’s Boston office and a for- 
mer hospital CIO. He said he 
thinks that’s why Harvard Pil- 
grim announced Oct. 5 that it 
had signed a $700 million, 10- 
year with Dallas- 
based Perot Systems Corp. to 


contract 


manage its claims processing 
and computer systems. 

Perot continues to provide 
claims and information technol- 


ogy services, said Goetcheus. D 


facilities, where it will be print- 
ed and then become part of a 
driver’s delivery manifest. 

An automated vehicle rout- 
ing system will use the custo- 
mer information to determine 
which packages should go on 
which vehicles as well as the 
delivery routes drivers should 
take and their 
stops, Gellis said. 

Gellis said FedEx will also 
use a geographical information 
system to generate computer- 
ized maps and turn-by-turn 
directions for each driver. He 
said the technology would en- 
sure that drivers cover the 
fewest miles in the shortest 
time. D 


sequence of 
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E-Commerce 
Helps Drive 
Record Results 


BY MATT HAMBLEN 
AND LEE COPELAND 


GM, reporting record sales and 
earnings for last year, credited 
its e-commerce ventures in part 
for its strong financial showing 

GM reported 1999 revenue 
of $176 billion, up 13.6% from 
1998, and earnings of $5.6 
billion, up from $3 billion 

The report came as GM in 
Detroit and Commerce One 
Inc. in Walnut Creek, Calif., 
announced an agreement to 
incorporate the business- 
to-business supply-chain 
management services of i2 
Technologies Inc. in Dallas into 
the GM TradeXchange open 
online marketplace 

GM said the deal will help 
move its global supply chain to 
the site. The automaker spends 
$87 billion annually with 
30,000 suppliers worldwide 

The i2 capability would 
give the GM/Commerce One 
exchange the same supply- 
chain planning capability that 
Ford Motor Co. and Oracle 
Corp. plan to offer online 

The i2 deal will allow GM 
to “be able to quickly create 
stronger, leaner and more effi- 
cient supply chains,” according 
to Harold Kutner, GM group 
vice president of worldwide 
purchasing 

“The goal with GM Trade- 
Xchange is not to move the 
costs around the supply chain, 
but to reduce the costs of all 
our suppliers,” he said. 

GM Chairman John F. Smith 
Jr. listed the automaker's “ag- 
gressive move into e-com- 
merce, including the establish- 
ment of e-GM and GM Trade- 
Xchange,” as “being very signifi- 
cant” among several steps 
responsible for the rise in sales 
and profits last year 

He also attributed the gains 
to GM's corporate restructuring, 
which separated GM from Del- 
phi Automotive Systems, Hugh- 
es Defense and Electronic Data 
Systems Corp., as well as global 
integration of auto operations. 

Industry analyst Laurie Orlov 
at Forrester Research Inc. in 
Boston said GM's procurement 
efforts can lower supply costs. 
But she said she questions the 
long-term benefits of a major 
automaker's pursuing a sepa- 
rate e-commerce business. D 
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Centralized Intruder 
Detection Tool 


Tripwire Inc. in Portland, Ore., an- 
nounced the release of its Tripwire 
Enterprise Control Manager, which 
lets systems administrators remote- 
ly manage and monitor corporate 
servers and workstations. The prod- 
uct enables target-based intrusion 
detection, damage assessment, 
recovery and policy compliance 
across mixed operating environ- 
ments from a central location. 


IBM Unveils RS/6000s 


IBM this week will announce new 
low-end servers and workstations, 
with the introduction of its RS/6000 
Model 270 and Model 170 Unix sys- 
tems. The Model 270 is based on 
IBM's copper-based Power3 chip 
architecture. It will support as many 
as four processors, 8GB of RAM and 
54.6GB of disk storage. The unipro- 
cessor Mode! 170 system is based on 
the same chip and can handle 2GB 
of memory and 72GB of storage. 


Internet Use Growing 


NetRatings, the Internet measure- 
ment service from New York-based 
Nielsen Media Research Inc., has 
reported that the number of U.S.- 
based users who have Internet ac- 
cess at home increased 22.7% in 
1999 over the previous year, to 119 
million. In addition, the Internet 
gender gap narrowed, with more 
women going online. 


Citrix Links to Unix 


Citrix Systems Inc. in Fort Laud- 
erdale, Fla., is bringing its Meta- 
Frame thin-client environment to 
Unix, allowing client systems that 
run the Citrix ICA protocol to access 
Windows, Unix and Java applica- 
tions. A Solaris version will ship by 
the end of the quarter, with other 
Unix versions to follow. 


Town Goes Dot-com 


Online retailer Half.com Inc. struck 
a deal with a small Oregon town to 
rename itself. Halfway, Ore. will be 
known as Half.com for a year. In 
return, the Conshohocken, Pa., 
retailer will donate money and com- 
puters to the town’s school system. 
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Congress’ IT Agenda 
‘Tackles Privacy, Visas 


Web site rules at issue; computer industry 


also lobbies lawmakers on high-tech trade | 


BY PATRICK THIBODEAU 
ONGRESS _recon- 
venes this week 
prepared to con- 
sider a host of in- 
formation techno- 

logy-related issues. It’s a po 
tential legislative minefield for 
many companies, especially 
where online privacy issues 
are concerned. 

But Congress may also pro- 
vide relief for companies seek- 
ing increases in the H-1B visa 
cap. Final approval for digital 
signature legislation is also 
possible (see box). 

Online privacy will probably 
be the top issue. A number of 
bills to protect consumers will 
be considered, such as one in- 
Conrad 


troduced by Sens. 


Burns (R-Mont.) and Ron 
Wyden (D-Ore.) that would re- 


quire Web sites to give con- 


sumers the right to opt out of 


having information collected 
about them with 
third parties. 

Such government 
tions could force companies to 
alter their Web sites and the 
back-end systems that are tied 
to them. 

“Americans are fanatical 
about privacy. It’s up there 


or shared 


regula- 


with God, in some respects,” 
said John Palafoutas, vice pres- 
ident of the American Elec- 
tronics Association in Wash- 
ington. 

“If companies want to avoid 
bad legislation, they are going 


to have to self-regulate,” said 


Microsoft Aims Antitrust 
Rebuttal at Appeals Court 


Counters judge’s 


monopoly finding | 


BY PATRICK THIBODEAU 
WASHINGTON 


Microsoft Corp. is probably 


beyond the point of being able | 


to change the mind of antitrust 
trial judge Thomas Penfield 
Jackson. So last week the com- 
pany tried out the legal argu- 
ments it may use in 
court appeals. 

In new court papers filed in 
U.S. District Court here, Mi- 


| crosoft argued that it isn’t a 


monopoly and that it didn’t 
break any laws, illegally tie its 


| 
| 
| 
| 
| 
| 


future | 


New 


| antitrust 


browser to Windows or mo- | 


nopolize the PC operating sys- | 
| they can live with — that’s a 
| Microsoft victory,” he added. 


| tem market. 


“Having an extremely popu- 
lar product does not make a 
company a monopolist,” Mi- 


| crosoft said. 


Jackson, in his findings of 
fact issued in November, saw it 


| 
| 


differently and is almost cer- 
tain to decide that the software 
firm violated antitrust law. 

Yee Wah Chin, an antitrust 
attorney at Squadron, Ellenoff, 
Plesent & Sheinfeld LLP in 


“setting the foundation for ar- 
guments” it will raise on appeal. 


Small Victories 
“I don't 
most rabid legal supporter ex- 


pects them to win everything | 


on appeal,” said Rich Gray, an 
lawyer at 
General Counsel 
Valley in Menlo Park, Calif. But 


Microsoft is trying to “set up | 


sufficient arguments, so that 


on appeal any remedy that is | 


imposed on them is something 


The two sides are involved 


in settlement talks with a me- | 


diator. They are due back in 


court Feb. 22 for more argu- | 


ments. A verdict will follow. B 


York, said Microsoft is | 


think Microsoft's | 


Outside | 
of Silicon | 


Palafoutas. “The members, es- | 


pecially in an election year, are 


not going to take a whole lot of 


heat on the issue.” 

Richard Laner, information 
systems manager at 
Colfax Medical Center in Ra- 
tone, N.M., said the govern- 
ment should generally avoid 
regulation. “The intentions are 
sometimes good, but when you 
start regulating everything, it 


starts getting too complicat- | 
| Warwick Corp., which sells in- 
| dustrial furnaces, has an office 
| in China. Tom Holland, infor 


ed,” he said. 


Opportunities Abroad 

A major effort will also be 
made to increase the current 
H-1B annual visa program cap 
from 115,000 to 200,000 visas. 
U.S. companies have used this 
program to hire skilled tech- 
nology workers from foreign 
countries. 


goods 


Miners | 


| portunities in 
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Industry trade associations 
and the White House also in- 
tend to lobby to lift trade re- 
strictions against China. Sucha 
move would lead to the reduc- 


tion of tariffs on high-tech 


while expanding the 
market for China’s exports. 
“China has a lot of faults, 
{and] China has a lot of prob- 
lems, but it is also the world’s 
largest country,” said Harris 
Miller, president of the Infor- 
mation Technology Associa- 
tion of America in Arlington, 
Va. “If United States compa- 
nies can’t fully engage in op- 
the Chinese 
marketplace, then our com- 


petitors will.” 


Meadville, Pa.-based Seco/ 


mation systems manager at 
Seco/Warwick, said that while 


| the trade restrictions haven’t 


affected the company’s prod- 

ucts, they should be lifted. 
“China and the whole Asian 

market, we feel, is just waiting 


| to be tapped,” he said. D 


Capitol Hill's IT Agenda 


When Congress returns this week, lawmakers will be dealing 
with a variety of IT-related issues: 


Privacy 


Companies and trade associations will be called before con- 
gressional committees to defend “self-regulation” of online 
privacy. A variety of bills will be introduced to impose some 
regulation on Internet commerce to protect consumers. 


H-1B Visas 


There will be a renewed push to raise the H-1B visa cap, the 
main vehicle for companies to hire foreign high-tech workers. 
Sen. Phil Gramm (R-Texas) and Senate Majority Leader Trent 
Lott (R-Miss.) want the current ceiling raised from 115,000 to 
200,000 visas. House leaders have been less enthusiastic. 


China 


Industry groups will join the White House to get Congress to 
lift trade barriers against China. This is a top goal for high- 
tech companies, which have been hurt by high tariffs on prod- 
ucts they want to sell in the world’s most populous country. 


Information Security 


Protection of critical infrastructure — utilities, finance and 
transportation — is going to get more congressional attention, 
now that the year 2000 problem has come and gone. Congress 
will be asked by the White House to fund information security 
training, as well as research and development projects. 


Digital Signatures 


The House and Senate each passed bills last year that would 
put electronic signatures on par with written ones. The bills 
are now in conference. But there’s a threat of a White House 
veto over consumer protection provisions in the bills. 


Internet Taxation 


Congress isn’t expected to take this issue up until the con- 
gressionally appointed Advisory Commission on Electronic 
Commerce completes its work this spring. But in an election 


year, anything’s possible. 
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Order Entry Flexibility an ERP Issue 


BY CRAIG STEDMAN 





Or rr HF 


Just a reminder 
the next time you're thinking 
of a new e-commerce solution. 


7 out of 
the top 10 
shopping 
Web sites run 
Microsoft 
SQL Server 7.0. 
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Novell Readies E- 


BY DOMINIQUE DECKMYN 
On Feb. 8, N« 


a critic ¢ I 
Novell needs to grow beyond its 
dwindling NetWare f 


ind print mar 


servers said they doubted i 


IChain ll 
of Novell ‘ I to take 


Directory Services (NDS) 


irst incarnation 
its Novell 
outside the firewall and 
position it as a tool for 
managing e-commerce re 
lationships. The software 
ll be aimed at supply 
chain relationships 
Analyst 
at Aberdeen Group Inc. in 


Dana Gardner 


benefit of 
appli 


cations. But Gardner said 


onstrates the 


directory-enabled 


he expects it to appeal 


Market Shift 


Dwindling Net Ware 
sales are forcing Novell 
to find new markets. 
NetWare sales will fall 
from $3.2B in 1998 to 
Boston said iChain dem $1.2B in 2004. very 
Win NT and 2000 sales 
will grow from $6.7B to 
$21.8B in 2004. 
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Missing Pieces 


Assemblies of God found that 
Oracle’s order entry software can’t do 
the following: 

Automatically identify custom- 
ers who require purchase orders 
and alert order-takers 

Check inventories while custo 
mers are on the phone 

Print messages on invoices to 
tell buyers when products have 


been back-ordered or discontinued 


Automatically substitute items 


custom manufacturer like us,” she said 


Byron Miller, an analyst at Giga In 
formation Group Inc. in Cambridge 
Mass growth of Internet 
build-to-order manu 
icturll sp tir Increasing pressure 
on packaged order entry applications 
The Assemblies of God’s general 
cil thought it was all set. “We re 
lied on Oracle’s sales team to tell us 
whether their software could do this or 
not,” Hadden said. “We just feel like 
we've been burned.” 
issues should be re 


Some 


solved by a new order management 
is due to ship in May, 

Hadden said. But council officials don’t 
hink $600,000 customization bill 
would be reduced even by half, he said. 
Oracle officials promised to work 
with the church council but said many 
of the features requested are unique to 


Dusine 


and oriented more 
sales than its order entry 


s designed for. D 


usiness Software 


mainly to Novell’s installed base 


Novell has to find other business 


NetWare, said 
alyst Steve Kleynhans at Meta Group 


opportunities” outside 

in Stamford, Conn. “The iChain ini 

a positive step in that it proves 

you can take a directory out and use it 

is an e-business platform 

But Kleynhans said e-commerce “is 

not an area where Novell has lots of 

And Novell has always been 
he added 

Rob White, manager of 


presence.’ 


veak at marketi 


technical support at off 
shore drilling company 
Global Marine 
Houston, said the iChain 


Inc. in 


concept sounds promis 
ing. “But can we force our 
suppliers to implement 
it?” White said Global is 
satisfied with NDS 
as an internal tool, but he 
wondered whether Nov 
ell will have the clout to 
realize its ambitions. D 
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Order Entry Flexibility an ERP Issue 


flexible enough to handle all of their 

needs for order entry and processing. 
Take the General Council of the 

Assemblies of God, for example. Late 


BY CRAIG STEDMAN 
Even at this advanced stage in the de- 
velopment of ERP systems, some users 
are discovering that the software isn’t 


| tration at the counc 


| what to do, the ERP rollout is on hold 
| except for a purchasing application | 


| the 


| eve 
| business forms and provides document 


| stall PeopleSoft 


| good fit for companies that 
| dard set of products, “but it’s not for a | 


| acritical release for the company. 


ast month, the Springfield, Mo.-based | 
organization of more than 11,000 Protes- | 
tant churches delayed an installation of | 
Oracle Corp.’s enterprise resource plan- | 
ning (ERP) system after learning the | 
n't handle a 
y its catalog | 


order entry module co 
list of 16 functions neede 
sales operation. 

Andrew Hadden, manager of infor- 
mation services planning and adminis- 
, said the orgs 
tion was told up front that a small piece | 
of the order entry software needed to 
be customized. But after the extent of | 
the functionality gap came to light, he | 


| added, Oracle’s cost estimate for the | 


tailoring grew to $600,000. 
While the council tries to figure out 
that’s due to go live in March. 
Such problems aren’t unique to Ora- | 
cle. Companies using applications from | 
PeopleSoft Inc. and SAP AG also said 
order entry modules don’t do | 
hing their businesses require. 
Standard Register Co., which prints | 
is starting to in- 
financial and human 
resources applications as part of a $55.5 | 
million overhaul of its systems. 
But Donna Belz corporate 


management se 


vice | 


| president of business development at 
| Standard 


ton, 
r- | 


Register, said the Dz 
Ohio, company is still explorir 
ent order entry options 

“I don’t believe PeopleSoft will be the | 
solution for that piece,” Beladi said. | 
ERP order entry software may be a 
lild a stan- 


Novell Readies E-Bus 


| BY DOMINIQUE DECKMYN 
| On Feb. 8, Novell Inc. is expected to | 


take the wraps off its iChain electronic- | 
business software, which analysts say is 


Novell needs to grow beyond its 
dwindling NetWare file and print mar- | 
ket, but observers said they doubted its | 


| ability to succeed in the e-commerce | 


arena and make iChain a standard. | 
IChain will be the first incarnation | 
of Novell’s attempt to take its Novell | 
Directory Services (NDS) 
outside the firewall and 
position it as a tool for 
managing e-commerce re- 
lationships. The software £ 
will be aimed at supply- 
chain relationships. 
Analyst Dana Gardner 
at Aberdeen Group Inc. in 
Boston said iChain dem- 
onstrates the benefit of = 
directory-enabled —appli- 
cations. But Gardner said 
he expects it to appeal 


AST, 


. Dwindling NetWare 

“sales are forcing Novell | 
to find new markets. 
NetWare sales will fall 


from $3.2B in 1998 to 
$1.2B in 2004. 


Win NT and 2000 sales 
will grow from $6.7B to 
$21.8B in 2004. 


s COMPUTERWORLD January 24, 2000 


. = 
Missing Pieces 
Assemblies of God found that 
Oracle’s order entry software can’t do 
the following: 
® Automatically identify custom- 


ers who require purchase orders 
and alert order-takers 


® Check inventories while custo- 
mers are on the phone 


® Print messages on invoices to 
tell buyers when products have 
been back-ordered or discontinued | 


® Automatically substitute items 


. ; - : 
| custom manufacturer like us,” she said. 


Byron Miller, an analyst at Giga In- 
formation Group Inc. in Cambridge, 
Mass., said the growth of Internet- 
based sales and build-to-order manu- 
facturing is putting incr z pressure 


| on packaged order entry applications. 


The Assemblies of God’s general 
council thought it was all set. “We re- 
lied on Oracle’s sales team to tell us 


| whether their software could do this or 


not,” Hadden said. “We just feel like 
we've been burned.” 

Some of the issues should be re- 
solved by a new order management 
module Oracle is due to ship in May, 
Hadden said. But council officials don’t 


| think the $600,000 customization bill 


would be reduced even by half, he said. 
Oracle officials promised to work 


| with the church council but said many 


of the features requested are unique to 
its catalog business and oriented more 
to consumer sales than its order entry 
software was designed for. D 


ness Software 


mainly to Novell’s installed base. 

“Novell has to find other business 
opportunities” outside NetWare, said 
analyst Steve Kleynhans at Meta Group 
Inc. in Stamford, Conn. “The iChain ini- 
tiative is a positive step in that it proves 
you can take a directory out and use it 
as an e-business platform.” 

But Kleynhans said e-commerce “is 
not an area where Novell has lots of 
presence.” And Novell has always been 
weak at marketing, he added. 

Rob White, manager of 
technical support at off- 
shore drilling company 
Global Marine Inc. in 
Houston, said the iChain 
concept sounds promis- 
ing. “But can we force our 
suppliers to implement 
it?” White said Global is 
very satisfied with NDS 
as an internal tool, but he 
wondered whether Nov- 
ell will have the clout to 
realize its ambitions. D 
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‘Transmeta Introduces 
Pentium-like Crusoe Chip 


Technology for wireless apps relies on software 


BY CYNTHIA MORGAN 
RANSMETA 
the 


off the top-secret 


CORP 
took wraps 
Crusoe chip last 
week, revealing a 
processor with extremely low 
that 
Pentium-com- 


power consumption can 
run Intel Corp. 
patible applications. 
Corporate users said they’re 
hoping the chip can hasten the 
arrival of small, wireless, mo- 
bile computers capable of run 


ning full-fledged PC software 


E-Commerce NN 
Over IP Head C 


BY JAMES COPE 
50,000 network man 


agers and information technol- 


Some 


ogy brethren will come out of 


Y2K hibernation to attend this 
week’s ComNet 
On 
new 


2000 show in 
Washington their 


list: 


shop- 
ping infrastructure 
that will support e-commerce 
and robust business-to-busi 
ness communications over the 
»bservers said. 


talk 


about sending voice over data 


coming decade, 

Also, there’s plenty of 
networks, at least from 
dors that 
enabling equipment 

Bill Labe 
year’s ComNet and a Comput- 
said build- 


ven- 


are selling voice- 


ris, chairman of this 


erworld columnist, 
ing e-commerce pipes is the or- 
der of the day for networking 
professionals now that Y2K has 
passed. “Construction of net- 
works for a radically different 
means of 
what will [drive] 90% of what 


doing business is 
goes on in networking for the 
next 18 to 24 months,” he said. 
The coming wave of net- 
working is all about 
speed and speed 
processors and more 
width,” said Scott 
president of the Milwaukee- 
based Network and Systems 


“speed, 
faster 
band- 


Sherer, | 


low 
sumption is truly revolution- 
ary, one analyst, but he 
added that much of the rest of 
the chip is old technology that 
potential memory 


Crusoe’s power con 


said 


may have 
and performance problems. 

The chip 
around Intel's Pentium patents 
by processing X86 instructions 


Crusoe gets 


in its accompanying software, 
translating them into simpler 
instructions that the chip can 
execute very quickly, said Tom 
Halfhill, ‘The 


ets, Voice 


senior editor of * 


omNet Topics 


Professionals Association. 

The band- 
width may push midsize users 
into deployment of Gigabit 
Ethernet over copper, but larg- 


need for more 


er enterprises will be looking 
to optical networks, too, said 
Michael Speyer, analyst at 
The Yankee Group in Boston. 

Inc., Lucent 
and Nortel 


all made opti- 


an 
Cisco Systems 
Technologies Inc. 
Networks have 
announcements this past 
year, and a bunch of optical 
networking start-ups are in the 
wings, Speyer noted 

Other 
mizing bandwidth, 
policy 
tion from 


cal 


approaches to opti 
such as a 

applica 
and 
caching technologies from 
Expand Networks Inc. in 
New York, will be presented 
at ComNet. 

Vendors also foresee 
about convergence — sending 
both voice and data over data 
networks, according to an in- 
formal Computerworld poll. 
And while some companies 
will be pushing voice over IP, 
widespread adoption of that 
technology is probably two 
years out for about 60% of | 
big companies, said Speyer. | 
Dikran Kassabian, a technical | 


management 


3Com Corp. 


a buzz 


Microprocessor Report” 

letter in Sunnyvale, Calif. 
“It’s n-time 

that emulates an X86 proces 


news- 


a just-i compiler 
he said. 
The chip may 
16MB 
memory 


sor,” 
also require 
or more of computer 
simply 


which could im- 


to process 
instructions, 
pact its use in smaller devices, 
Haifhill “The first 


results we’ve 


said. test 
seen suggest it 
will run at about half the speed 
an equivalent Pentium II 


* he said. 


of 
processor, 
Mark 


meta’s software program man 


Fleischmann, Trans- 


ager, said subsequent Crusoe 
processors would likely over 


director at the of 


Pennsylvania, 


University 
said voice over 
IP is viable for smaller compa 
nies, where traffic management 
can be handled through excess 
bandwidth provisioning but 
not on a much larger scale. 

Still, 
lot of play at ComNet this year. 
Nuera Communications Inc. in 
San Diego, 


voice over IP will get a 


for example, has 
joined with several other com- 
panies to demonstrate proto 
cols that further the 
for voice IP. And Paris 
based Alcatel will introduce its 
OmniPCX, 
munications server 
fax and e- 


cause 


over 


an integrated com- 
that han 
mail. D 


dles voice, 


come the memory problem. 
“We think our 700-MHz 
processor will run faster than 
a 500-MHz Pentium III,” 
Fleischmann said. 

“Cutting the the 


cord 


power cord — is what makes | 


the Crusoe exciting for us,” 
said John Lester, information 
systems Boston’s 
Massachusetts General Hospi- 
tal’s neurology department. 
“We want our employees to 
be with patients, not off in the 
corner with computers, 
we're investing heavily in wire- 


director at 


so 


less mobile technology to get 
there,” Lester said. “ 
very positive step.” 

Santa Clara-based ‘Trans- 
meta announced the first two 
chips in the Crusoe family. 
First is the 400-MHz TM3120, 


Crusoe is a 
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intended for use in Linux- 
based Internet appliances, 
handheld computers and other 
small devices. The second, 
the 700-MHz TMS5400, was 
designed for use in ultralight 
Windows notebook computers. 
“Just being X86-compatible 
| gives Crusoe a real appeal,” 
said Robert Zinnel, chief tech- 
nologist at GTE_ Intelligent 
Networking in Irving, Texas. 
“Every application you’d want 
is already written for it.” 
Prototypes of the first Cru- 
soe-powered devices could ap- 
pear by fall. S3 Inc.’s Diamond 
Multimedia division in Santa 
Clara, Calif., announced plans 
to release Crusoe devices by 
early next year. The first Cru- 
soe products, Internet access 
devices known as_ webpads, 
will sell for less than $1,000. 
Zinnel said the chips’ ability 
to produce lightweight, fully 
functional PCs could spur 
wireless networking in offices. 
An experiment five years 
ago failed, he said. “Nobody 
would carry a heavy laptop 
around all day.” D 


Transmeta’s Crusoe Chip 


What it is: A new line of microprocessors that process most 
of their instructions in software so that they use less power, 
take up less space and cost less money to manufacture than 


standard PC processors 


What it means: Could make it possible to build tiny, lightweight 
Interne t appliances that run Windows applications 


Rivals: Intel s mobile Pentium processors and handheld chips 
from Hitachi, Intel, Sun and others 


tional hedge fund ‘wizard ‘Geeted Soros, Linux inventor Linus 
Torvalds, Sun UltraSPARC designer David Ditzell 


Judge Bars Posting of WO Decoding Apps 


BY ANN HARRISON 
A federal 

granted the 
motion picture 
he issued a preliminary injunc- 
tion that will force three Web 


last week 


request of 


judge 
eight 
studios when 


site operators to remove a soft- 
ware program that breaks the 
encoding system used 
digital video discs (DVD). 

The ruling, handed down by 
U.S. District Court Judge Lewis 
A. Kaplan of the Southern 
District of New York, forces 
three New York defendants 
to immediately remove the 
DeCSS software utility from 
their Web sites or face con- 


for 


tempt of court charges. A simi- 
lar complaint yet to be decided 
was also filed in Connecticut. 
“Judge Kaplan’s ruling rep- 
resents a great victory for cre- 
ative artists, consumers and 
copyright owners everywhere,” 
said Jack Valenti, president and 
CEO of the Los Angeles-based 


Motion Picture Association of | 


America (MPAA). “I think this 
serves as a wake-up call to any- 
one who contemplates stealing 
intellectual property.” 

MPAA argued that DeCSS 
violated the “anticircumven- 
tion” provisions of the Digital | 
Millennium Copyright Act of 


1998. The preliminary injunc- 
tions were contested by the 
Electronic Frontier Foundation 
(EFF) in San Francisco, which 
claims the MPAA is trying to 
suppress discussion of DVD 
insecurity, violating free speech 
protections in the First Amend- 
ment. There have been no re- 
ported of consumers 
making unauthorized copies of 
DVDs using the software. 

EFF is leading the defense in 
| another DVD case filed in Cali- 
fornia Dec. 28 by the DVD Copy 
Control Association Inc., accus- 
ing 72 site operators of posting 
or linking to the DeCSS utility. D 


cases 
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SAP Ports to Linux 


SAP AG said a promised Linux ver- 
sion of its R/3 applications has 
started shipping and is in the hands 
of more than 100 customers. The 
German vendor added that its data 
warehousing and online procure- 
ment packages are scheduled to get 
support for the open-source operat- 
ing system by midyear. 


Transaction Partners 


Resonate Inc. and Whale Communi- 
cations have announced a partner- 
ship to offer high-performance 
secure communications between 
external electronic-business trans- 
actions and back-office data. 

Whale’s e-Gap secure platform 
shuttles transactions between ex- 
tranet and supply-chain applica- 
tions, eliminating a need to open a 
hole in an organization's firewall. 
Resonate’s technology will provide 
high availability and scalable perfor- 
mance capabilities. 


IBM Inventory Apps 


IBM and Swedish software vendor 
Industri-Matematik International 
Corp. plan to announce a combined 
set of inventory replenishment ap- 
plications aimed at retailers. The 
software, which is supposed to let 
users build plans for restocking 
store shelves based on actual pur- 
chases, starts at about $1 million. 


aod 


HP's Self-Help Desk 


Hewlett-Packard Co. unveiled a 
Web-based technical support ser- 
vice designed to make it easier for 
end users to troubleshoot and fix 
many hardware and software prob- 
lems themselves. The Instant Sup- 
port Web portal, available in April to 
HP customers, will help users self- 
diagnose problems on PCs, printers, 


mobile computers and workstations. 


Short Takes 


INFORMIX CORP. has announced it 
will sell Virage Inc. video indexing 
products to worldwide broadcast 
and related markets. . . . 
EXCHANGE APPLICATIONS INC. 
has released eXstatic 2.0 eCam- 
paign Designer, a permission-based 
e-mail marketing tool for real-time 
reporting. 


NEWS 
Users Go Slow on Domino R5 


Few have migrated; Lotus demos Raven 


BY LEE COPELAND 
|} ORLANDC 


HILE analysts | 


and users 


lauded Lotus 


Development 


Corp.’s know- 
initiative, | 
| laid out at its annual user con- 


| ledge management 


| ference here last week, 

| users said they were too busy 

migrating to Notes/ Domino 
Release 5.0 to embrace it. 

At 2000, the 

| groupware maker sought out 

support for Raven, its alpha 

stage knowledge management 

| server. Styled as a portal, the 

offers 


many 


Lotusphere 


stand-alone product 
search, automated user profil- 


ing, expertise-location and in- | 


| stant messaging features. 


| Raven is Appealing 


Jim Bird, an information sys- 


tems adviser at The Boeing Co. | 
in Seattle, said Raven’s func- | 


tionality is appealing. 


“There is so much data that | 


is so disparate across the com- 
pany. We need a way to get to 
our data easily and get it to the 
people that need access to it. 
| Raven seems to be one of those 
types of tools that could help 
us,” said Bird 
But like the vast majority of 
organizations that use Notes 


| Domino for messaging, Boeing | 
has yet to migrate its Lotus | 
| messaging seats to Version 5.0. | 


| Acquisition rounds out Siebel’s 


The aerospace giant uses Mi- 
crosoft Corp.’s Exchange serv- 


| er for most of its e-mail needs, | 
| but uses Notes/Domino in a | 


| few departments, Bird said. 
| ee AA" 

Lotus Users’ 
Picks & Pans 


PICKS 


| m Web-based access to Raven data stores | 


| m Web development focus for Domino 
@ Improved printing for Notes Calendar 
| mw New CEO Al Zollar 


| 
PANS 


= Product sessions not technical enough 
w No beta for Raven or iNotes clients 
= Microsoft Outlook support 


| cerrrervsrtrnesrnnernnnnernnnecne 


| 


Lotus officials estimate that 


roughly one-quarter of 


migrated to RS since it was re- 





combination of Y2K-compli- 


| ance chores and the need to 


the | 
company’s installed base has | 


move to a hierarchical naming 
structure in RS slowed down 
the migration process. 

Earlier versions of Notes/ 
Domino accepted a flat-use 


| naming convention 


leased last April. Lotus cites its | 
Notes installed base as 56 mil- | 
| tional units in the following 


lion seat licenses for end users. 


Corporate users said 


the | 


R5 requires 
naming that includes organiza- 
lastname@ 


format: first 


~ Domino to Support Microsoft Outlook 


At Lotusphere 2000 last week, 
Lotus pledged it would support 
Microsoft Corp.'s Outlook client, 
enhance its Web tools and offer 
tighter integration between Domi- 
no Server and IBM’s WebSphere 
application server. 

Lotus officials offered few de- 
tails on development plans around 
Microsoft's desktop client, except 
to say that the deal lets users ac- 
cess Domino calendaring and 
messaging from Outlook 

Lotus also said it will release 
later this year an iNotes client that 
will integrate Web browser and 
Outlook capabilities and offer off- 
line services, such as data replica- 
tion to a PC not connected to the 
Domino server. 

Web browser support is impor- 
tant, said Ralph Spencer, Lotus 





Notes administrator for aircraft i 
certification at the Federal Avia- | 
tion Administration. “We want to 
move toward a Web-based user 
interface . . . with sufficient secu- 
rity, like authentication and verifi- 
cation,” he said. | 

Lotus also demonstrated its 
Domino Designer tools for Web 
development and outlined its 
plans to integrate Domino back- 
end functionality with IBM's Web- | 
Sphere. | 

Eric Veller, an information sys- 
tems engineer at The Mutual of | 
Omaha Cos. in Omaha, said he 
liked the server enhancements | 
and tools demonstrated at the | 
show but also wanted firmer com- | 
mitments about delivery and beta | 
availability dates from Lotus. 

- Lee Copeland 
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Siebel Buys Paragren, Helps 


marketing segment of CRM suite 


BY ROBIN ROBINSON 
Bell Canada received a bit of 
good news last week when it 


| learned that it won't have to | 
| take on the task of integrating 
| its sales force automation and | 
| marketing-campaign manage- | 
| ment applications next year. 


Instead, most of that integra- 


tion work will be done by | 
| developer Siebel Systems Inc., | 
| which bought campaign man- 


agement developer Paragren 
Technologies Inc. last week. 
Siebel said the companies’ 


| products will be combined in 


Siebel’s customer relationship 
management (CRM) suite in a 
release due out this summer. 





Some customers, including 





Finnish mobile telecommuni- 
cations company Sonera Corp., 


have already integrated core | 
| , 
| tools and Paragren’s One-to- 


applications from the two 
companies to build a CRM 
suite that includes sales, ser- 
vice and marketing functions. 

With the Paragren acquisi- 
tion, Siebel, based in San Ma- 
teo, Calif., solidified its top 
spot among CRM _ vendors, 
said Judy Hodges, a CRM ana- 
lyst at International Data Corp. 
in Framingham, Mass. 

Siebel has gobbled its way to 
its position in the market by 
buying other companies such 
as call center management de- 
veloper Scopus Technology 
Inc., which it purchased in 


hierarchical | 
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company.com/location. 

“We went through that pain 
and anguish last year, so we’re 
in a position to migrate now,” 
Bird added 

Gresham Andrews, Notes 
administrator at Seagate Tech- 


| nology Inc., started migrating 


the 25,000 Notes users at the 
Scotts Valley, Calif.-based stor- 
age drive maker to R5 two 
weeks ago. “We always wait for 
products to become more sta- 
ble and get the bugs out,” said 
Andrews. “We were also a flat 
environment, and we had to 
move to the hierarchical sys- 


| tem. Planning was six months, 


and then it took about three 
months of actual work.” 

As for Raven, some users 
said they plan to take a wait- 
and-see approach to the new 
technology. 

Lotus has made “a big push 
for knowledge management 
with Raven, but whether it will 
do the job remains to be seen,” 
said Anita Moore, manager of 
network administration at Dis- 
covery Communications Inc., a 
cable channel operator in 
Bethesda, Md. D 


MORE 


| New Lotus CEO Al Zollar says he will 


preserve innovation. See page 24. 


ell Canada 


1998. Paragren, based in Re- 
ston, Va., is a leader in the cam- 
paign management niche, and 
it has partnered with Siebel in 
the past, Hodges said. 
Montreal-based Bell Canada 
decided in 1998 to purchase 
Siebel’s sales force automation 


One campaign management 
tool for its face-to-face sales 
force, said Allana Brown, an as- 
sociate director of information 
technology at Bell Canada. 
After completing the imple- 
mentation late last year, Bell 
Canada decided to integrate 
the two products to funnel 
data gathered from the Siebel 
application into Paragren’s for 
further refinement. The news 
that Siebel will do the integra- 
tion is “extremely appealing,” 
said Brown. “That way, your 
own IT shop isn’t hindered.” D 
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racle Ships Fail-Safe Feature 


But target users 
say it’s too costly 


BY ROBIN ROBINSON 
RACLE CORP. said 
it will begin ship- 
ping today a par 
allel fail-safe con 
figuration for the 

Oracle 8i database that would 

dramatically 

time from 30 minutes to as lit- 


reduce fail-over 
tle as 30 seconds 

The 
providers the product is target- 


application service 


ing said they need that level of 


reliability, but they may not be 
able to afford either the 
$100,000-plus price tag or the 
database administrators to 
keep it running. Also, unless 
their operations are running 
on Hewlett-Packard Co.’s HP 
9000 Unix platform, they will 
have to wait at least six months 
for a version of the database 
configured to their platform. 
Surrently, users who need to 
keep systems running use re- 
dundant systems. “We're rely 
ing on the hardware to be reli- 
able,” said Jim Cavalieri, vice 
president of system engineer- 
Inc. in 


ing at Salesforce.com 


San Francisco 


Continued from page 1 


Domain Names 


National Basketball 
tion discover them as well. But 


Associa- 


he said he doesn’t plan to keep 
Klein, who runs a 
and 


the names 
Web hosting 
name registration company, In 


domain- 


ternetCrusade in San Diego, 
said he registered those names 
to make a point, not a profit. 
“When found out 
could register extended names, 
it became apparent to us that 


we you 


there were a lot of missed op- 
portunities,” said Klein. 

Until last fall, domain names 
were limited to 22 characters 
plus the domains 
such as .com, .org or .net. This 
new ability to register long do- 
main names opens up issues 
for companies with long cor- 
porate names and slogans. 

“I think companies should 
aggressively register their slo- 
gans,” said Jim Grady, an ana- 


top-level 


Jim Lidestri, president of In- 
terliant Inc., an application ser- 
vice provider in Purchase, NY., 
said every component through 
every segment of the chain he 
supports must have redundan 
easier on the 
side. But the 
ware side — that tends to be 
the problem: the scalability or 
the reliability of the applica- 
tion itself,” Lidestri said. 


cy. “It’s much 


hardware soft 


Continued from page 1 


E-Receipts 


rhe Digital Receipt Alliance, 
which includes Visa, Office De- 
pot, America Online Inc., Mi- 
crosoft and Hewlett- 
Packard VeriFone 
sion, submitted the proposed 


Corp 
Co.’s divi 
standard for digital receipts to 
the National Retail Federation’s 
technology standards body. 
The XML-based receipts 
would contain transaction 
data, hyperlinks to a retailer’s 
and manufacturer’s 
Web sites and, potentially, tar- 


product 


geted discount offers and pro- 
motions. They could be deliv 
ered via e-mail or over the In- 
ternet for purchases made ei- 


lyst at Giga Information Group 
Inc 
the capability is there, they 
should take advantage of it, be- 
cause somebody else will.” 


But so far, only a handful of 


registrars offer the means to 
register names up to 63 charac- 
ters plus top-level domains. 
You can’t register a long name 
yet with Herndon, Va.-based 
Network Solutions Inc. (NSI), 
which said it plans to offer the 
service in the “near term.” Reg- 
istrars offering this capability 
include Internet Domain Reg- 
istrars in San Francisco, which 
started last month, and Regis- 
Inc. in New York, 
which began this month 
According to a 
woman at The Internet Corpo- 
ration for Assigned Names and 
Numbers in Marina del Ray, 
Calif., the Internet Engineering 
Task Force had a system for us- 
ing 63-character names that 
was put in use. The develop- 
ment of the shared registry 
system that ended NSI’s exclu- 


ter.com 


spokes 


in Cambridge, Mass. “If 


The parallel fail-safe feature 
uses in-memory database tech- 
nology, Anne Thomas 
Manes, an analyst at The Patri- 
cia Seybold Group in Boston. 

When a system crashes, data 


said 


in memory but not written to 
the disc can be lost completely 
or require intensive adminis- 
tration between the produc- 
tion database and the backup 
database to recover it. Recov- 


ther online or in brick-and- 
mortar stores. 

Jim Greene, a senior product 
manager at Dayton, Ohio-based 
NCR, predicted that digital re- 
ceipts will become available 
within a year to 18 months and 
gain a foothold once a few ma- 
jor retailers in different shop 
ping segments adopt them. 

He retailers stand to 
gain benefits, in 
cluding the capture of receipt 
data, a platform 
communication and a linking 
mechanism for small applica 
tions, such as rebates and war 


said 
numerous 


digital for 


ranty information. “It’s a great 
innovation that 
have brick-and-mortar opera- 
tions that want to reach the on- 


for retailers 


line consumer,” Greene said. 
Raymond Burke, a business 


sive registration franchise al 
lowed the use of longer names. 
technical 


There are 


problems with using long do- 


some 


main names. Older versions of 
some browsers may not sup- 
port long names, and not all 
Web hosting companies can 
host them, said officials at reg- 
istration companies. 

People who register trade- 
mark names or slogans face le- 
gal peril. The Geneva-based 
World Intellectual Property 
Organization this month or- 
dered the domain name world 
wrestlingfederation.com trans 
ferred to its trademark owners 
after someone registered it and 
offered to sell it back at signifi- 
cant profit (see story, page 24). 
Last year, the U.S. adopted a 
cybersquatting law to prevent 
trademark infringements. 

Klein said he believes long 
domain names will be impor- 
tant when people use voice to 
communicate with PCs. That’s 
why he registered isthereadoc- 
torinthehouse.com. DB 


ery times can be 30 minutes or 
longer as information is com- 
pared and updated between 
the database versions, she said. 

“The parallel server fail-safe 
has the ability to dynamically 
flash the state [of data] that’s 

. running in one machine to 
the other,” Manes said. “It 
gives you a much faster recov- 
ery time. They’re saying that 
they can do this in 30 seconds. 


school professor at Indiana 
University who studies retail- 
ing, said he can envision a re 
tailer using the information 
gathered to offer consumers 
profiles of the nutritional mer- 
its of their diets or advice on 
wardrobe planning. He further 
predicted that digital receipt 
databases will be better than 
those used in retailers’ fre- 
quent-shopper programs, be- 
cause they will track both in- 
store and online purchases “so 
you get a richer picture of con- 
sumer behavior,” he said. 

“It’s also going to be better 
because this database is going 
to be private, so the consumer 
will be more willing to aug- 
ment it with personal informa 
tion like financial 
lifestyle information or what 
they’re interested in shopping 
for, without fear of being inun- 
dated with unwanted promo- 


goals or 


tional messages,” Burke added. 

George Grant, a consultant 
at Musicland Stores Corp. who 
works for Minneapolis-based 
Wireless Network Solutions 
Inc., said the digital receipts 
could “break the ice” for brick- 
and-mortar shoppers by get- 
ting them to test the Internet to 
check out retailers’ receipts 
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That’s a real ‘wow’ factor.” 

But the technology may be 
unaffordable for many, Cava- 
lieri said. “Parallel servers to- 
day are expensive, and it’s dif- 
ficult to get database adminis- 
trators for running in that envi- 
ronment,” he said. “The soft- 
ware is expensive, the hard- 
ware it runs on is expensive, 
and it requires a more special- 
ized database administrator. 
It’s hard enough to find an Ora- 
cle DBA. It’s even harder to 
find an Oracle DBA with paral- 
lel server experience.” D 


and associated coupons and 
promotions. 

“They have a reason to go 
online, and they’re right on 
your Web site,” Grant said. 

The prospect of digital re- 
ceipts is extremely appealing 
to Brian Hume, president of 
Martec International Inc., a re- 
tail consultancy in Atlanta. 
Hume, who hails from Great 
Britain, said his wife gave him 
an expensive watch for his 
birthday, but she left the re- 
ceipt for the watch, which was 
purchased in the U.S., in Eng- 
land. When the watchband 
broke nine months later, he re- 
turned it to the store and didn’t 
have the receipt. “I'd find [digi- 
tal receipts] very useful,” 
Hume said, adding that he 
would also use them to help 
reconcile business expenses. 

However, one analyst ques- 
tioned consumer need. “That 
seems like a solution looking 
for a problem. We've never had 
consumers complain about the 
lack of digital receipts,” said 
Nicole Vanderbilt, an analyst 
at Jupiter Communications 
Inc. in New York. “I’m skepti- 
cal of the value for the con- 
sumers, but I see the clear val 
ue for retailers.” D 


Digital Receipts: How They'd Work 


A typical scenario: 


= A shopper making a purchase can opt to provide an e-mail 


and identification info 


® Brick-and-mortar shoppers 


rmation at the point of sale 


may choose to have data affixed 


to customer loyalty cards or the magnetic strips on the backs 


of credit car 


# When a purchase is made, tran 


action information is for- 


warded via network to the retailer’s database server. 


= Data identifier triggers the creation of another record (the 
digital receipt) in the retailer’s digital receipt database server. 


= Digital receipt database server is linked to an e-mail server 
or Web server. E-mail server would send receipt to cus- 
tomer’s e-mail address, or the receipt could be posted to a 

Web server where the receipt is viewable through a browser. | 





FREE Power 
Availability Kit 
that will help you solve 
your enterprise power 
protection problems. 


key code 
http://promo.apcc.com r140z 
(888) 289-APCC x1386 © FAX: (401) 788-2797 


Arc 


Legendary Reliability 


APC Symmetra™ Power Array™ 


key code 
1402 





NO POSTAGE 
NECESSARY 


IF MAILED 


on tees} | How to Contact APC 


~= 


BUSINESS REPLY MAIL 


POSTAGE WILL BE PAID BY ADDRESSEE 


Arc 


Y CODE: r140z 
Department: B 
132 FAIRGROUNDS ROAD 
PO BOX 278 


WEST KINGSTON RI 02892-9920 Arc 


Legendary Reliability 


Fax: (401) 788-2797 


Visit: nr rent: anne com 


| Call: (888) 289-APCC fi 
| 


WVavccelalbacbabalecsslalbadactateceslel Decadal 





Your enterprise is only 


Resellers Wanted: 

Mein Malou elliiay 

Provider Program now et 
promo.apc 


as available as its powe 


APC Symmetra™ Power Array”: 
N+1 redundancy for 100% uptime 


Data access is critical to both your internal and external 
customers. Now that applications like messaging, Web 
integration and E-commerce are deemed mission-critical, 


losing power to your storage and processors is not an option. 
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downtime, make sure you're prepared. 
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J.C. Penney to Add 
Online Auction Service 


Seeks to lure e-shoppers with new features 


BY STACY COLLETT 
EEKIN SOME of the 
sizzle created by eBay 
Inc. and other online 
auction sites, J. C. Pen 
ney and Co. is adding 
1uctioning to its Web site 
Industry observers said it’s 
just the beginning of a retail 
auction boom, as e-commerce 
sites attempt to attract more 
customers 
rhe 
company later this spring will 


Plano, Texas-based 
launch an auction service that 


lets consumers bid on over 


stocked merchandise from J. ( 
Penney catalogs and retail 
stores. 


“The whole idea of auction 


came about just from looking 
at how successful the auction 
concept has been online,” said 
Richard Last, Penney’s execu 
tive vice president of e-com- 
merce. “We saw it as a way of 
keeping the site interesting 
a reason for customers to keep 
returning to the site. It also en 
courages people to stay on the 
site longer.” 

The retailer also plans to 
add 


shops” to its site this spring to 


several other “specialty 
attract customers. 
$100 


remain a 


Penney’s online sales 
million last year 
small part of overall revenue, 
Its 1999 catalog sales totaled $4 
billion 


Survey: Veteran Web Users 
Happy With Holiday Shopping 


perience,” Windham said. 
But Cognitiative’s 


Different study cites 
newbies’ problems 


BY LINDA ROSENCRANCE 
For the most part, customers 
were very happy with their on- 
line holiday shopping experi- 
ences last year, according to a 
survey released last week by 
Cognitiative Inc 

In fact, shoppers said they 
will buy more online this year 
according to the San Francis- 
co-based consulting firm’s sur 
vey, “Pulse of the Customer.” 

“We [the 
fourth quarter of] 1999 as the 


will remember 
period when e-commerce got 
real traction in the mainstream 
U.S. population,” Cognitiative 
President and CEO Laurie 
Windham said. 

“Our data shows that many 
people relied on the Internet 
for their While 
we've all heard anecdotal hor- 
ror stories about recent prob- 


shopping. 


lems, in reality, the e-consumer 
seems very satisfied with their 
online holiday shopping ex- 


results 
stand in stark contrast to a sur- 
vey conducted last month by 
San Francisco-based FleetBos 
ton Robertson Stephens Inc. 
That indicated that 
overall customer 


survey 
satisfaction 
declined as the holiday season 
progressed last year, particu- 
larly among shoppers visiting 
online toy stores. 

The contradictions could be 
due to which shoppers were 
surveyed, said Emily Meehan, 
The Yankee 
Group in Boston. “If first-time 


an analyst at 


shoppers were surveyed, then 
they could have had lower ex 
pectations than more experi- 
enced online shoppers,” she 
said. 

However, it appears that just 
the opposite is true. 

Cognitiative said it surveyed 
600 mostly experienced online 
nationwide, while 
FleetBoston Robertson Steph- 


shoppers 


ens said it surveyed approxi- 

mately 5,500 people, about 55% 

of them first-time shoppers. 
According to Cognitiative’s 


But in 1998, online sales 
were just $15 million, and Last 
said he expects the company to 
continue its rapid online 
growth. 

The auction also provides 
another channel, in addition to 


Penney’s 37 outlet stores, to 
sell overstocked merchandise 
“With overstocks, any com 
pany looks at how much [mon- 
recover,” Last 


ey] you can 


added 


Not a Surprising Move 


Industry observers said they 
weren't surprised by Penney’s 
e-commerce strategy. 

“We predict a lot of retailers 
on- and off-line will be adopt- 
ing auctions this year,” said Re 
becca Nidositko, an analyst at 
The Yankee Group in Boston. 
“It’s a great way to manage in 


that fared 


were 


survey, products 


well this season those 
most often associated with re 
tail sites on the Web, such as 


books, 


and software. 


music, toys, clothing 
The survey said consumers 
had better online shopping ex 


perienc es because there were 


E-Commerce 


Appliances 
To Debut 


BY LINDA ROSENCRANCE 

Network Engines Inc. today 
plans to unveil the WebEngine 
Intel 
based server appliance that the 


Roadster, a low-cost, 
company said will allow online 
businesses to provide Web 
content easily and reliably. 

Roadster, like other Network 
Engines servers, is 1.75 in. high, 
allowing up to 40 servers to fit 
in a standard equipment rack. 
The server, which offers a full 
software suite, including Web 
publishing, and file- 
ransfer works in 
large clusters and can scale up 
to 256 units. 


e-mail 


services, 


ventory generate excite- 
ment about an online site 
and test prices to find out what 
the market will bear.” 

The Yankee Group predicts 
sales at retail auction sites will 
reach $200 million this year 
and $2.1 billion by 2003. 

Specialty item retailer The 
Sharper Image in San Francis- 
co started auctioning off its re- 
and 
damaged items last February 


Auction Action 


Projected sales at retail 
auction sites: 


turns, excess inv entory 


Other retailers, such as Dell 
Computer Corp., CompUSA 
Inc. and sports apparel and ac 
retailer CBS Sports 
Line also have auction compo 
nents on their Web sites. 


cessory 


“Variable pricing is going to 
take over and replace all but 


more products to choose from, 
they had heard positive stories 
about online shopping from 
family and friends and they 
felt better about making pur 
chases with credit cards. In ad- 
dition, Cognitiative said, some 
consumers were swayed by 
the glut of online retailers’ ad- 


Vernon Jordan, an analyst at 
Framingham, Mass.-based In- 
ternational Data Corp. (IDC), 
said Network Engines has 
demonstrated capabilities by 
“creating highly available scal- 
able platforms” for Web-host- 
ing server applications. 

The Roadster LX 
$1,995. It will come with Red 
Hat Inc.’s and Apache 
Web _ server The 
Roadster NT, priced at $2,695, 
will come preloaded with Win- 
dows NT and Microsoft Inter- 
net Information 
ware. It will begin shipping in 
the first quarter. 

Randolph, Mass.-based Net- 
work Engines will also unveil 
a new Internet Appliance Ar- 
chitecture that the company 
said will offer a different ap- 
proach to conducting e-com- 
merce. 

The company said the new 
appliance 
places multifunction servers 


costs 


Linux 
software. 


Server soft- 


architecture _re- 
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the most static of product cate- 
gories,” said Laurie Orlov, an 
analyst at Forrester Research 
Inc. in Cambridge, Mass. “It 
makes perfect sense to me, as 
suming they have the infra- 
structure support to handle it 
— the adequate amount of 
computer capability to have a 
lot of people bidding.” 

The auction’s front-end op- 
eration will be outsourced to 
FairMarket Inc. in Woburn, 
Mass. Last said fulfillment will 
be handled by the five J.C. 
Penney centers already dedi- 
cated to catalog sales. 

Other observers said brand- 
ed auctions raise more channel 
conflict concerns. 
this diminish their 
brand if you can buy it from 
them at full price in one place, 
then the next day it’s half-price 
{online]?” said Allen Bonde, an 
The Extraprise 
Group in Boston. “Traditional- 
ly, they would’ve funneled 
their merchandise through a 
third party — [and] that 
wouldn’t have been directly 
tied to J. C. Penney.” D 


“Does 


analyst at 


vertising and promotions. 


According to 
83% of shoppers said the key 


Cognitiative, 


benefit of online shopping was 
convenience, while 81% said it 
and 51% said it 
saved money over purchasing 


saved time 


items at brick-and-mortar 


stores. D 


with a series of application- 
specific appliances. 

“These guys really get it,” 
said James Gruener, managing 
director of Windows 2000 
Platforms at Aberdeen Group 
Inc. in Boston. “They’re mak- 
ing a product line that provides 
manageability, availability and 
better reliability features ... in 
a slim-designed Internet appli- 
ance server.” 

The Internet Appliance Ar- 
chitecture consists of four 1.75- 
in.-high Internet appliances, 
each dedicated to a specific 
task, Network Engines said. 
The server appliance comes 
installed with management 
software that notifies system 
managers if there’s a problem. 

The Internet Appliance Ar- 
chitecture is aimed at a world- 
wide appliance server market 
that will top $7.9 billion in rev- 
enues on more than 2 million 
units shipped by 2003, accord- 
ing toIDC.D 
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Hurdles Remain Before SAN 
Likely to Gain Acceptance 


Analysts say new technology still 
needed to fuel storage market growth 


BY KATHLEEN OHLSON 
PORAGE-AREA net 
working will finally 
come into its own in 
2000 provided 
customers and ven- 

dors understand the concept. 

know 
networks 


Customers want to 
about 
(SAN) and be 


yond the vendor and media 


storage-area 


educated be- 


hype, said Mike Adams, an ana- 
lyst at Cambridge, Mass.-based 
Giga Information Group Inc. 
Vendors must 
tions about the business bene 
fits of SAN products, address- 
ing the issues customers are 


answer ques- 


facing and how the technology 
can help them, Adams said. 
Juan Perez, a_ technology 
consultant for the New York 
based Teachers Insurance and 
Annuity Association (TIAA), 
said he feels some frustration 
SAN _ technology. 
offering a few 


regarding 
Vendors are 
pieces of the technology puz 
zle, but there’s no guarantee 
they will function together, he 
said. TIAA has a Fibre Channel 
direct connection to create a 
SAN, but Perez said the up 
grade from a direct SCSI con 
nection to a SAN environment 
won't be seamless. 

“I want to find a real SAN 
that works with existing appli 
cations” such as Novell Inc.’s 
NetWare 4, which TIAA will 
upgrade to NetWare 5, and a 
custom imaging application, 
Perez said. “Companies claim 
they can do it, but it’s not 


usable. I want an off-the-shelf 


product, not one that only 
works in a lab.” 

Storage vendors had better 
hope they can come up with 
a complete product for SANs. 
According to market researcher 
International Data Corp. in 
Framingham, Mass., the stor- 
$34.3 


billion in revenue this year, 


age market will tally 


with the majority of sales 
coming from SAN-ready sys- 
tems. But vendors will have 
to solve glaring problems — 


including serverless backup, 


secure-access control and 


interoperability to meet 
customers’ needs. 

“Companies aren't even 
bothering with SANs,” but they 


need some kind of operation 


SAN Market Projection 


Sales for worldwide disk systems and 


storage-area networks: 


P| DISK SYSTEMS | SAN | 
$3.4B 


$4.5B 
$6.7B 
$9.7B 


1999 $29.9B 
$34.3B 
$38.4B 


$42.4B 


2000* 
2001* 
2002* 
"Estimated sales 


that can store data and doesn’t 
require any downtime, said 
Steve Duplessie, an analyst at 


Milford, Mass.-based Enter- 


prise Storage Group Inc. “Most 
companies do backups in case 
someone does something stu 
pid,” Duplessie said. 

SANs 
amount of downtime required 
to back up data, but secure-ac 
cess control is holding back the 


would mitigate the 


storage market’s hottest trend. 
According to Duplessie, se 
cure-access control prevents 
one node from viewing 
and accessing storage 
resources allocated to a 
different node in a 
shared storage environ 
ment. But there’s no 
management standard 
to limit a server’s oper 
ating system to a de 
fined part of the SAN, 
analysts said 

For example, Win 
dows NT and Solaris 
servers view any stor- 
age space they see ina 
SAN as entirely theirs 
and end up overriding eact 
other’s information. By next 
year, Duplessie said, compa 


nies will roll out reliable se 


Epiphany Adds E-Mail Tools 


Marketing apps to 
be added to E.4 


BY LEE COPELAND 
E.piphany Inc. this week will 
update its E.4 data 


analysis application with e-mail 


System 
marketing tools, a welcome 
utility for corporations looking 
to use e-mail to market their 
products and services. 

The San Mateo, Calif.-based 
company will announce that it 
has added E.mailer to E.piph- 
any E.4 System this week. E.4 
System includes tools for iden 
tifying and analyzing customer 
segments and creating cus- 
tomer profiles. 
With E.mailer, E.piphany cus- 
tomers can develop e-mail 
marketing campaigns based 
on data extracted through the 
E.4 analysis process. 

Messages created with 
E.mailer can include historical 


preference 


and transactional data targeted 
at specific customers. For ex 
ample, a cellular phone com 
pany might alert high-volume 
callers of pricing plans that fit 
their usage profiles. 

Dennis Yu, mar 
keting manager at 
AMR Corp. in Fort 
Worth, 
his company pur 
E.phipany 


Texas, said 


chased 
E4 because of its 
ease of use, integra 
tion with disparate 
data 
detailed 


sources and 
analysis 
capabilities. 

“It’s a three-  astext, HTM 
legged stool,” Yu 
said. “If you took one of the 
legs away, you couldn’t sit on 
the thing. Even if a product has 
all the functionality in the 
world, if it wasn’t easy to use, 
no one would use it.” 

AMR subsidiary American 
Airlines plans to use E.4 to ana- 


Ploecaore 
E.mailer 
Features 


Opt-out feature a 


transactional data 


E-mail templates formatted 


cure-access products, allowing 
servers to recognize the space 
allotted to them. 


Serverless Backups 


Analysts also said serverless 
backups will be a key compo- 
nent of SANs’ success. Cur- 
rently, the server manages the 
backup from disks to a tape 
drive 

When serverless backup ar- 
rives, it will be the “killer app” 
for SANs, Duplessie said. It 
will allow data to be stored 
from the disk to tape devices 
over a Fibre Channel ring with- 
out bogging down the server, 
he said. 

A big vendor needs to drive 
a SAN standard, and no one 
has stepped forward to date, 
Duplessie said. He predicts a 
company that’s not involved in 
storage management, such as 
Cisco Systems Inc., will create 
a standard. This move would 
allow a company to add to its 
capital and move into promis- 
ing areas not dominated by 


anyone, he added. D 


lyze data extracted from its 


customer loyalty database, 
BroadVision Inc. applications 
and other data stores. Ameri- 
can Airlines uses e-mail for 
some programs and would like 
to update its campaigns with 
more targeted offers but is 
undecided on how best to 
expand its e-mail-based mar 
keting campaigns. 
“You have to be 
very careful not 
to burn the e-mail 
channel,” said Yu. 
“Customers are 
very sensitive, be 
cause a lot of small 
outlets are taking 
advantage and 
abusing the e-mail 
because of its low 


an 


r AOL cost.” 


E.mailer includes 
an opt-out feature that allows 
recipients to request to be 
removed from mailing lists 
E.piphany competes with ven- 
dors such as Broadbase Soft- 
ware Inc. in Menlo Park, Calif., 
and Annuncio Software Inc. in 
Mountain View, Calif. DB 


~ COMPUTERWORLD January 24, 2000 


Outsourcing to 
Impact the 
Storage Market 


SAN won't be the only trend 
happening this year in storage. 
Enterprise Storage Group 

Inc. analyst Steve Duplessie 
predicts more companies will 
be outsourcing their storage 
this year. The firm forecasts 
companies will spend 60% of 
their capital on information 
technology costs for storage 
experts, products and services 

Availability is critical, and 
companies lack the infrastruc- 
tures and experts to manage 
storage, Duplessie said. It will 
be easier for firms to “find a 
company that lives and knows 
storage management, and let 
them worry about it, he said.” 

As for firms leading the 
outsourcing charge, Storage- 
Networks Inc. in Waltham, 
Mass., tops the list, followed 
by Exodus Communications 
Inc. in Santa Clara, Calif., and 
Level 3 Communications Inc. 
in Broomfield, Colo 

But not everybody is con- 
vinced about outsourcing. 

BankBoston’s Hermant 
Kurande said outsourcing will 
catch on for enterprise storage 
management, but it still has 
drawbacks 

“| need to look at the cost 
model and see a real justifica- 
tion and tangible needs for out 
sourcing,” said Kurande, senior 
manager of treasury infrastruc- 
ture at the Boston-based bank 
“It's a difficult pill to swallow - 
the information is intellectual 
property of every corporation 
and to keep it elsewhere is 
difficult to comprehend.” 

What won't be difficult to 
comprehend is the intensified 
competition this year. John 
McArthur, an analyst at Interna- 
tional Data Corp., said compa- 
nies will battle to roll out “credi- 
ble” products and shift from 
high-end to midrange products. 

Hopkinton, Mass.-based 
EMC Corp. will continue to lead 
the storage market but will be 
challenged to integrate Clarion 
products, he said. IBM and 
Compag Computer Corp. will 
be heavy players, while smaller 
firms such as Carlsbad, Calif.- 
based Dot Hill Systems Corp. 
and Tinton Falls, N.J.-based 
ECCS inc. will need to special- 
ize in certain storage facets to 
survive, McArthur added 

- Kathleen Ohlson 
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Lotus Introduces New CEO 


IBM veteran says he will 
preserve innovation 


lr LOTUSPHERE 2000 in Or 
lando last week, Lotus De- 
velopment Corp. intro 
duced new CEO Al Zollar 
to customers, partners, 
analysts and the press. The 23-year IBM 
veteran will take over for outgoing CEO 
Jeff Papows Feb. 1. Computerworld se- 
nior editor Lee Copeland spoke with 
Zollar about his strategic vision for the 
groupware vendor. 


Q: What skills are you bringing to Lotus that 
will help move the company forward? 

A: I’ve had a lot of experience in soft- 
ware. And that experience has gone 
across many technology areas: databas 
es, application development, systems 
management, Java. And I think those 
experiences in software — plus the ex 


periences I’ve gained in developing 
strategies, sales and services, and in 
other aspects of what it takes to be a 
successful software business — will 
serve me well. Another thing that I 
hope will serve me well is that I have al- 
ways been a believer ... 
thought. It opens new ideas and new 
approaches, and that type of innovation 


has been a hallmark of Lotus. 


Q: You have been described as a true techie. 
Is that an accurate moniker? 

A: I would describe myself as an OK en- 
gineer. Not a superb engineer, not a 
great engineer, but someone who ap 
preciates what technology can do and 
how people use it. But it’s been a long 
time since I’ve done any type of engi- 
neering. Most of my time has been fo- 
cused on building software businesses 
and looking at business models and ac- 
quisitions and relationships that are im- 
portant to building a successful soft- 


ware business. 
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BrainShare 2000 Pack your bags and your brain. Attend 
the biggest and best IT conference, March 26-31 in Salt Lake City. 
Sign up before February 18 and save $200. Come join the greatest 
minds in the industry. You just might leave with a superiority complex. 


www.novell.com/5 1 2brainshare 


or call 1-800-833-4862, ext. 512 


Novell 


in diversity of 


Q: Departing CEO Jeff Papows has been 


| criticized for not having enough of a handle | 


on development. Notes/Domino 5.0 shipped | 


| almost two years late. Will one of your priori- | 


ties be to get on top of develop- 
ment? 
A: Software engineering is 
quite complex. And Lotus is 
not the only team that could 
be described as _ having 
problems from time to time 
meeting mile- 
stones. That being said, I 
have confidence in 
the team that we currently 
have and their ability to exe- 
with time, precision 
and customer focus. 

I think at the end of the 
day, it’s hard to move dates out, but it’s 


execution 


every 


cute 


usually based on a deep concern on 
what the customer experience with the 
product will be 


Q: As IBM and Lotus meld more, what will be | 
the role of Iris, the development group inside | 
Lotus? Will it go away? 

A: Absolutely not. Iris is the heart and 
soul of Lotus and the heart and soul of 
innovation that makes Lotus what it is. I 
want to know how I [can] help them to 
continually improve that team and in- 
novate as they always have. 


Q: What needs to happen next technologi- 
cally to get the Raven knowledge manage- 
ment suite off the ground? 

A: I think it’s a matter of execution. The 
real point of Raven is the value of being 
able to know what you know through 


a 
CEO AL ZOLLAR says 
his software back- 
ground should help 
Lotus move ahead 
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the discovery capability that Raven 
brings. Then [the next step is] to put 
that information in the hands of those 
who need it, when they need it — the 
expertise-location capability. 

Then, finally, the capability of estab- 
lishing a portal that knowledge can be 
accessed from. 


Q: While Raven is cooking, what 
is Lotus going to do to help get 
collaboration and e-mail migra- 
tions off the ground? A lot of 
customers are still in the Notes 
4.0 world, and some haven't yet 
started creating collaborative 
applications with Domino. 

A: I’ve heard some of those 
things. Once I become more 
of an authority, we'll see if a 
course correction is re 
quired. Domino as a devel- 
opment platform is very 
successful, but I need more insight to 
give a better answer. 


Q: You're an African-American, and there are 
very few blacks in the technology or business 
worids at your level. What do you make of it? 
A: As people build a skill set and portfo- 
lio of experience that represents a set of 
talents that they bring to the job, that 
becomes the deciding factor in why 
they are selected. I would like to believe 
that that is why [IBM Senior Vice Presi- 
dent] John Thompson selected me for 
this position. 

The fact that I happen to be African- 
American is a positive sign, relative to 
demonstrating a commitment to diver- 
sity. But I hope it’s the talent of indi- 
viduals that are allowed to shine with- 
out any blockage or barriers that are 
artificial. b 


First Cybersquatting Case Settled 


BY MARY LISBETH D‘AMICO 
The World Intellectual Property Orga- 
nization (WIPO) has settled its first 
case of cybersquatting, the practice of 
registering for an Internet domain 
name with the intention of profiting 
from the resale of the name. 

WIPO said Scott Donahey, the pan- 
elist it appointed to decide the case, is 
requiring that Michael Bosman, a Cali- 
fornia resident, transfer a domain name 
to U.S.-based World Wrestling Federa- 
tion Entertainment Inc. (WWF). 

In October, Bosman registered 
worldwrestlingfederation.com — with 
Melbourne IT, a domain name registrar 
in Australia. Three days later, he tried 
to sell the name to the WWF at a profit, 
asking for $1,000, according to a report 
on WIPO's Arbitration and Mediation 
Center Web site. 

WIPO, a United Nations agency, be- 
gan implementing procedures for set- 


tling domain name disputes in Decem- 
ber. The organization identifies cases of 
“clear abuse” of a trademark holder’s 
rights that it anticipates can be settled 
within 45 days. It then appoints an inde- 
pendent panelist to decide the case. 
Donahey judged Bosman’s transac- 
tion to have been made in bad faith. The 
domain name he registered is identical 
or confusingly similar to the trademark 
and service mark of the WWF, and the 
respondent has no rights or legitimate 
interests in the name, Donahey said. 
The two disputing parties are settling 
the question themselves, WIPO said. 
The appointed panelist normally 
wouldn't issue a decision in such a case, 
but the two parties apparently didn’t in- 
form the panelist of their agreement, 
said Erik Wilbers, a senior counselor at 
the Arbitration and Mediation Center. D 


D‘Amico writes for the IDG News Service. 
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Cisco Buys VPN Firms 


Cisco Systems Inc. in San Jose last 
week said it would buy Altiga Net- 
works Inc. in Franklin, Mass., and 
Compatible Systems Corp. in Boul- 
der, Colo., for $567 million in stock. 
Both companies make virtual pri- 
vate network products. 


RAPED eit BED AR OAT OMA 


Oberon Sold for $181M 


Oberon Software Inc. in Cambridge, 
Mass., last week said it’s being ac- 
quired by OnDisplay Inc., a San Ra- 
mon, Calif., software vendor that 
supports online marketplaces. The 
stock deal is worth $181 million at 
current prices and is expected to be 
completed in March. 


eee AE PST Da POON OT ND 


Rambus Sues Hitachi 


High-speed memory maker Rambus 
Inc. in Mountain View, Calif., last 
week filed a lawsuit in U.S. district 
court accusing Hitachi Ltd. in Tokyo 
of infringing on patented technology 
in some of its key semiconductor 
products. The suit, filed in U.S. Fed- 
eral District Court in Delaware, 
seeks to bar Hitachi from manufac- 
turing, selling or importing semi- 
conductor products. 


GTE CyberTrust 
Acquired for $150M 


Dublin-based electronic security 
firm Baltimore Technologies PLC 
plans to acquire Needham, Mass.- 
based GTE CyberTrust Solutions 
Inc. for $150 million. The acquisi- 
tion is expected to increase Balti- 
more’s market share in electronic- 
business and e-commerce security, 
especially in the public-key infra- 
structure arena, the company said. 


Data Analysis Tool 
Maker Goes for $126M 


Net Perceptions Inc. in Minneapolis 
last week said it had agreed to buy 
Knowledge Discovery One Inc., an 
Austin, Texas-based data-analysis 
tool maker for online and multi- 
channeler retailers. The stock-swap 
pact is worth about $126.4 million. 
Net Perceptions makes real-time 
personalization products, including 
technology that can recommend 
consumer purchases. 


NEWS 
Compuware, Viasoft 
Call Off Their Merger 


Mainframe services vendors decide 
antitrust action would cost too much 


BY JAIKUMAR VIJAYAN 
OMPUWARI 

Viasoft Inc 

termi- 


Corp. 
and 
last week 
nated their pro 
posed merger. 
The move resulted from 
continuing uncertainty and lit- 
igation costs arising from a 
US. 


civil suit seeking to block the 


Department of Justice 
merger on antitrust grounds, 
according to statements from 
both companies. 


Compuware, a $1.6 billion 
mainframe vendor in Farming- 
ton Hills, Mich., announced its 
bid to buy Viasoft, a $104 mil 
lion rival in Phoenix, last July. 
“I’m not surprised at all,” 
said David Floyer, an analyst at 
IT Centrix, a consultancy in 
Boston. In addition to the gov- 
ernment think 


there was enormous user pres- 


pressure, “I 


sure [against the merger] as 
well,” Floyer said. Users are be- 
sensitive to 


coming very 


IBM Sets Up $500M Fund 
For Internet Start-ups 


System vendors 
use venture capital 


BY JAIKUMAR VIJAYAN 

The $500 million fund set up 
by IBM this month to finance 
Internet ventures builds on the 
company’s campaign to push 
hardware, software and ser- 
vices to Internet start-ups. 

IBM’s Global Financing 
Group also announced that it 
will work with venture capital 
firms to finance the purchase 
of IBM technologies and ser- 
vices for Internet start-ups that 
have already completed their 
first round of venture capital 
funding. 

The move builds on IBM's 
announcement of less than a 
month ago that it will finance 
e-commerce projects by cli- 
ents of Ernst & Young LLP in 
New York. At that time, IBM 
executives said Ernst & Young 
customers were expected to 
use nearly $500 million in IBM 
funding. 

Programs like these are “al- 
most like the price of entry 
into the Internet market these 
days,” said Laurie McCabe, an 
analyst at Summit Strategies 
Inc. in Boston. With compa- 


nies looking to invest in Inter 
net start-ups, it’s important for 
system vendors to have fund- 
ing programs, McCabe said. 
“It’s a way to have a pulse on 
the venture capital community, 
and it is also a way to ensure 
that your technologies and ser- 
vices have mind share” among 
the start-ups, she said. 
IBM has earmarked 
than $1 billion in funding pro- 


more 


grams for Internet companies. 
Its programs include the fund- 
ing of venture capital firms 
specializing in Internet compa- 
nies, acquisitions of start-ups, 
payment programs 
and rent-to-own offerings. 
IBM is hardly alone. Other 
system vendors — most no- 
tably Hewlett-Packard Co., 
with a $1 billion fund, and Sun 


deferred 


Microsystems Inc. — have sim- 
ilar programs in place. 

Similarly, 
Andersen Consulting last De- 
cember said it’s forming a ven- 
ture capital firm, called Ander- 
sen Consulting Ventures, that 
will invest $1 billion over the 
next five years in e-commerce 
businesses. Another integra- 
tor, Cambridge Technology 
Partners, also announced plans 
last month to set up a fund to 
help dot-com start-ups. D 


Chicago-based 


moves that could lead to mo- 
nopoly situations, he said. 

The DOJ’s antitrust division 
sued to block the purchase in 
October, claiming that the pro- 
posed $167 million merger 
would result in higher prices 
for testing and debugging tools 


SAP Execs to 
Get Options 


Shareholders seek to 
halt U.S. brain drain 


BY CRAIG STEDMAN 
In an attempt to stop a man- 
agement brain drain at the U.S. 
subsidiary of SAP AG, the Ger- 
man software vendor’s share- 
holders last week approved a 
plan to start offering stock op- 
tions to senior executives and 
other “top performers.” 

The lack of a stock-option 
program has caused SAP fits 
since early last year, when ex- 
ecutives at SAP America Inc. 
in Newtown Square, Pa., began 
leaving in droves to join U.S.- 
based vendors that could offer 
lucrative stock incentives. 

For example, Siebel Systems 
Inc. in San Mateo, Calif., has 
hired more than 25 high-level 
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mainframe software 
development, monitoring and 
failure management. 

“The board of directors did 
not believe that continuing the 
litigation, with its 
risks, substantial costs and po- 


used in 


inherent 


tential irreparable damage to 
our business and relationships 
with distributors 
and employees, was in the best 
interests of Viasoft sharehold- 
ers,” said Steven D. Whiteman, 
chairman, president and CEO 
of Viasoft, in a press release 
announcing the move. D 


customers, 


employees away from SAP 
America. That prompted a 
frustrated SAP to file a lawsuit 
charging Siebel with predatory 
hiring practices last fall. 
European companies typi- 
cally eschew American-style 
stock-option plans because of 
fears among shareholders that 
their ownership stakes will be 
diluted as employees exercise 
the options they get. As recent- 
ly as November, SAP co-CEO 
Hasso Plattner said at a press 
conference that European 
shareholders “wouldn't 
for that kind of dilution.” 
But SAP said more than 99% 
of the shareholders who voted 
at a special meeting in Ger- 


stand 


many last week approved the 
new plan, which is scheduled 
to take effect later this quarter. 

The plan lets SAP issue ei- 
ther stock options or convert- 
ible bonds to employees. A to- 
tal of up to 6.25 million shares 
of SAP’s stock, amounting to 
about 6% of its outstanding 
shares, can be offered under 
the new program. D 


NE 
Quarterly Earnings Roundup 


Earnings announced last week (period ended 12/31/99) 


1999 
$968.7M 
$1.6B 
Corel Corp.* $60.9M 
IBM $24.2B 
$71.2M 


Advanced Micro 
Devices Inc 


America Online Inc 


Legato 
Systems Inc 


$6.1B 
$237M 
$201M 


Microsoft Corp. 

Sybase Inc 

Symantec Corp. 
*Period ended 11/30/99 


1998 
$788.8M 
$1.1B 
$67.2M 
$25.1B 
$48.5 


$5.2B 
$232.5M 
$156M 


1999 
$65M 
$271M 
$4.6M 
$1.16B 
$3.05M 


1998 
$22.3M 
S115M 
$6.8M 
$1.27B 
$7.08M 


$2.4B 
$26M 
$89M 


$1.97B 
($15M) 
$15M 





HOW WILL YOUR IT STAFF SUPPORT 
THE INCREASING AMOUNT OF ENTERPRISE 
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Enterprise Systems Support for IT Professionals 


INSTANT RESOLUTION TO 
ENTERPRISE TECHNOLOGY ISSUES 
THROUGH A SINGLE SOURCE! 


I'TInfoSource.com is a revolutionary new IT support service. Our online application empowers our customers 


with the intellectual capital of a global network consisting of over 2000 world-class technicians managed and 


7 
‘infoSource, 


incented by ITInfoSource.com. This group of technicians known as the G2000, support all types of mission 
critical hardware, software, and networking environments. Visit us Feb. 22-24, at IT for Wall Street 2000, 


Booth# 511. For more information: visit www.ITInfoSource.com or call 203-838-6665. 





NEWS 


MARYFRAN JOHNSON 


Blair Witch chip 


LOAKED IN THE SAME MEDIA-SAVVY SECRECY that 
kept teen-agers enthralled by last summer’s hit movie The 
Blair Witch Project, an innovative chip for mobile comput- 
ing made its surprisingly splashy debut last week. Why 
surprising? Try to name the last time a microprocessor 


introduction made it to CNN 
Headline News or caught anything 
like the media wave that surged 
around Transmeta Corp.’s Crusoe 
chips. 

Radio stations up and down the 
West Coast were calling Computer- 
world two days before the mysteri- 
ous chip’s Jan. 19 launch, wanting 
to know what we knew about it. 
What did those hidden messages 
on Transmeta’s Web site mean? 


MARYFRAN JOHNSON |S 
editor in chief of Comput- 
erworld. You can contact 
her at maryfran_ johnson@ 


sumption. That makes them prime 
candidates for the incoming flood 
Me of handheld and mobile devices. 
e But why should corporate IT 
S managers make a mental book- 
mark of a chip unveiling? Sure, 
é = important, mobile devices (not 
¥ laptops) will outnumber PC desk- 
tops in your company by at least 
3-to-1 in just a few years. What 
looks like a niche market today is 


Crusoe runs Intel apps, but more 


computerworld.com. 


Was this really going to be (dra- 
matic pause) The Intel Killer? Well, 
with a 82% share of the $22 billion micro- 
processor industry, reports of Intel’s immi- 
nent demise are probably a trifle premature. 
What enhanced Transmeta’s media buzz 
was its carefully crafted reputation for secre- 
cy, which fueled interest and speculation 
among Silicon Valley tech-watchers. What 
Transmeta finally had to show for itself after 
five years of effort was a technically intrigu- 
ing, software-driven approach to chip design 
that makes Crusoe processors tiny but power- 
ful, and extremely lightweight in power con- 


really a vast unclaimed frontier, 
with the Intel challengers emerg- 
ing now to stake it out. 

The inexorable rise of ubiquitous comput- 
ing means your users will travel farther afield 
with greater access to corporate data than 
ever before. These mobile and wireless gad- 
gets are already creating new ways of doing 
business, and that trend will escalate rapidly. 
Start thinking now about how to integrate 
these 2lst-century technologies with your ex- 
isting infrastructure of PCs, servers and net- 
works. Don’t end up lost in the woods as the 
next Blair Witch phenomenon arrives. D 


C'MON GUYS-This WiLL BE Fun! 
(ey- Wilo WANTS 10 Go [90'r 
AY AU Tue NEW CONTENT 
ON AOL *7 


kiOSoner@ma|2 
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DAN GILLMOR 


Corporate II: lake 
the lead against 
privacy intrusions 


UPPOSE THAT ON A VISIT toa 

shopping mall, someone followed 

you with a video camera, capturing 
your every move — which store win- 
dows you looked into, which products 
you examined and what you bought. 
You'd probably call the cops. 

Why, then, is your company probably conduct- 
ing a similar kind of surveillance of visitors to 
your Web site? 

The emerging Digital Age is putting consumers 
on a collision course with corporate America — 
particularly dot-coms — over privacy. Big Brother 
government is sinister 
enough. But the myriad 
“Little Brothers” — 
commercial snoops that 
collect and trade people’s 
most personal information 
— may turn out to be 
even more creepy, and 
dangerous. 

Hardly a week goes by u 
DAN GILLMOR is technolo 
gy columnist at the San 

Jose Mercury News 


Contact him at 
dgilimor@sjmercury.com. 


without an example of yet 
another invasion of priva- 
cy by an Internet company 
or the revelation of yet an- 
other egregious security 
flaw in PC software and e-commerce databases. 
Although the marketplace is spurring the devel- 
opment of privacy-enhancing software and other 
tools, self-regulation — industry’s favored solu- 
tion — is plainly not working. 

Consumers have brought some of this intrusion 
on themselves. Americans claim they want to 
protect their personal data, but then they casually 
give it up to marketers. They also insist that infor- 
mation on the Web be free. So Web sites in- 
evitably try to make money on the only things left 
to them: advertising and trading on customer data 
collected by monitoring cybersurfers’ “click 
streams.” 

The collection and reselling of consumer data 
predates the Web. But where it once took skill 
and serious money to pull together profiles of in- 
dividuals, the Net has made the process much 
simpler and cheaper. 

Privacy abusers excuse their activities by say- 
ing they’re providing a service: customized mar- 
keting that helps consumers find the products 
they want. Yet the marketers rarely ask people 
first — a process known as “opt-in” — if they 
want to be pitched this way. And they never tell 
the individual customer about the inherent priva- 
cy issues. 

Many Web sites have privacy policies. But vio- 
lations of those policies go unpunished. And or- 
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ganizations set up to monitor policies haven't 


shown any particular enforcement backbone, pos- 


sibly because they’re funded by the companies 
they monitor. 

Indeed, the market will solve some of the worst 
abuses. The online equivalent of word of mouth 
— “word of mouse” — is much stronger than the 
real-world version, so companies that routinely 
violate privacy will become pariahs. 

But the more subtle, pervasive manipulations 
will continue until they explode into public con- 
sciousness. That will lead to a call for govern- 
ment intervention that will be deafening and irre- 
sistible. 

What all this means for IT organizations is that 
they should build privacy protections into their 
companies’ systems from the start of projects, not 
bolt them on as an afterthought. D 


DAVID MOSCHELLA 


Broadband isn’t 
the linchpin for 


AOL/Time Warner 


ET’S START with the easy part. 

Contrary to much of what you’ve 

probably heard, the proposed 
merger between America Online and 
Time Warner isn’t about broadband ser- 
vices, or at least it had better not be. The 
way I figure it, there’s only about a 1 in 6 
chance that Time Warner’s broadband 
cable TV assets could do AOL much 
long-term good. 

Consider that, for consumers, there are 
three main high- 
bandwidth alterna- 
tives: telephone DSL- 
based systems, cable 
TV networks and, eventu- 
ally, wireless transmission. 
But within the cable seg- 
ment, there are two addi- 
tional scenarios: Cable 


DAVID MOSCHELLA is an networks will either be 
author, independent con- 
sultant and monthly 
columnist for Computer- 
world. Contact him at 
dmoschella@earthlink.net. 


open to multiple service 
providers, or they'll be 
dominated by owners 
such as AT&T or Time 
Warner. Only a belief in 
the latter scenario would give AOL a real incen- 
tive to merge with Time Warner, and even then, 
the combined company would reach only about 
20% of U.S. households with cable TV. So the 
telecommunications part of this story simply isn’t 
compelling. 

This tells me that content and distribution 
strategies are driving the deal. More specifical- 
ly, the logic of the merger seems predicated 


upon one of two possible assumptions: Either 
AOL’s Internet savvy will be sufficient to adapt 
Time Warner’s content to the Web more suc- 
cessfully than would otherwise be the case, or 
AOL's immense Internet presence will provide 
Time Warner’s content with an important com- 
petitive edge. 

Of these, the former seems particularly dubi- 
ous. AOL isn’t really a content producer, let alone 
an expert in migrating from old to new media. It’s 
hard to believe that AOL’s management team will 
suddenly figure out how to make Time magazine, 
CNN and HBO catch fire on the Web. Indeed, af- 
ter listening to numerous interviews with Steve 
Case and Gerald Levin, I could only conclude that 
their sense of what services consumers will actu- 
ally want is no clearer than yours or mine 

Consequently, it seems to me that — other than 
making a lot of insiders even more rich and even 
more self-important — this largest of all media 
mergers is based almost entirely upon the view 
that the synergy between Time Warner’s content 
and AOL’s distribution will strengthen both com- 
panies’ competitive positions. It’s a result of the 
familiar faith in the power of vertical integration 
and economies of scale 

Historically, of course, there has been ample 
evidence to support this position. Radio and TV 
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broadcasters once dominated radio and TV pro- 
gramming, just as moviemakers once controlled 
many movie theaters — until the federal govern 
ment stopped them. Who knows what content 
AT&T would have run along its wires if the gov- 
ernment hadn’t intervened there also. Clearly, 
during the 20th century, the bundling of content 
and distribution was often effective, with distrib- 
ution emerging as a major source of media mar- 
ket power. 

But I expect that the 2lst century will prove dif 
ferent. Distribution should shift from a scarce re- 
source to a surplus resource, making vendor mo- 
nopolies the exception, not the rule. Additionally, 
even though the transmission of telephone, televi- 
sion and Internet signals will eventually con- 
verge, the content that runs on top of this plat- 
form will increasingly evolve into a distinct and 
independent industry. 

Thus, although these two great companies pre- 
sent many interesting possibilities, their merger 
seems based more on the distribution-dependent 
patterns of the past than on the audience-driven 
models of the future. As we all know, the history 
of IT industry mergers and acquisitions hasn't 
been pretty. Unfortunately, AOL/Time Warner 


seems destined to be yet another example of how 


The cost of Y2K 


HAVE very much ap- 

preciated your excel- 

lent coverage of Y2K 
issues. Now that 2000 has 
arrived and apparently 
been survived, I have one 
nagging question. 

Saving file space by 
omitting the century dig- 
its was a deliberate de- 
sign decision back when 
the cost of storage was 
very high. I wrote sys- 
tems in the early ’70s 
where we had to total 
the disk-space cost of 
every byte. And in date- 
heavy files with millions 
of records, this cost was 
considerable. Disks were 
low-capacity and expen- 
sive, so saving a couple 
of million dollars by 
shortening dates was 
easy. 

Has anyone calculated 
the total savings since 
these economy measures 
were first taken? In to- 
day’s dollars and assum- 
ing that money not spent 
on disk space earned av- 
erage compounded re- 
turns elsewhere, the total 


after 40 to 50 years 
should be spectacular. 
Despite the enormous 
cost to add century dig- 
its or alter logic, I sus- 
pect that the return on 
investment of the “cen- 
tury-omission feature” 
was positive. Perhaps 
someone at Computer- 
world could take a crack 
at calculating this. 

Todd Caughey 

Woodbury, Minn 


EVIN FOGARTY’S 

Jan. 1 Computer- 

world Online arti- 
cle (“Congratulations on 
a Boring Y2K”] is accu- 
rate, honest and 
poignant. The IT profes- 
sionals who remedied 
the issue and did indeed 
keep “the world away 
from the brink” awaited 
the new century hoping 
that their colleagues 
worldwide had done 
their jobs to the best of 
their abilities. An unde- 
tected error in a critical 
application would have 
had dire results, and all 
IT professionals knew it. 

We were successful. 


1 + 1 winds up equaling 11/2.) 


To the critics, I say 
that the cost of failure 
would have been many 
times greater than the 
cost of the efforts. I 
would like to express my 
appreciation to my col 
leagues in the countries 
that were thought to be 
problematic and where 
IT professionals make 
$200 per month, not per 
day. 

John R. Felhofer 

Senior computer operations 
manager 

J. J. Keller & Associates 
Neenah, Wis 


A pat on the back 


JUST RENEWED my 

subscription to Com- 

puterworld and want 
to let you know that I re- 
gard it as the best in the 
business and among the 
best anywhere. I espe- 
cially appreciate the 
writers’ unbiased and 
comprehensive coverage 
of both the good and the 
bad of the business. Also, 
you give more and better 
coverage of my favorite 


topic, project manage 
ment, than other tech 
nology publications. Fi- 
nally, I read most other 
publications because I 
hope to learn something 
I look forward to Com- 
puterworld because your 
talent for bringing some 
of the absurdities of 
business to light clarifies 
the risks and problems 
that will be encountered 
and occasionally makes 
me laugh 

Thanks to all your 
writers and editors. 
Steve Mueller 
Staff engi 
Honeywe lInc 
Belton, Mo 


More letters, page 32 


COMPUTERWORLD welcomes 
comments from its readers 
Letters shouldn't exceed 200 
words and should be addre 

to Jamie Eckle, letters editor 
Computerworld, PO Box 9171 
500 Old Connecticut Path 
Framingham, Mass. 01701 

Fax: (508) 879-4843. Include an 
address and phone number for 
immediate verification. Internet 
letters@computerworld.com 





SUSAN S¢ 


Look before you 


leap at e-business 
consultants 


HEN IT COMES TO soliciting 
help with the e-transformation 
of your traditional business, 
don’t press the panic button. Keep your 
wits about you. Think long and hard 
about who’s qualified to help you retool 
and redeploy. Never before in the history 
of technology has the fear, uncertainty 
and doubt (FUD) factor played such an acute role 
in the making of snap decisions on technology 
overhauls. 
The trouble with the Internet is that it has gen- 
erated an unprecedented global advice factory 
that feeds off an upswell- 
ing of panic and insecurity. 
Established multinationals 
that view the Internet like 
the corporate sequel to 
The Andromeda Strain are 
willing to take guidance 
from just about anybody 
who’s convincing. It’s not 
the fittest, it’s the fastest 


SUSAN SCRUPSKI-MIRANDA talkers and sharpest sales- 
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Services Advisory LLC in 
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men who are making 
inroads with young dot- 
com hopefuls and e-com- 
merce executives at tradi- 
tional companies that 
have numbers to meet every 90 days. 

In his craving for quick advice, a CEO is as like- 
ly to turn to his ad agencies as his management 
consultant, or yield to his IT vendors or — worse 
— an investment banker touting some hot Inter- 
net professional services IPO that claims to have 
all the answers. 

The trouble with this panicky scramble for ad- 
vice is the life-threatening risk involved in mak- 
ing these decisions and the faith CEOs are putting 
in these Internet experts. Most knowledgeable 
folks would agree the experts in Internet strategy) 
haven't yet emerged. It’s too new for everyone. 

The media have served up an image of the 
Internet as the Wild, Wild West, where new- 
economy 49ers pan for gold and intrepid trail- 
blazers chart new territory. But I think these 
metaphors aren’t accurate to describe life on the 
Internet gravy train. 

The Wild, Wild West was dangerous, dirty and 
unforgiving. It was filled with murderers and 
thieves, wild animals, harsh terrain and native in- 
habitants who fought long and hard to keep their 
homeland. Getting around was difficult. Eating 
three square meals was difficult. Survivors, albeit 
a scruffy lot, endured considerable hardship to 
prevail. Except for the killer instincts of some 
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Web entrepreneurs, this hardly describes today’s 
Internet frontier. 

Givers of Internet advice have it easy. Their 
lives resemble the Garden of Eden, where every- 
thing is beautiful, safe and plentiful. Where’s the 
fear and adversity when scary conversations take 
place in plush resorts and rough neighborhoods 
have microbreweries? A guru’s life in the Garden 
of Internet Eden is worry-free. He has little ac 
countability for his advice. After all, he’s feeding 
off people who are a bit delirious from their stag- 
gering market caps and media wet kisses and 
who can get away with business plans that say, 
“We may never make a profit.” 

Ahem. This is business fantasy, a paradise — 
not the OK Corral. Peddling heretical advice and 
challenging executives to take gargantuan risks is 
easy when you have nothing to lose. 

So before you get swept away by the fear 
whipped up by the new Internet apostles, collect 
your thoughts. Resist the urge to yield to the 
mind-altering power of FUD. At the end of the 
day, these are simply IT services firms and con- 
sultants. The discipline you've applied to choos- 
ing help from these firms in the past is applicable 
in today’s Internet economy. DB 


WILLIAM ULRICH 


We still haven’t 


reached the final 
chapter of Y2K 


ANY PEOPLE BELIEVE the Y2K 
storm passed with few glitches. 
This has caused people from all 

walks of life to think 

the problem was 

overblown. Others, 

specifically those 

charged with fixing 

Y2K and paying for 

those fixes, believe we 

beat the bug into submis- 

sion. While the media are 


playing out these two the- 
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ories, it’s too soon to say if 
either is correct. Y2K is 
too insidious a problem for 
us to have a complete pic- 
ture now. 

First, remember that 
since Jan. 1, we’ve seen nu- 
merous Y2K problems emerge. Systems failed at 
nuclear power plants in Japan, Spain, the U.S. and 
elsewhere. Failed credit-card software rebilled ac- 
counts on a daily basis for a single charge. The 
Federal Reserve Bank of Chicago reported prob- 
lems in transferring $700,000 in tax payments 
from customers of 60 financial institutions. The 
FDA reported 24 medical device failures. Heating 
systems went out in schools, and food stamp 
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deliveries and Medicare payments were late. The 
Defense Department lost track of a spy satellite, 
prison terms were miscalculated in Italy, e-mail 
systems shut down and ATM machines failed. 

But the problems reported were far fewer than 
even the optimists anticipated. Energy, air-traffic 
control, water, heat, banking, medicine, trans- 
portation, government payment systems and a 
host of other areas have been finding and fixing 
glitches since the rollover. But to my knowledge, 
no one has died because of a Y2K problem, and 
global infrastructures are holding steady. 

None of this is a total shock when we remem- 
ber the original concerns that rallied the IT com- 
munity around the year 2000 problem during the 
early 1990s. Before folks with little knowledge of 
computer systems began beating their chests 
about the end of civilization, Y2K was a systemic 
problem with the potential to ripple across sys- 
tems and environments. Over the past few years, 
this original assessment of Y2K’s impact was lost 
in people’s concerns over our survival. 

Y2K-related challenges to the human race qui- 
etly passed into the night during the rollover 
weekend. This leaves us with the mundane reality 
of applications, networks, non-IT systems and 
spreadsheets continuing to test year 2000 compli- 
ance for years to come. In the second book we 
co-authored, The Year 2000 Software Crisis: The 
Continuing Challenge (Prentice Hall, 1998), Ian 
Hayes and I compared Y2K to an old Chinese 
proverb called “death by a thousand tiny cuts.” 

These tiny cuts stem from miscalculations and 
the triggering of errant logic that contaminate 
data and force bad decisions. Post-rollover prob- 
lems, driven by cycle dates or an odd set of condi- 
tions, may end up in related systems. Derivative 
errors can then result from bad data being used 
by internal and external systems that inherit that 
data. Some problems will be caught immediately, 
and others will be discovered down the road, or 
maybe never. All this can cause myriad problems, 
especially with inventory, distribution, tracking 
and financial systems. 

With the threat of Armageddon stripped away, 
we're left with a relatively boring story. Don’t get 
me wrong: Some embedded systems can loop for 
a while and fail later. Others may fail on leap day 
or at year’s end. All this may provide some tem- 
porary media excitement, but it’s unlikely to be 
any worse than the Jan. 1 rollover. 

Remember that several hundred problems 
have been filtering into media reports since the 
rollover. Now consider that for every problem 
reported, there are likely hundreds that went 
unreported. That’s still low, but consider that 
for every few problems we catch, a few more 
errors may go undetected. That’s what we should 
worry about. 

The reality of the Y2K bug sneaks up on com- 
panies and doesn’t explode in the course of a sin- 
gle evening. It’s complex, hard to identify and 
fairly run-of-the-mill. Time will tell if these prob- 
lems get an honorable mention in the Y2K media 
frenzy or avoid the spotlight. In the meantime, 
let’s keep our eyes and minds open as we move 
through the year. D 
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Questions of jurisdiction surround Internet tax debate 


N HIS Dec. 13 column, “In- 

ternet Tax Moratorium Is 

Basically Unfair,” Dan Gill- 
mor didn’t frame the opposi- 
tion position fairly. 

For those who shop locally 
the sales tax is a privilege levy 
on supporting the infrastruc 
ture of daily living, of having 
personalized service, a physi 
cal presence when things go 
wrong and, in general, a 
source of comfort from the 
fear of the unknown. 

The real question is, as an In- 
ternet merchant outside of 
your jurisdiction, why do I owe 
your locality anything if I do 
not receive any tangible benefit 
from your authority? 

Stephen Richard Levine 
CEO 

Franze 

Los Angeles 


WHO SAY Inter- 
net business isn’t taxed 
are mistaken. What's 


HOSI 


confusing is that it isn’t cur- 


Open-source methodology 
best bet for IT security 


EGARDING the Dec. 20 

Page One article “Feds 

Seek IT Help on Net 
Security”: Out of what cave did 
these businesses come? It has 
been proved that open-source 
methodology for security is 
best. Both the PGP and RSA 
security standards have been 
exposed to many eyes and 
have had the flaws worked out 
of them. With Linux, every 
time there has been a flaw, the 
whole community has worked 
to seal the leak. 

Having the government 
form a group with IT will only 
help. Exposing all the holes in 
a given system and publishing 
those holes for the IT world to 
see is the only way to fix them. 

Just as in home security, you 
want to use proven technology 
that many have used so that 
you know where the holes are 
and can fix them or at least be 
aware of them. 

Bill Ackerman 
Software developer 
Bolingbrook, Il! 
aack@mediaone.net 


rently taxed extra because it’s 
Internet business. 

Retail purchasers on the In- 
ternet are required to pay 
sales (or use) tax just as they 
are if they buy from a catalog 
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by phone or mail. 
Companies selling 
on the Internet are 
required to pay in- 
come taxes just as 
they would with 
any other sales 
medium. Let’s keep 
this in mind when 
discussing Internet 
taxation 

Bill Patterson 
Principal consultant 
Stratford Technologies 
Inc 

Somerdale, N.J 


patterson@computer.org 


UESTIONS 

concerning 

sales-tax 
jurisdic ‘ 


tion are the equiva- 


Strassmann’s post-Y2K 
column rings true 


AUL A. Strassmann, in 

his Jan. 1 Computerworld 

Online column, “No Rea- 
son for Euphoria,” articulated 
the entire Y2K event and its 
consequences for the future 
with perfection. It was re- 
freshing reading, particularly 
after three or four columns by 
IT professionals (on the same 
site) who couldn’t pat them- 
selves on the back quite furi- 
ously and frequently enough. 

Outstanding! 

Jeremy Steele 
Columbus, Ind 


AGREE with just about 
everything Paul A. Strass- 
mann said in his Jan. 1 col- 


umn, within context. However, 


there is enough blame to go 
around. 

IT is always taking a hit for 
being bad at communications, 
but it can’t be denied that for 
at least 20 years in most 
American corporations, IT 
personnel presented the facts 
to intelligent business man- 
agement personnel perfectly 


Internet tax 
moratorium is 
basically unfair 


\ 


A GRLLABOM Ye 
ogy Coa et I 


lent of the first rays of dawn, 
which precede the full burst of 
sunrise — which in this allego 
ry would pertain to the full re- 
alization of the essence of the 
Internet itself, being global. 


Therein lies the beginning of 


the end for any type of local, 
regional, state- 
wide or even 
national ju- 
risdiction in 
the guise of 
sovereignty. 
Like the 
vast majority 
of political 
quarrels, this 
one is very 
shortsighted. 
How silly is 
it for any lo 
cal political 
jurisdiction 
to “demand 
¥ its due” from 
an individual 
living halfway 
around the globe? 
Joe Lyon 
Ames, lowa 


eT 
capable of understanding the 
problem. They chose to ignore 
them due to pet projects and 
the bottom line 

The last time I checked, risk 
management typically reports 
directly to the CEO. Responsi- 
bility for ignoring the problem 
lies in the boardroom. Until IT 
is given a serious place at the 
table, it cannot be held ac- 
countable for bad business de- 
cisions and the shortsighted 
practices of the typical Ameri- 
can corporation. 
Dennis Monce 
Database administrator 
Arizona State University 
Tempe, Ariz 


Windowing patent absurd 


AM A RETIRED program 

mer/systems designer with 

more than 40 years’ expe- 
rience. In 1980, I had to over- 
haul an entire system written 
10 years previously by a con- 
sulting company that used sin- 
gle-digit years. 

The technique I used was 
windowing. If a year ended in 
7, 8 or 9, it was 197x, otherwise 
it was 198x. This let the pro- 





grams operate for the next 
seven years or so, and they 
were replaced by that time. 
The technique of window- 
ing has been around for a long 
while, and the patent office 
and the clown who received 
the windowing patent are 
patently absurd [“Government 
to Review Y2K-Fix Patent,” 
Computerworld Online, Dec. 
23]. Shame on them. What 
greediness! 
Richard Hartmann 
Retired project leader 
Manchester, Tenn 
rhartmann@cafes.net 


FTER READING Steve 

Alexander’s Business 

QuickStudy article 
about intellectual property 
(Jan. 3], 1am mystified by any 
attempt to claim that date 
windowing is some sort of 
magnificent discovery worthy 
of a patent. 

The question is asked in the 
article, “Would someone in 
the cutting edge of the rele- 
vant art think it was obvious?” 
Any first-year programming 
student would come up with 
this solution if presented with 
the Y2K problem. The solu 
tion’s distance from “cutting 
edge” is infinite. 

People who gathered 
around the Y2K work with an 
eye toward lawsuits and col- 
lecting fees for ideas represent 
an element of our society that 
serves no productive purpose. 
As the old saying goes, they 
are part of the problem, not 
part of the solution 
John Herrold 


Boston 


Efforts of antiporn group 
deserve more coverage 


HE JAN. 3 issue of Com- 

puterworld contained 

an article, “Hackers 
Join New Anti-Child Porn 
Group,” that I feel deserved 
more than a short paragraph 
under the category of Briefs. 
There’s irony in hackers and 
network security experts 
working together for a com 
mon cause, but what a cause 
— to hopefully eliminate some 
of the sick sites that plague 
our society. 

Ihope that Computerworld — | 
continues to monitor and pub- | 
lish their progress and that cor- | 
porate America gives whatever 
support it can. Let’s give credit 
where it’s due; applaud these | 


COMPUTERWORLD January 24, 2000 


individuals for their efforts! 
Alene E. Louis 
Covington, Ky 


Editor’s note: We agreed that 
Condemned.org deserved a 
full-length article, and we pro- 
duced one as soon as we could 
[“Vigilante Group Targets 
Child Pornography Sites,” Busi- 
ness, Jan. 17]. 


HILE, FOR the most 

part, I agree with 

these folks in being 
against child porn, I feel that 
they cannot justify the mali- 
cious hacking of those sites. 

The logic of saying that the 
hacking is an electronic form 
of using pepper spray doesn’t 
hold up. A woman attacked on 
the street didn’t go out looking 
for someone to attack her. Sim- 
ilarly, the porn sites did not go 
into their domain and attack. 

I don’t agree with the porn, 
but I don’t condone the vigi- 
lante methods either. 

Edward Hudgeons 
Handywerks 
Albuquerque, N.M 
handyheh@ix.netcom.com 


Still no progress 
in Indian integration 


T AN EQUAL Employ- 

ment Opportunity 

meeting in the ’70s, 
our guest speaker was from 
the Bureau of Indian Affairs. 
After hearing him talk, I asked 
him, “Let me get this straight: 
You have no incentive to boot- 
strap the Indians into the 20th 
century?” He sputtered a reply 
that it was a tribe’s choice to 
get off the dole. 

I was incensed that after 100 
years there was no progress 
and that the BIA was an 
anachronistic agency that 
should have been legislated 
out of existence years ago. 
There is no sense in having a 
bureaucracy that perpetuates 
the nonintegration of a whole 
sector of society instead of as- 
sisting those individuals in be- 
coming responsible and pro- 
ductive citizens. 

I then understood the ani- 
mosity against the BIA and 
federal regulations. 

Your article [“Neglected 
Workforce,” Business, Dec. 20] 
tells me that things haven't 
changed. If there were an exec- 
utive order, things would move. 
Noriko Low 
Burlingame, Calif. 
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Value Propositions for eBusiness 2.0 


ne thing is certain in this constantly 
changing, dynamic world of informa- AGENDA 
tion technology. You'd better be well 


informed if you expect to remain competitive. 9-12:20 MORNING SESSION 
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trends impacting emerging technologies. Resiarch Officor 
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or visit: eCommerce 2.0: New Buyers, New Brands, eCommerce 2000: The New Requirements B-to-B eCommerce 2.0: What's Going On at 
5 New Bules for Survival the Heart of the Revolution? 
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Innovation to Competitive Advantage to the Next Level Take to Build a Successful ASP Business? 
Christopher Hoffman Katrina A Menzigian Meredith Whalen 
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Suddenly, e-commercejis on everyone's horizon. J 


There's no history. No!twajning. Nothing but opportunity. And Great Plains is here to help. With a 
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linancial and distribution systems. Sce how we've already helped companies like toysmartcom and 
you'll gct a good idea of how we can help you, Visit www.greatplains.com /ecommerce. SEE: FURTHER 





CUSTOMER 
SERVICE 


Illinois Power is using 
wireless networks to 
boost customer service 
as deregulation heats up 
competition in Illinois. 
The company has 
equipped service trucks 
with rugged laptops tied 
to a central computer- 
aided dispatching sys- 
tem, which has reduced 
costs and made service 
more reliable. » 36 


MERGING IT 


It isn’t as easy for finan- 
cial firms to meld their 
IT operations as it is for 
them to link their ser- 
vices. But while consoli- 
dating back-office sys- 
tems is a massive chal- 
lenge, banks and broker- 
ages should be able to 
leverage the Internet to 
cross-market and dis- 
tribute products. » 39 


POST-MORTEMS 


Because of the poten- 
tially dire outcome of a 
Y2K failure, companies 
were disciplined about 
meeting target dates. 
Ed Yourdon proposes 
that companies apply 
the same disciplined 
project-management 
methods to all future 
projects. » 40 


STOCK FLOPS 


Stock options are a big 
draw for many IT pro- 
fessionals, but these 
perks don’t come with 
any guarantees. Many 
companies fail before 
getting to the initial 
public offering phase. So 
experts recommend that 
employees look at stock 
options as gravy, not as 
the main reason to take 


a job. » 42 





HTML RESUME 


lhe traditional résumé 
is on its way out, but the 
HTML résumé isn’t tak- 
ing its place. Recruiters 
say HTML résumés are 
incompatible with the 
databases they use, and 
the trend is to have ap- 
plicants fill out profiles 
online. » 46 


ONLINE HELP 


E-commerce is forcing 
companies to make a 
Web customer’s experi- 
ence as easy as using the 
phone. This requires a 
change in the overall 
culture of the call cen- 
ter, which will stretch 
the call center staff’s 
capabilities. And it 
won't be easy to build 
the infrastructure that 
ties these systems 
together. » 48 





WOMEN'S WORK 


Ms. MIS excerpts a 1943 
article for males super- 


vising women who were |: 


in the workforce during 
World War II. The gist: 
Women are second-rate 
employees who don’t 
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have the same ambition | 
or abilities as men. 
Things have changed, 


but women still have a 
long way to go before 
there’s parity. » 50 


QUICKSTUDY 


Based on the theory that | 
for every action, there’s 
an equal and opposite 
reaction, the Balanced 
Scorecard model helps 
determine what impact 

a potential change will 
have on the rest of the 
organization. » 52 


MORE 

Advice 

Careers 

Opinion: Ed Yourdon 


IY BOOT CAMP 


TECHNOLOGY TRAINING BOOT CAMPS are no longer targeting 
novices. Instead, they’re going after IT professionals 
and putting those who sign on through the paces. 
Critics argue that this doesn’t address the underlying 
problem, which is a shortage of IT 
workers. The boot camps just retrain : 
existing IT pros, which creates more 5 
opportunities for them but doesn’t 

help untrained people. 
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Wireless Net Helps Utility 
Improve Customer Service 


Facing new competition, Illinois Power 
finds network cuts costs, eases scheduling 


BY MATT HAMBLEN 
LLINOIS POWER CO. is plug 
ging wireless technology 
into its customer service 
activities in a bid to im- 
prove its field operations 

and help it retain customers as 

Illinois opens its electric mar 

ketplace to competition. 

Illinois Power, a subsidiary 
of $2.4 billion Illinova Corp. in 

Decatur, Ill. 

electric 


provides gas and 
nearly | 
mainly in 


services to 

million customers, 

central Illinois. 
After years of planning 


implementation, Illinois Power 


and 


last month completed a rollout 


of a wireless land-antenna- 
based system that connects 500 
service trucks equipped with 
laptops to a central computer- 
aided dispatching system, said 
Koester, 
energy delivery technology. 


Roger supervisor of 
The system has reduced the 
utility’s dispatching and service 
costs and allows customers to 
schedule service more reliably. 
Koester said the project has 
millions but declined 
for competitive rea- 


cost 
elaborate 


sons. Spending began in 1997, 


and Illinois Power expects to 
see a return on its investment 
by the end of this year. 

For example, the project has 
generated thousands of dollars 
per month in fixed-cost savings 
dispatching is 
done centrally, Koester. 
Still, he stressed that the main 
improvement has been in cus 
few 


because now 


said 


tomer service. “A years 
weren't that many 
competitors,” said Koester. But 
then, the 
“has just exploded.” 

Utilities nationwide are 
looking for ways to apply a 
variety of new technologies, in- 
cluding wireless networks and 
to gain a competitive 


ago, there 


since competition 


pagers, 
edge as deregulation takes root, 
David Burks, a financial 
analyst at J.J.B. Hilliard, 
>. in Louisville, Ky 


said 


Lyons Inc j 

He added that Illinois Pow- 
er’s customer service project 
has helped the company in- 
its stock price during 
while the stock 


prices of 30 other utilities he 


crease 
the past year, 
follows have dropped. 


Before Illinois Power up 


graded its dispatching system 


Net Managers’ Role Changes 


cesses on the part of network 


Web pulls net techs 
out of wiring closet 


BY JAMES COPE 
Once stray dogs begging at the 
back door, Internet 
and the 


become 


enterprise 
browser 
net- 


protocols 
interface have 
work pets 

In many 
now running the show, making 
corporate networks look a lot 
like Internet service 
providers than  yesterday’s 
LAN and WAN and 
bringing with them new de- 
mands. Those include a better 
understanding of business pro- 


instances, they're 


more 


setups 


staff, which means information 
technology is now treated as a 
strategic asset, instead of just a 
support service. 

Network 
to concentrate solely on 


managers who 
used 
the electronic infrastructure 


now must communicate be 
yond the bounds of the wiring 
closet, which calls for a level 
of human relations skills nor- 
mally with other 
departments 

“The browser interface has 
changed the way people net- 
work, period,” said V. J. Kana- 
bard, directs the new 
e-commerce master of science 
degree program at Boston Uni- 


associated 


who 


from Bell- 
Data LP in 
26 field 


phone 


with 
South 
Atlanta, 


offices 


technology 

Wireless 
the 
would 


utility's 

take 
customers for 
services O1! The 
tomers’ calls would be written 
down by a 
agent, who would then forward 
them to one of the dispatchers 


requests from 


repalrs. cus- 


customer service 


ster said. Many drivers now 
start their routes from home, 
eliminating trips to a central 
dispatcher. That’s saving the 
company thousands of dollars 
in gas and making its repair 
crew more productiv e. 

the trucks are also 
Global 
locators 


Because 
equipped with 
tioning System 


Posi 
tied 


ILLINOIS POWER has saved thousands of dollars in fixed costs since 
installing laptops in 500 service trucks last month 


to coordinate work orders with 
repair crews. 

Now, “ 
truck and instead of searching 
through paper, his day’s work 
Koe 


the driver gets in his 


is loaded on the laptop,” 


versity’s Metropolitan College 

Jack Gammon, a_ network 
manager at St. Vincent’s Hospi 
tal in Birmingham, Ala., 
“Most everything is going 
Web-based,” Even net- 
work management is going that 
way. You end up having Web 
servers everywhere.” 

In large enterprises, even old 
brick-and-mortar applications 
are being Web-enabled. Ac- 
cording to Perry Harris, an 
analyst at The Yankee Group in 


agreed. 


he said. “ 


Boston, this evolution demands 
an IT staff that has a broad 
knowledge of plat- 
forms, both legacy and new. 


Takes More Than Tech Skills 


But the Webification trend 
in enterprise networking asks 
network staff for more than 
technical knowledge. 


disparate 


to a central computer, Illinois 
Power can easily find a truck to 
respond to an emergency. 
Koester 
members have balked at learn- 


said some crew 


ing the laptop system, but the 


It requires people who un- 
derstand not just networking 
but internetworking, too, which 
skills, 


encompasses _ business 


technical skills and a sense of 


urgency that can mean the dif- 
ference between and 
failure, said John Pucket, CIO at 
in Waltham, 


success 


Toysmart.com Inc. 
Mass. 

According to Doug White, a 
partner at KPMG Peat Mar- 
wick LLP’s network integra- 
tion practice in Chicago, “The 
technical manager represented 
a cost center to the business 
whose job was to make sure 
that IT didn’t impede business. 

“Today, you need to be a 
business enabler,” White said. 
“[Networking] is all about the 
metrics of cost containment, 
increased revenues from the 
existing client base and new 
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majority like using the Win- 
dows 3.l-ready laptops, partly 
because they take them 
from the truck docking 
tions to a meter or switch, 
where they can type in updat- 
ed information. 

Kevin Bennett, the business 
manager of Local 1306 of the 
International Brotherhood of 
Electrical Workers in Decatur, 
said some crew members have 
complained about how com- 
munications are compromised 
when their trucks are in a dead 
radio zone in the service terri- 
tory. When that happens, he 
the repairmen have to 
leave a job and find a phone to 
contact a dispatcher. 

Koester said Illinois Power 
at the outset created a partner- 
ship with BellSouth to build 27 


can 


said, 


wireless base stations through- 
out central Illinois to keep 
dead zones to a minimum. 

In fact, 
laptop project is so successful 
that it will be used as a model 
by Dynegy Inc., a Houston- 
based power company Illinova 
plans to merge with at the end 
of this month. 

Illinois commercial 
free to 


he said, the wireless 


cus- 
tomers were choose 
their electricity supplier as of 
Oct. 
to choose starting next year, 


according to the Illinois Com- 


1. Home users will be able 


merce Commission. 

The commission said only 
Arthur Daniels Midland Co. in 
Decatur has said it will be 
working with another supplier, 
AmerenCIPS in St. Louis, end- 
ing its contracts with Illinois 
Power in July. D 


clients. These are business dri- 
Traditionally, it would 
have been about uptime and 
Now uptime 
given, he said. 

Ram Prabhu, manager of cor- 
porate communications at Mil- 


vers. 


downtime.” is a 


lipore Corp., a manufacturer of 
filters used in microbiology and 
electronics in Bedford, Mass. 
agreed. He said that before Mil- 
lipore embraced the Web mod- 
el, it was as though the network 
didn’t exist. Now he works 
closely with Thomas Ander- 
son, director of corporate com- 
munications, to advance Mil- 
lipore’s _business-to-business 

e-commerce initiative. 
Another factor that’s driving 
Webification of corporate net- 
works is that everyone inside 
and outside the enterprise is 
Net Managers, page 39 





With the SAS Intelligent 
Warehousing Solution 


Trim costs. 


Mow down barriers to timely reporting. 


When Briggs & Stratton installed SAP AG’s R/3 for 


And Still keep your enterprise enterprise resource planning (ERP), it said goodbye 


’ ; . to most of its legacy systems. Problem is, it lost a 
motor running In high gear. robust way to generate customized reports. That’s 
when the world’s largest manufacturer of air-cooled 
gasoline engines called on SAS Institute. 


“SAS Institute stepped up to the plate for us. SAS 
helped us craft a reporting landscape that provides 
the thousands of custom reports we need to maintain 
our competitive advantage.” 


“The SAS Solution is simply more 
accessible—and far less costly— 
than ERP contract resources. 
Deploying a world-class operational 
system in conjunction with a world- 
class information system provides 
the opportunity to exploit each at 
its best.” 

— Grant Felsing 


project manager for finance and controlling 
Jl , stl Ike Briggs & Stratton 


dare whale bhéry, anga free CD from 
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Film Licensing 


Millions of distribution opportunities 
go begging today on the Web 


BY CHRISTINE McGEEVER 
OLLYWOOD Soft 
ware Inc. is 

launching an 

Internet-based 

rights licensing 

and management application 
at the American Film Market 

Conference next month in San- 

ta Monica, Calif. 

Called Rightsmart.com, the 
Los Angeles-based _ service 
moves a critical film industry 
business function out of a stu- 
dio’s corporate office and onto 
the Web, reducing the cost of 
film distribution. It also pro- 
vides the licensing structure 
smaller independent filmmak- 
ers need in order to bring their 


(Not surprisingly, 


dV 
q Y cy J Diego CA 


work to audiences worldwide. 
According to David Gajda, 


Hollywood Software’s CEO, 


distribution licensing is one of 


the most mission-critical busi 
ness functions within a studio. 
Traditional methods require 
film producers to enlist agents, 
accountants and lawyers to 
contract 
“The [application 
provider] implementation 
means that creative types don’t 
have to deal with the back-of- 
stuff to distribute their 


oversee generation. 


fice 
products,” Gajda said. “They 
can basically do it themselves.” 

The do-it-yourself approach 
is important for independent 
filmmakers. Gajda said 15,000 


service | 


BUSINESS 


Moves Online 


films are produced worldwide | 


each year, with fewer than 
1,000 finding a commercial av- 
enue of distribution. Factor in 
video, television and cable, and 
the number is 
100,000. Gajda said approxi- 
mately 10,000 different types 
of rights can be sold for any 


more 


property. And based on his es- 
timates, a potential 140 million 
individual rights sales aren't 


than | 


being made. These lost oppor- 


tunities are exactly the target 

market for Rightsmart.com 
Rightsmart.com will enable 
potential buyers to search on 
line for 
rights for features, shorts, di- 
TV 


available licensing 


rect-to-video products, 


movies and episodic series. | 


Buyers can set up automatic 
searches for information ac- 
cording to predefined profiles. 

Michael Leventhal, an attor- 


ney at Squadron, Ellenoff, Ple- | 
sent & Sheinfeld LLP in Centu- | 
ry City, Calif., said a system | 
such as Rightsmart.com is like- | 


ly to reduce distribution costs 
by cutting out intermediaries. 


Leventhal, who specializes in 
intellectual property issues in | 
the entertainment and infor- | 


mation technology industries, 
said, “Every major studio uses 
some [automated system] to 
track their own rights,” but 
such applications are primarily 
for internal use and don’t open 


up the market the way a Web- | 


based system like Rightsmart.- 


com would. “Potentially, it’s | 


huge,” Leventhal said. 
Bertelsmann AG 
nounced it will demonstrate a 
Web-based digital rights man- 
agement service, called Digital 
World Services, at the Midem 


has 


2000 music industry confer- | 


an- 
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ence this week in Cannes, 
France. Digital World Services 
will provide content prepara- 
tion and secure packaging, us- 
age and financial clearing. D 


SNAPSHOT 
Did You Know? 


#in 2002, the market for cellular 
information services will amount | 
to $20 billion. 


SOURCE: ANDREW SEYBOLD. OU 


wAt the beginning of 2000, there 
were between 11 million and 12 
million personal digital assis- 
tants in the world. In 2002, there 
are expected to be 35 million. 


SOURCE: OVUM 


= By the end of 2000, there will 
be approximately 560 million 
subscribers to cellular phone 
operators. 


SOURCE: DATAQUEST 





The unsinkable USS Hopper. 
The unsinkable COBOL. 


they’re related.) 








COMPUTERWORLD January 24, 2000 


Disparity of firms’ 
back-office systems 
cited by experts 


BY THOMAS HOFFMAN 

NEW YORK 

Recent legislation on finan- 
cial-services modernization 
knocks down a lot of the walls 
that once separated banks, bro- 
kerages and insurance compa- 
nies from one another. 

But it doesn’t collapse the 
digital barriers that make it 
challenging for firms in these 
sectors to meld their informa- 
tion technology operations. 

For example, banks, broker- 
ages and insurance companies 


applications 


~ BUSINESS © 


Despite Deregulation, Merging Financial 
Companies Still Face Technical Hurdles 


| each house different types of 


and _ operating 
platforms to run their respec- 


tive businesses (for example, | 


| banks process deposits, and 
| brokers process trades). 


environments “is a huge hurdle | 
| to get over,” said Richard T. | 
Chase, general counsel at U.S. | 


| dustry experts have said they | 


and insurers to create the kind | 


The challenge of consolidat- 
ing those disparate back-office 


Bancorp Piper Jaffrey Inc. in 
Minneapolis. 


Since regulatory reform was | 


introduced late last year, in- 


expect a wave of merger activi- 
ty among banks, brokerages 


of universal financial shopping 


centers that have succeeded in | 


Europe. 


Chase was one of the speak- 
ers at a Securities Industry As- 
sociation conference held here 
earlier this month that focused 
on the ramifications of the 
new legislation, known as the 
Gramm-Leach-Bliley Act. 


Internet's Wide Open 

But even though merging 
banks and brokerages might 
have difficulty consolidating 
their back-office systems, they 
should be able to leverage the 
Internet to help them cross- 
market and distribute products 
across their customer bases, 
said Amanda L. Gimble, co- 
head of corporate strategy and 
planning at Merrill Lynch & 
Co. in New York. 

“What this [legislation] says 


is that the financial communi- 
ty can enter the Internet any 
way it wants,” said Rep. Jim 


Leach (R-lowa), chairman of 


the House Banking and Fi- 
nance Committee and a princi- 
pal author of the legislation. 

Since banks have 
balance sheets and greater as- 
sets than brokerage firms, they 
most likely will be the acquir- 
ers in most deals. 

As such, brokerage firms 
“will feel more competition 
than opportunities” as a result 
of the new financial landscape, 
said Adam Schneider, a part- 
ner and head of e-commerce 
initiatives 


stronger 


for financial 
vices at Deloitte Consulting in 
New York. 

To compete, savvy broker- 
ages will “arm their 
tomers” with electronic trad- 
ing tools while expanding the 
communications 
for their salespeople to inter- 
act and respond to customer 
needs, Schneider added. D 


ser- 


cus- 


capabilities 





Rear Admiral Grace Hopper was one 
remarkable woman. She was the force 
behind the launch of COBOL and left an 
indelible mark on the world of computing. 


It’s no wonder the Navy named one of their 
most advanced ships after her. 

Just as the U.S.S. Hopper carries our 
nation’s flag all over the world, we’re 
extending COBOL applications for e-business 


to the world, too. 


We’ve launched some of the most 
advanced COBOL application solutions 
around. Our ACUCOBOL™ GT, for example, 
is the most portable plug and play com- 
piler on earth. Ford, Samsonite, Seagrams, 
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Net Managers 


on the network. It’s how busi- 
takes 
place, according to 
White, groups previ 
ously not on the network now 
are often part of the network 
infrastructure. That lets other 
departments utilize elements 


communication 
which, 
means 


ness 


of these once-proprietary ap- 
plications from desktops or 
through the Internet. Filing ex- 
pense reports and updating 
employee benefits through a 
browser are just two examples 

As more users become par- 
ticipants in the 

rocess, the onus is on the net- 
work staff to understand the 
business and respond accord- 
ingly, White says. 

‘Groups that don’t get the 
responsiveness [from in-house 
networking staff] hire 
own,” he said. D 


networking 


their 


Tower Records and Thomas Cook are just 
a few of the worldwide organizations 
extending their applications with ACUCORP 


solutions. 


At ACUCORP, we’re proud to have taken 
up where Grace Hopper left off. \We’ve 
lived by her motto, "Dare and Do," since 


our founding 10 years ago. 


We can help you leverage your COBOL 
investment with an Acucorp Solution. 
Call 800.262.8685. Or visit us at www.acu- 
corp.com. We’ll show you why no one’s 


ever going to sink COBOL 


each 
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Y2K success lessons 


RDON 


ORKSTYLES 


What It’s Like to Work at. . . 


Saturn Corp. 


Interviewee: Roger Kash, man 
ager of information tect 
infrastructure and operations 
Company: Saturn Corp., ¢ 
wholly owned 
General Motors Cort 
Main location: Spring Hil 
Tenn., 35 miles 
Nashville 
Tenure: Almost 14 years. “I was 
our 200th employee. We were 

J in 1985, and | started in 


ntrois engineering 


urr 
uDsidiz 
Fe 


in the manufacturing IT group.” 

Number of IT employees: 
bout 50 full-time staff and 

100 to 150 « ‘ond actors 

Who does es all-time 

ste _ manages 1 SE strate 

gies, procure n ee 


selects contractor 


velops bus 
cases ant d def 
scope of work 
Contractors handl 
operations, trouble 
shooting, deploy 
ment, implementa 
tion, software de 
velopment, etc 
interacting more with pe 
the plants and with [internal] 
customers.” 
Number of employees (end 
users): About 15,000 in Spring 
Hill, Detroit and Wilmington, Del 
How do most apenas get 
to work? “Many drive Saturns 
GM offers ane maine discount 
The discount applies to all GM 
products 
Workday: “Most work a typical 
7:30 a.m. to 4:30 or 5 5 
It really depends on what you do 
If you're in operations, you fol 
low production hours. If you're 
in support or maintenance, you 
set your s but do what 
ever is necessary.” 
Kind of offices: “We all have 
the same office arrangements 
the Saturn [CIO] sits in a cube 
on my left, and one of my infra 
structure managers is in a cube 
on my right. IT is scattered all 
over and generally co-located 
with end users.” 
Computers: Almost all NT 
workstations, with some Unix 
based machines 
Percentage of staff that tele- 
commutes on a given day: 
“Not very many. We all come 
into the office because we build 
a product, so the focus is to do 
whatever it takes to support 
that, and it’s difficult to do that 


m. day 


own hour 


SATURN. 


from home 
What kind of in-house train- 
ing do you get? “We have 
GM University, and we bring in 
training for whatever we need 
from Microsoft, Digital and local 
companies.” 
On-site day care? “Not right 
on-site, but very nearby. It's a 
public facility, but it's supported 
by Saturn.’ 
In-house cafeteria/food 
service: Yes, several cafeterias 
“They serve three meals a day 
The menu varies dwiches 
hot meals, pancakes, prime rib 
occasionally.” 
Food rating (scale of 1 to 10, 
with 10 the a : 
the plant and off 
i one thing aia 
complains about: 
[Laughs.] “Well 
probably ‘hurry 
up and wait’ - the 
bureaucracy in 
GM. in that it takes 
a long time to get 
‘ou need to 
get the job done 
GM is a big company. Saturn is 
not completely autonomous 
We have a new IS group in 
GM, and we are part of that 
we're still Saturn 
rt of the GM 


“leat in 


team now - 
employees, but f 
IS organization 
Little perks: [Laughs.] “We 
get to see and use the latest 
abe before the publi 
does - you could call that a 
perk in IT, we don't have any 
particular perks over other 
areas of the company. We have 
a lot more participation than 
people do at most companies 
And we have regular GM bene- 
fits, which are competitive.” 
Would employees feel com- 
fortable e-mailing the CEO? 
[Laughs.] “Sure. Saturn em 
ployees would feel comfortable 
e-mailing the president of Gen 
eral Motors.” 
Quote: “Compared to other 
manufacturing IT environments 
Saturn is extremely progressive 
| would put our plant in one of 
top best two or three in the 
U.S., and you can validate that 
with [our vendors], Microsoft, 
Cisco and Compaaq/Digital. So, 
from that perspective, it's about 
as good as it gets. Now, Saturn 
is being influenced a lot more 
by GM than it was before, but 
GM lets Saturn be what it is.” 
Leslie Goff 


HERE WILL BE S 


EVERAL Y2K post-mortems in the com- 


ing months. Some will assess the costs of Y2K projects 
and the damages associated with Y2K failures. Others 
will investigate the puzzling success of less-prepared 


countries and unprepared small businesses 


. But the most 


useful form of post-mortem for IT managers will focus on the reasons 
for success, especially in the organizations that took Y2K seriously, 
spent an enormous amount of time and energy on remediation and 
testing and subsequently discovered that it had all paid off. 


Some IT managers might retort, “Of course we 
succeeded! That’s what we expected! What’s the 
big deal?” But if it wasn’t a big deal, 80% of large 
U.S. companies wouldn't have had Y2K “com- 
mand centers” to monitor the rollover. Even if 
we exuded confidence publicly, many organiza- 
tions spent considerable sums for both command 
centers and contingency plans, just in case of 
serious problems. History suggests that such 
precautions were well founded: We 

embark upon every new IT project 

with great confidence, but when 

the dust settles, many projects are 

delivered late, and/or over budget 
and/or full of bugs. 

Before we congratulate ourselves 
too enthusiastically for our Y2K 
success, we should admit that in 
many cases, we failed from a bud- 
getary perspective, and that’s it’s 
too early to teil whether we failed in 
terms of bugs. Many large organiza- 
tions spent two to three times their 
original estimates; the U.S. govern- 
ment, for example, estimated in 1997 
that it would spend roughly $2 bil- 
lion on Y2K repairs, but that gradu- 
ally rose to approximately $8 billion 
by last fall. That’s a polite way of 
saying that it exceeded its original 
budget by a factor of four. As for 
bugs: Most organizations wait for a 
year of operational experience be- 
fore they make final judgments about 
the quality of the delivered system. 
Enthusiastic as we may be, it’s a little 
too early to tell how many Y2K bugs 
will eventually be uncovered. 

But one thing is clear: Most orga- 
nizations did deliver and deploy Y2K- 
compliant systems in time for the non-negotiable 
Jan. 1 deadline — and most systems ran well 
enough to keep from crashing immediately. 

Even this aspect of success was better than we 
might reasonably have expected because every- 
one achieved it, with no spectacular explosions, 
nuclear meltdowns, power blackouts, toxic leaks, 


If we could 
do it this 
time, why 
not do it 
next time 
and every 

time? 


plane crashes or bank failures — anywhere. So I 
ask again: How did we pull it off? 

When I first predicted a pessimistic Y2K out- 
come during a conference presentation a few 
years ago, an IT manager in the back of the room 
shouted out loudly enough for everyone to hear: 
“This time it will be different!” I disagreed with 
him at the time, but I’m beginning to think he 
was right. This time, we really did get senior 
management's involvement and 
support, all the way up to, and in- 
cluding, the CEO and the board of 
directors. This time, we really did 
perform a triage to separate the 
“must-do” Y2K requirements from 
the “should-do” and the “could-do” 
categories. This time, we really did 
perform risk management and con 
tingency planning — because this 
time, every decision-maker in the 
organization understood that failure 
to do so could result in bankruptcy 
— as compared with the typical IT 
project failure, which is embarrass- 
ing but not fatal. This time, we insist- 
ed that unit managers follow a disci- 
plined project-management method- 
ology, which included filling out 
weekly status reports with detailed 
information about progress, prob- 
lems and risk. I know of one large 
company that used the same project- 
management methodology it had 
developed for every other project — 
but this time, the company insisted 
that it be used and the CEO talked to 
any team leader who balked at the 
paperwork involved. 

This leads to an obvious question: 
If we could do it this time, why not 
do it next time and every time? In many compa- 
nies, success with Y2K could become the role 
model for success in all future IT projects. D 


Yourdon heads the year 2000 service at Cutter 
Consortium in Arlington, Mass. Contact him at 


wwwyou rdon.com. 
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Stock options are all the rage 

at many Internet start-ups and 
vendor companies. But before you 
sign on in the hopes of getting 
rich, be warned that many never 
pay out. By Erik Sherman 


Stock 


Options: 


THE 
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ITH STORIES OF INTERNET Start-ups 
trumpeted day and night, sometimes 
it seems like everyone who can spell 
computers is getting rich. So it’s only 
natural for IT pros to dream of a professional short- 
cut to the good life — one paved with stock options. 

It’s little wonder that options have become a stan- 
dard tool in corporate compensation kits. A stock 
option is a promise that someone can buy shares of a 
company in the future at a previously fixed price. 

It sounds great: If the stock does well, employees 
can make healthy profits with no outlay until they 
exercise the option, either when a start-up has an ini- 
tial public offering (IPO) or when the stock of an al- 
ready publicly held company rises. But be cautious. 
Options can be a big gamble, and they come with 
strings that pull you when you want to push on. 

Not everyone in information technology gets stock 
options. Many Fortune 500 firms often provide them 
only to senior managers or those with skills that are 
in especially high demand and short supply. The real 
options bonanza is at start-ups, which don’t have the 
money for high salaries but hope to make good on 
their tremendous growth potential. But a start-up’s 
stock options don’t come with guarantees. 

David Alward and Anup Patwardhan worked at 
Sun Microsystems Inc., where stock options were 
available “only to various elite people,” says Alward. 
Rather than dream of options, both men left within a 
few months of each other to work for the same Inter- 
net start-up: Onebox.com Inc., a San Mateo, Calif., 
firm that provides free Internet messaging services. 

“Living in the [Silicon] Valley, you're out of luck in 
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buying a house, and stock options make that dream a 
possibility at some point,” says Alward, an operations 
engineer. Patwardhan, a systems engineer, says he 
also hopes to buy a house — as well as have some fi- 
nancial reserves when he gets married next year. 

They may get their stake, but the odds are against 
it. Many companies fail before getting to the point of 
launching an IPO, making the options worth nothing 
more than a pile of scrap paper. 

Before heading the IT practice in the Oak Ridge, 
Tenn., office of consulting firm Radian International, 
Ken Hill experienced the downside of stock options 
at a venture capital-backed start-up. He had options 
to buy stock at well under $1 per share at the start- 
up, but the company went belly-up, not public. 

“In a venture-funded company like that, they will 
go and go and go until some point when you can’t 
quite make the payroll,” says Hill. He received no op- 
tions at Radian, but he says options are just one fac- 
tor to consider when weighing a job opportunity. 

“The reason for accepting at Radian was the stabil- 
ity and the opportunity for growth,” says Hill. “They 
were expanding their information technology busi- 
ness, and I had a chance to be a large part of that.” 

It’s important to remember that stock options 
aren't a form of altruism. Companies have specific 
reasons for offering them. One reason is that they 
might expect employees with a vested interest in the 
business to work harder. Another is to decrease the 
amount of money they have to spend on salaries. A 
start-up, for example, is unlikely to have as much 
money as an established company would have for 
payroll. Instead, it can offer more modest compen- 
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TAKING STOCK 
OF YOUR OPTIONS 


Steps to getting the most from your stock options: 

= Wait for the vesting period to come to a close. 

= Wait for the IPO to take place. 

= Wait for the end of the lockout period, which could be six 
months to a year or more after the IPO. 

= Check to see if your shares are registered. If not, you have 
to wait until the company registers them. 

= Be sure the current stock price is higher than the option 
price, otherwise you can’t make money. 

@ The company may suggest a broker who's handling the 
options. Otherwise, plan on buying and selling at the same 
time so there’s enough money to pay for the options. 

= Pay the income, Social Security and Medicare taxes. 

@ Enjoy whatever you have left. - Erik Sherman 





sation and sweeten the deal with options. 

What many potential stock recipients forget, 
though, is the third purpose of stock options. 

“The whole point of options is to put handcuffs on 
people,” says Jeff Leon, managing director at the New 








York office of recruiting firm Russell Reynolds Asso- 
ciates Inc. Employees usually don’t receive all their 
options at once. Rather, options typically vest, or be- 
come active, over three to five years. 

Someone receiving $30,000 in options might get 
20% of them per year, with receipt of each block con- 
tingent on remaining at the company. Leave prema- 
turely, and those nonvested options go up in smoke. 
That’s if the company plans to file an IPO. A recent 
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Ernst & Young LLP survey of Internet start-ups 
showed that almost half of the companies studied 
had no plans to go public in the foreseeable futurs 
However, even if an employer does makes it big 
with an IPO, there’s no guarantee that employees 
will too. According to Christopher Loiacono, a certi- 
fied public accountant and a tax partner at Richard 
A. Eisner & Co. in New York, having an option 
doesn’t mean you always make money off stock. The 
bulk of options are so-called nonqualified, which, 
upon being exercised, are treated as income and are 


subject to withholding taxes 





“Between coming up 
the taxes, you could be left with less than 50% of 
what you think you have,” says Loiacono 
Furthermore, when a company goes public, the un 
derwriters — financial people who make the process 





possible — typically require a lockout period of six 
months to a year during which employees can’t sell 
their stock. If the stock price peaks early and then 
drops, gone is the chance for a quick killing. There’s 
also no guarantee when shares will be registered, a 


necessary step to being able to sell them. Employees 





may have nonliquid assets for a long time 


The best strategy is to look at options as gravy, not 


as the main reason to take a job, says David Schnitt, 


national director of IT services at Santa Ana, Calif 
outsourcing company Resources Connection Inc 

If people don’t have that outlook, they “may end 
up working at companies they don’t like or working 
with people they don’t like,” says Schnitt. D 


Sherman is a freelance writer in Marshfield, Mass. 


A venture-funded 
company ... 
will go and go 
and go... until you 
can’t quite make 
the payroll. 


KEN HILL, 
RADIAN INTERNATIONAL 
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DAVID CASTEEL, an IT systems admin- 
istrator and graduate of NT School, says 
boot camps are worthless for a person 
with no technological experience 
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EMEMBER those fast-track training courses 
that promised to turn housewives into 
techies? Well, LaTrina Wilson isn’t exactly 
housewife. But a couple of years ago, she 
changed careers from engineering to Y2K 
programmer/trainer after one such four-week class at 
Complete Business Solutions Inc. (CBS), an information 
technology consulting firm in Farmington Hills, Mich. 

Did I mention that she already had a bachelor’s degree 
in computer scienc 

It seems all those two-week certifications come with 
unprinted disclaimers. Yes, they’ll get you certified, but 
only if you fulfill certain prerequisites that will guaran- 
tee course success. 

As a result, these instant techie “boot camps” aren't 
what they started out to be. None of them are molding 
nontechs into techs. Ins all those Microsoft, Ci 
Novell and PC troubleshooting boot camps have become 
training grounds for the already trained. 

At the very least, an “advanced PC troubleshooting 
course” may offer nontechs (with a prerequisite in hard- 
ware installation) the “foundations for other classes,” 
says one boot camp call center a 

“You would need other things in addition to these 
classes to get your foot in the door of a technology job,” 
he acknowledges. “You will need certifications, coll 
courses, more tech classes. .. .” 

Wave Technologies International Inc. in St. Louis, Ca- 
reer Blazers Inc. in New York, Learning Tree Interna- 
tional Inc. in Los Angeles and CompuMaster Inc. in Ac- 
ton, Mass., all require pretty much the same thing: “prior 
technology experience, foundational courses, maybe 
even a two-year degree,” he says. 

So what are these boot camps offering? Windows NT 
boot camps promise experienced NT workers their cer- 
tifications. Cisco boot camps offer the same for network- 
ers with prior experience d Novell — pretty much 
the same. In that sense, they are living up to their claims 
like, “Get NT-certified in 10 days.” 

“For the person with no experience, boot camps are 
worthless,” says David Casteel, an IT s dminis- 
trator and graduate of NT School in Cl 
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‘Technology training boot camps aren’t what they 
used to be. No longer targeted to the technologi- 
cally naive, they now shoot for the well-trained 
IT’ veteran, with enough prerequisites to almost 
guarantee your success. By Deborah Radcliff 


“There was this guy who went to one of these nine- 
month college courses in the Microsoft track, and net- 
working and then he went to NT School to get certified. 
He failed 

But failure rates are low, mostly because boot camps 
screen candidates to assure higher success rates, accord- 
ing to David Kaufman, president of NT School. The 
school generally takes only students with three years of 
experience in network engineering. Some 95% of NT 
School students fit this demographic. 

However, for that other 5%, NT School has been 
known to take on lesser qualifications — “someone who 
understands NetWare and has been working in the field 
for two years. But we also insist that, before they come 
here, they study from the Microsoft Certified Systems 
Engineer [MCSE] core requirements study kit,” he ex- 
plains. “That’s for people who are marginal.” 


Not for the Fainthearted 


That’s because these two- to four-week boot camps 
pack in a ton of material. NT School’s program covers 
the entire NT product line — workstations, NT server 
in the enterprise, TCP/IP, Internet Information Server 4 
and networking essentials — all in 14 consecutive days. 
Students attend class, usually for approximately 10 
hours per day, and then study for tests on each subject. 
They can’t go onto the next subject in that course until 
they pass a test on the previous one. 


“It’s a two-week course covering six subjects, so you’re 
spending approximately two days on each topic, then 
cramming for tests and starting the next area of study. It’s 
grueling,” says Casteel, who had seven years of experience 
in technology and four and a half years working on NT 
before taking his MCSE course at NT School last year. 

Since these courses are intensive, it’s important to ask 
yourself what value they will really offer you in new ex- 
perience. Wilson says she found the Cobol courses at 
CBSI to be invaluable. Not only did she learn enough to 
train others, but she also earned her Cobol programming 
certificate through the Institute of Certification and 
Computing Professionals. She’s since taken some Java 


| CAMP 


and JavaScript courses CBSI recently began offering. 

And ask yourself what value these boot camps will add 
to your résumé. Most hiring managers consider boot 
camps an adjunct to real-world experience (and hopeful- 
ly formal schooling), according to Greg Scileppi, execu- 
tive director of RHI Consulting Inc., a Menlo Park, Calif.- 
based job placement and temporary staffing firm. 

“Experience and formal education make much more 
impact on hiring decisions,” Scileppi says. But if the ex- 
perience is there, the boot camp certifications certainly 
do add value, he adds. 

And because boot camp training is being used by the 
already experienced, employers don’t see boot camps as 
filling the IT workforce shortage anytime soon. 

“This doesn’t really help the situation much because 
the whole premise of retraining is to take unskilled 
workers or workers with skill gaps, teach them some- 
thing new and try to fill openings,” says Mike Petosa, 
chief technology officer at IT job placement firm Pen- 
com Systems Inc. in New York. “With our national un- 
employment level down below the noise level and a neg- 
ative growth in the IT worker population, all such train- 
ing seems to be doing is helping IT professionals that are 
already happily employed gain the skills to move around, 
or keep them up-to-date with new technologies.” 


Do Your Homework 

If you are thinking of taking a certification boot camp, 
it pays to do your homework the way John Maher did. 
Not only do prices vary between $4,000 and $8,000 (the 
average NT certification camp costs around $6,000), but 
so does quality. 

Maher, a systems engineer at a large telecommunica- 
tions company, should know. He attended his first Win- 
dows NT boot camp in January of 1998. “It was very poor,” 
he says. He ended up taking another one a year later. 

Before making a decision, check Web sites for prereq- 
uisites. Then ask what type of screening the schools do. 
And check references before making a decision. D 


Radcliff is a freelance writer in Northern California. 
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Demise 


HIM 


TESUME 


BY STEVE ALEXANDER 

Online job hunting is changing for information technology 
professionals, and the traditional resumé may fall victim to 
that change. Recruiters who work for career-related Web sites 
say the trend is to have applicants fill out profiles, which are 
more useful than résumés. 

“The profile is really where the industry is headed,” says 
John Elliott, director of customer fulfillment systems at Alter- 
native Resources Corp., a Barrington, IIl.-based company that 
places IT contractors. 

“The profile results in a résumélike data source that is 
much more detailed in specific skills and competencies and 
gives the recruiter a consistent format that matches tightly 
with the requirements of customer companies,” he says 
included in the résumé. 

“When you are a recruiter, your life is 
filled with résumés,” says Michael For- 
rest, president of Indianapolis-based 
JobOptions LLC, which runs the 
sumé-posting site www.joboptions.com. 
“A lot of it becomes homework, and re- 
cruiters sit at home, having a beer while 
paging through résumés, trying to 
screen people out,” Forrest says 

“What they want to be able to do is | 
jump quickly to the applicant’s most re- | 


that the e-mail 
résumé is dead. Profiles are just catch 


ind most online IT job-seekers 


That’s not to say 
ing on, < 
still post résumés on Web sites or e- 
mail them to recruiters. But recruiters ré- 
say the new cousin of the traditional e- 
mail résumé, the HTML résumé, which 
comes complete with links and graph- 
ics, is a step in the wrong direction for 
IT job applicants. 

Recruiters they like 
sumés created with the Internet pro- 


say don't ré- 


gramming language HTML because the 
format takes too long to read. Also, the 
use of links requires that a recruiter go 
to the trouble of visiting a Web site to 


see information that should have been | 


cent position, then jump over to the ed- 
ucational information,” adds. “The 
more variance there is from a standard 


he 


résumé, the more difficult it is to com- | 


pare apples to apples.” 


Others agree. “The HTML résumé is 
often no better than a résumé present- 
ed in Word or 
doesn’t benefit us 
Pam Parker, a human resources consul- 
tant at Palo Alto, Calif.-based Career 
Central Corp., which operates the site 
www.careercentral.com. 

“The reality is that most recruiters 
aren’t there yet for HTML,” 
Wilkinson, 
specialist at 


as recruiters,” says 


York-based Career 
which offers caree 


New 
Experience Corp., 


advice to IT job applicants. Parker and | 


Wilkinson say no more than 10% of the 
résumés they see are writ- 
ten in HTML. 


Technical Difficulties 
Recruiters say job appli- 
cants gain nothing by 
demonstrating their prow- 
ess with HTML, since it’s 
not a hot IT skill. What’s 
more, the time IT people 
spend creating HTML ré- 
sumés may be wasted, be- 


re. read 


cause the recruiter gener- 
ally can’t use the informa- 
that form. Most 


tion in 


regular ASCII text. It | 


says Joel | 
chief career-development | 


| ARAL A ARE RAR SLR NE 
DID YOU KNOW? 

What’s wrong with 

HTML résumés: 

= The trend is toward 

online tag not 

online ré sumés 


They tz ake too long to 


Most résumé s de ata- 
bases are text-only, so 
HTML code is lost. 


searchable résumé databases are text- | 


only, which means an HTML résumé 
must be converted to text before being 
entered into a database. 
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says. “So an HTML résumé must be 
saved as a text file, which adds another 
step for the recruiter.” 

To make matters worse, many client 
companies expect recruiters to trans- 
mit batches of e-mail. 
Since many of those clients don’t have 
HTML-enabled e-mail, the HTML ei- 
ther is converted to text or, worse, isn’t 
converted and becomes gibberish, 
making the HTML tags visible within 
the text. 

“Often, the client is seeing less of the 
HTML résumé than are,” notes 
Parker. 


résumés via 


we 


The answer for IT pro- 
fessionals is to 
trate on content, says Lin- 
da Natansohn, senior vice 
president of ventures at 
TMP Worldwide Inc.’s in- 
teractive division in May- 
nard, Mass., which oper- 
ates the job-posting Web 
site Monster. com. 

“If you are a proficient 
technology professional, it 
is going to show in the 
profile you fill out or in 
the content of your ré- 
sumé,” says. “Whether or not your 
résumé is in HTML isn’t going to con- 
vince an HR person that you would be a 


concen- 


she 


| better hire.” D 


“We dump résumés into a resource | 


database that uses raw text and doesn’t 
accommodate HTML résumés,” Elliott 


Alexander is a freelance writer in 
Edina, Minn. 
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(SUN CHANNEL CUSTOMERS SHOULD CHECK "YES") 


Improving the way your organization does 


business isn’t just a good idea, it’s your job 


description. But just because they call it "work" 


doesn’t mean that your team, and your SUN 
channel partners, shouldn't receive special 
recognition. After all, you fundamentally 
changed your network's capabilities. So if your 
".comming” experience was fun—and 


successful—we'd like to hear about it. 


Sun and Computerworld’s Enterprise Business 
Solutions group are sponsoring a contest to 


recognize innovative SUN implementations. 


Computerworld editors and IDC analysts will 
judge the entries. Computerworld will announce 
the winners and a special award will be 
presented so your team can be the envy of the 
entire organization. And all winning team 
members will automatically be entered to win 


one of two IT Leader leather jackets. 


If you believe that you've got a story to tell 
about how you and your SUN Channel Partner 
were able to implement an eBusiness solution, 
CRM application or any other business 
improvement contact us today! 


http://www.computerworld.com/suncontest/ 
Contest ends February 28, 2000. Winners to be announced March 31, 2000. 


This is not a product endorsement, it's a case 
study of how you and your Sun channel partner 
improved life for everyone on your network 
Hey, the work is done, now all you have to do is 
enter to win. Hurry! The contest ends on 


February 28 
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The e-commerce explosion is 

forcing companies to make a Web 
customer’s experience as easy as 
using the phone. By Deborah Radcliff 


ORPORATIONS have 
invested millions of 
dollars to make the 
call center the ulti- 

mate vehicle of cus- 
tomer service. But 

now customers are 


beginning to demand that same level of 


service over the Web. 
“The call center is really the nerve 


center of a corporation’s customer rela- 


tionships. And now we're seeing the 


tele-based organization become a clear- 


inghouse for new Web-based market- 


ing campaigns,” says Jay Gauthier, exec- 


utive vice president of Boston-based 
Berkeley Enterprise Partners Inc., a 
consulting firm that specializes in call 
centers and customer relationship 
management (CRM) application inte- 
gration. “As a result, the call center will 
need to manage Web-based collabora- 
tion, chat and large screens of e-mail.” 

Analysts predict it will take about 18 
months before most corporate call 
centers will be able to support Web- 
based presales and postsales help. 

“In the early days of electronic cus- 
tomer interactions, everyone focused 
on the phone, with maybe a handful of 
people to get to e-mail when they 
could. We’re getting past that,” says 
Patrick Bultema, president of Monu- 
ment, Colo.-based Bultema Co., a con- 


sultancy that specializes in CRM 
strategies. “Now, merchants must put 
as much emphasis on electronic media 
interaction as they do on the phone.” 
Not only is this shift imminent, but 
it will also overturn existing customer 
relationship processes, change the 
overall culture of the call center, 
stretch the call center staff's capabili- 
ties and require an entirely new ap- 
proach to training call center agents. 
“There’s a real push in call centers to 
handle customer inquiries the way the 
customer wants to respond,” says Jim 
Dickie, a managing partner at Insight 
Technology Group (ITG), a CRM proj- 
ect benchmarking company in Boulder, 


Getting Started 


Four things to consider when you want to 
integrate your e-commerce operations into 
your call center: 

1. Decide how you want to summarize 
information for the customer. What do you 
want them to see on their customized Web 
site? How will you customize third-party pack- 
aged applications to present data to the 
customer? 

2. Prepare to summarize customer data 
across multiple applications. Build reference 
files to identify the customer as an individual 
across all systems involved. When a customer 


Colo. “We think the trend 
will be to couple sales 
force automation, e-busi- 
ness and call center sys- 
tems together.” 
Information technology 
project leaders will find 
that it won't be easy to 
build a system that ties 
the shopper’s current Web 
experience into the phone Ts 
system and back-office systems for 
customer history. Today’s software 
offerings are, at best, fragmented, say 
analysts. There is no single product 
that will link the Web shopper — and 
the shopper’s current Web activity — 
to customer history and then connect 
it all to a live call center agent at both 
the phone and browser levels. 
Electronic businesses are having 


| trouble marrying all the data and appli- 


cations, say analysts. For that reason, 
few electronic businesses (a little less 
than 30%, according to an ITG study) 
have successfully integrated their call 
centers with the Web. 


Calls in, the system files should access the cus- 
tomer history database and the customer's 
current online activities. 

3. As you get into application integration, 
make sure the organization has a strong under- 
lying database to store customer history. 

4. Link this automated technology to people 
who depend on that call center, such as your 
sales and marketing people. Plan on making 
that data available over the Internet to support 
different sales channels. For example, you could 
build a number of opportunity management sys- 
tems used for leads and so on 


RS RT AAI T RN ite MTOR SE BA 
Internet superstore 
Buy.com Inc. has 
integrated live agent 
chat on its site: 
www.buy.com corp, 
servicecenter/service 
center.asp?topic 
servicecenter 
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One of the few trailblaz- 
ers in this area is Cisco 
Systems Inc. in San Jose. 
Cisco offers more than one 
online live customer help 
feature, including live chat 
and e-mail. But the most 
advanced application is its 
telephone button. When 
customers click the button, 
they — and the Web page 
they’re on — connect directly to a Cisco 


| call center agent over the phone. 


“When we pick up the call, our screen 
will pop up [and tell us] what the cus- 


| tomer’s seeing at that point,” says 


Theresa Volney-Wilkinson, manager of 
Cisco’s customer response center in Re- 


search Triangle Park, N.C. “Now we’re 
| speaking to that customer, we can see 


right where that customer is, and we can 
take over their browser and guide them 
to where they want to go.” 

With this interactive application, the 


| customer doesn’t need to explain the 


situation repeatedly. And the agent can 


| even fill out forms for the customer, us- 


ing history data already in the system. 
The Cisco team began by analyzing 
its customer service response work- 
flow, such as keystrokes, screen shots 
and agent actions. It discovered myriad 
inefficiencies — agents moving through 
a variety of applications, screens and 
even other machines — that needed 


| re-engineering before the new applica- 


tion could be built. 
Che chief reason such projects fail is 
that IT teams forget this vital first step, 


|| according to Gauthier. 


| | Step 1 at SafeCo: Re-engineering 


SafeCo Property and Casualty Insur- 


| ance Cos. in Seattle recently complet- 


‘The Web Meets the 


CALLCENT 
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ed a similar evaluation of its workflow 
processes. As a result, SafeCo is con- 
solidating its 28 cali centers into four 
centers with common processes, so 
that the company can beef up its Web- 
based customer service offerings. 

‘Even before we get these technolo- 
gies, we have to overhaul our call cen- 
ter processes to achieve consistency,” 
says Jeffrey Ward, who is responsible 
for organizational design, workflow 
and training for SafeCo’s call center 
initiative. “We’re also mapping out the 
business processes to see who all our 
p are — the insured, the custo- 
mer service rep, the claims depart- 
ment, even our auto body shops. We’re 
also looking at all of our forms, papers 
and e-forms to understand how the 
new technologies will influence them.” 

The ultimate goal is to prepare eac 
call center to handle policy and billir 
questions from insurance agents, cus- 
tomers and claims agents, from a vari- 
ety of mediums. 

“We want one-contact center experi- 
ence for all our customers, regardless of | 
where the call is routed from,” Ward 
‘ “This will require us to take a very 
comprehensive look at all our training 
materials. We need to identify gaps, 
analyze them, fill in the gaps and do 
some redesigning of these processes. 

The group has determined that the 
entire call center process needs regu- 
lar quality assurance reviews and 
tomer feedback, which could also be 
handled over the Web. 


Step 2: Building Technical Infrastructure 
The next hurdle SafeCo must face: 
building a comprehensive end-to-end 
system like Cisco’s. Much of this work 
must be done by manually coding links 
from the Web-based customer service 
applications to the call center and back- 
end systems that store customer history 
SafeCo has begun by restructuring 
its architecture with currently avail- 
able technologies: 
w= Computer/telephone integration tools 
are being used to marry computer- 


AT SAFECO Property and Casualt¥= 
insurance, Jeffrey Ward and TammyBare 
are helping lead an evaluation of workflow 
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Wanted: A workplace 
without a ‘ceiling’ 


FRIEND FORWARDED the following to me, allegedly 
excerpted from an article written in 1943 for male 
supervisors of women in the workforce during 
World War II. 


Tips on Getting More 
Efficiency Out of Women 
Employees: 

Retain a physician to give 
each woman you hire a spe- 
cial physical examination. 
This reveals any female 
weaknesses which would 
make her mentally or physi- 
cally unfit for the job. 

Give the female employee a 
definite daylong schedule of 
duties so that she'll keep busy 
without bothering the man- 


agement for instructions every 


few minutes. Women make 
excellent workers when they 
have their jobs cut out for 
them, but they lack initiative. 
Young, married women 


usually have more of a sense 


of responsibility than their un- 


married sisters [and] they’re 
less likely to be flirtatious. 
Older women have a hard 
time adapting themselves 
and are inclined to be can- 
tankerous and fussy. 
Husky girls are more even- 


tempered and efficient than 
their underweight sisters. 
Give every girl an adequate 
number of rest periods during 
the day. You have to make 
some allowances for feminine 
psychology. A girl is more effi- 
cient if she can keep her hair 


tidied and apply fresh lipstick. 


It’s always fun to chuckle 
at the bad old days, but be- 
fore we get carried away 
over our postwar victories, 
answer this: What do Emer- 
son Electric, Winn-Dixie 
Stores, Deere, Time-Warner 
and Nabisco Group Hold- 
ings have in common? 

rhey’re all Fortune 500 
companies with 15 or more 
male corporate officers and 
not a single female in such a 
role. Not one. And there are 
many more companies on 
that list. 

Now, for the good news: 
What do Alcoa, Charles 
Schwab, PECO Energy, John- 
son & Johnson and Good- 


year Tire & Rubber have in 
common? They’re all Fortune 
500 companies with female 
CIOs. There are also many 
more on that list. 

These tidbits come to us 
from Catalyst (www.catalyst 
women.org), a New York- 
based nonprofit research 
and advisory organization 
that works to advance wom- 
en in business. Last spring, 
Catalyst quizzed the Fortune 
500 about women’s roles, 
and it recently released its 
“Census of Women Corpo- 
rate Officers and Top Earn- 
ers.” The study shows that 
we have come a long way 
since Rosie the Riveter, but 
we have a long way to go. 

For example, of the 500 
largest U.S. companies, only 
four are led by female CEOs. 
Of 2,249 top corporate offi- 
cers, 114, or 5.1%, are women. 

These days when it’s more 
difficult than ever to attract 
and retain talented IT peo- 


ple, even the most dunder- 
headed leadership knows it 
can’t afford to exclude half 
the population from the em- 
ployment pool. Why, then, 
do they continue to exclude 
half the population from 
upper management? 

The notion that “our time 
will come, but just not yet” 
doesn’t wash anymore. My 
generation, which left school 
in the ’70s, has been working 
alongside men for more than 
20 years. We’re 
old enough to be 
over our flir- 
tatious period 
and still young 
enough to have 
not yet reached 
the cantankerous 
and fussy stage 
(though this kind 
of news tends to 
push us in that 
direction). The 
point is, we’re as 
qualified as the 
men our age who have these 
jobs. 

I’m not proposing a quota 
system for the corporate 
suite. There are plenty of 
good reasons why there 
might not happen to be a 
woman — ora man, for that 
matter — among corporate 
officers in companies that 
have only a handful of top 
executives, but common 
sense tells me you're not 
likely to toss a coin 15 times 
and get tails every time. 
Chance alone didn’t dictate 


KATHLEEN MELYMUKA is a 
Computerworld features 
writer. Contact her at 
kathleen_melymuka® 
computerworld.com. 
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these corporate boys’ clubs. 

But women may get the 
last laugh. Christian & Tim- 
bers, a national IT search 
firm, recently reported that 
its 1999 placements of 
women in executive jobs 
were up 60% over 1998, 
largely as a result of place- 
ments in new e-companies, 
where recruitment depends 
more on talent and experi- 
ence than outmoded stereo- 
types. It could be that 
women who hit 
the glass ceiling 
at traditional 
firms will end up 
leading the dot- 
com firms — and 
the economy — 
into the future. 

Women in IT 
can push this 
improvement 
process along by 
voting with their 
feet. If I were a 
talented woman 
in technology being courted 
by several companies, I’d 
peek into the corporate pent- 
house and see if anyone up 
there looked like me. You can 
bet that would weigh heavily 
in my decision-making. 

So, like the writer of the 
1943 article, I have some ad- 
vice for corporations spend- 
ing gazillions on recruiting 
and retaining IT workers 
while keeping women in 
their place: Better start walk- 
ing the talk, boys, or the girls 
may just start walking. D 


Continued from page 49 


The Call Center 


based systems to data received over 
phone lines and to present that infor- 
mation to a call center agent before 
he answers the phone. 
w Interactive voice response technology 
sends voice data from the phone to the 
back-office systems and helps route 
customers to the right representative. 
w A desktop application from Clarify Inc. 
integrates business-specific applica- 
tions with customer information files 
“This gives us a base to build on,” 
says Tammy Bare, SafeCo’s contact 
center project manager. “In the future, 
we want to look into chat, voice over IP 
and other Web service models. But be- 
cause of everything else we're intro- 


ducing, we’re looking at implementing 
such technology in the next 12 to 18 
months.” 

SafeCo has two main reasons for 
building a Web-based customer ser- 
vice system. First, the company agrees 
with analysts’ assessments that cus- 
tomers will soon demand Web-based 
services. And second, SafeCo sees au- 
tomated routing of Web-based queries 
as ultimately more efficient. 

“Right now, we're screen-scraping 
data off the Web and dropping it into 
an e-mail format, which goes into an 
e-mail box for which we promise a 
24-hour response,” Bare says. “The 


reps check the Web box between calls. 


But with the Clarify product we're in- 
troducing, some of the manual aspect 
of this will change. It wili take these 
queries directly off the Web and put it 
into peoples’ work queues.” 


Step 3: Training 

When SafeCo rolls out its Web cus 
tomer service applications, the 
next step will be to address the cultur- 
al-change issues among call center 
staffers themselves — something Ward 
is already bracing for. “We're looking 
at pretty much everything — negotia- 
tion, customer management skills,” he 
explains. “We know some of our call 
center staffers are very good techni- 
cally, but they'll need to beef up their 
interpersonal skills, and vice versa.” 

Several other cultural and training 
issues will also arise, Bultema adds. 
The call center will need to focus less 
on efficiency and more on the custo- 
mer’s experience. The application must 
be easy to use, with attractive options, 
and be strongly personalized, he says. 
And service agents must be able to 
close the loop so customers don’t end 


up stranded somewhere in the system. 
“Customer service agents and man- 
agers are threatened by all this technol- 
ogy, but it’s really just an awkward tran- 
sition,” Bultema says. “They just have to 
prepare to interact in a different role.” 
At Cisco, the payoff is the customer’s 
response when a call center agent an- 
swers the phone correctly, says Rhonda 
Lowe, a customer service associate. 
“Whenever a customer uses this ap- 
plication for the first time and I answer 
the phone, ‘Thank you for calling Cis- 
co. How are you today, Mike?’ they say, 
“Wow! How do you know my name?’ ” 
she says with a chuckle. “Not only do 
we already have their name, we have 
their contact information and their 
question. It’s a great ‘wow’ value.” D 


Radcliff (DeRad@aol.com) is a free- 
lance writer in Northern California. 
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Balanced Scorecar 


BY ROBIN ROBINSON 
HEN us 
West 


Denver re- 


Inc. in 


cently un 
dertook an 
initiative, the 
Balanced 
model to 


e-commerce 
company put the 
Scorecard work, 
says Rod Mack, the company’s 
general manager of software 
development. Based on the 
theory that for every action 
there’s an equal and opposite 
reaction, the model helps com- 
panies determine what impact 
a potential change will have on 
the rest of the organization, 
looking at it from four perspec 
tives: finance, customers, inter- 
nal processes, and innovation 
and learning for employees. 
“For our e-commerce initia- 
tive to be successful, it wasn’t 
just the e-commerce platform,” 
says Mack. Starting with that 
customer-facing goal, the Bal 
anced Scorecard approach de 
other 


fined goals in 


internal 


areas: 
processes, employee 
impact and finances, he says. 
For US West's 4,500-person 
information technology de 
partment, that meant getting 
the associated computer sys- 
tems Y2K-compliant in the 


internal processes category, 


implementing an IT career 
structure in the employee 
learning category and meeting 
budget 


overall commitments 


in the financial category 


Business Beyond Finances 

Some organizations like US 
West are beginning to accept 
Balanced 


for assessing roll outs of new 


Scorecard analysis 
technology. Instead of focusing 
solely on a company’s financial 
goal, the model requires deci- 
sion-makers to consider the 
decisions 


and the 


impact of strategic 


on staff, customers 
organization’s function. 

“In the past, a lot of these 
might been the 
goals, but it’s easier to organize 
your thoughts around this. We 
even used Balanced Scorecard 


have same 


as the framework for all our 
2000 planning,” Mack 
The regional Bell operating 
company has been using Bal- 
anced Scorecard for the past 
year and a half to gauge suc- 
implementa- 


says 


cessful project 
tions, he says 


BUSINESS 


FINANCIAL & BUSINESS CONCEPTS IN BRIEF 


The Balanced Scorecard model offers a way for a cor- 
poration to gain a wider perspective on its strategic 
decisions by considering the impact on finances, 
customers, internal processes and employee learning. 
The analysis takes into account financial and nonfi- 
nancial measures, short- and long-term goals, external 
goals, internal improvements, past outcomes and 
ongoing requirements as indications of future perfor- 
mance. IT departments are applying the model to 
help keep e-commerce, supply-chain management 
and other business-focused projects on track. 


The Balanced Scorecard 
concept was created by Robert 
Kaplan and David Norton, who 
coined the 1992 


Harvard Business Review arti- 


term In a 


cle (see “Balanced Scorecard’s 
Many 500 


companies use it to assess the 


Origins”). Fortune 
full impact of their corporate 
strategies, ferreting out any 
unintended 
their 


consequences to 
workforces, their 


bottom lines 


cus- 
tomers or their 
that could occur when they 
alter a production process, for 
example 

“When look at 


strategies and goals, 


companies 
setting 
they classically fall into setting 
financial objectives: increasing 
revenue or assets 
But Balanced 


return on 
Scorecard says 
that’s looking in the rearview 
mirror,” says Ken Rau, director 
of the risk man- 
agement practice at KPMG 
Marwick LLP. He 


the methodology to 


information 
Peat uses 
adv ise 
avoid 


companies on how to 


negative consequences when 
implementing strategies 
“Balanced 


companies need to be proac- 


Scorecard says 


tive. In addition to looking at 
the financial 
look at 


serving customers, employees 


metrics, they 


should how they’re 
and internal processes,” says 
Rau, who worked with Norton 
in the 1980s. “You take 


each objective and ask, What 


late 


are the specific initiatives to 
accomplish. What about the 
people, the processes, the cus 
tomers and the financials? You 
how to 


figure out measure 


each of these areas. It’s not 
what to do from one vantage 
point — the almighty dollar.” 
An IT department could use 
Balanced Scorecard to assess 
the impact of a corporate strat 
egy to enter a new business line 
and to determine how IT could 
link itself to support the parent 
company’s goal, Rau says. Or 
IT could use the model to track 
its own initiatives, such as how 
moving to a different hardware 
platform would affect the de- 
partment’s processes, budget, 
training requirements and the 
user groups it serves within the 
corporation. 
“While an 
can make significant improve 


IS department 


I think it’s 


a pretty powerful 
tool for setting 
the organization's 


goals. 


ROD MACK, GENERAL MANAGER 


OF SOFTWARE DEVELOPMENT, 


US WEST 


ments as 
ment, the IS department is 
really the foundation for the 


a separate depart- 


entire company’s Balanced 
Scorecard effort,” says Jim 
Brigman, co-founder and chief 
operating officer at Acorn Sys- 
tems Inc. in Houston. Brigman 
received his master’s degree 
from Harvard University under 
the tutelage of Kaplan. 


Measurable Goals 


Brigman says IT managers 
developing a Balanced Score- 
card for their projects should 
take the following 


develop measurable goals in 


steps to 


each of the model’s four areas 
of concern: 

w Internal processes: Define the 
crucial capabilities and pur- 
poses of the IT department. 

w Finances: Weigh the cost of 
an IT project against the bene- 
fits it and the 
operational impact it will have 


will deliver 
on the rest of the company. 

wu Customers: Consider the im- 
pact of IT projects on the user 
community and how any IT 
projects will influence users’ 
opinions of IT’s performance. 
= Employee innovation and learn- 
ing: Determine whether any 
planned projects will fill the 
need of IT employees for con- 
tinual development. 

“Any company implementing 
the Balanced that 
has not made the IS depart- 
ment central to this task 
has missed the boat,” Brigman 
“The IS department 
controls the company’s data. 
They are the group 


Scorecard 


says 


crucial 


responsible for transforming | 
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Scorecard Origin 

The originators of the Balanced 
Scorecard concept are Robert S. 
Kaplan and David Norton, co- 
authors of The Balanced Score- 
card: Translating Strategy Into 
Action (Harvard Business School 
Press, 1996). They coined the term 
“Balanced Scorecard” in a 1992 
article for the Harvard Business 
Review. The article, “The Balanced 
Scorecard: Measures that Drive 
Performance,” is available at the 
Harvard Business School Publish- 
ing Web site at www.hbsp. harvard. 
edu/home.html. 

The site also offers several 
Balanced Scorecard case studies 
by other authors, including Nicole 
Tempest's 1998 article, “Wells 
Fargo Online Financial Services,” 
which reviews the bank's process 
for developing an online banking 
division. 

Kaplan also wrote another book 
about the Balanced Scorecard 
methodology, The Balanced 
Scorecard: You Can't Drive a Car 
Solely Relying on a Rearview 
Mirror (Harvard Business School 
Press, 1996). - Robin Robinson 
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data into information.” 

Instead of being a planning 
tool used only by executive 
management, the Balanced 
Scorecard model can clarify 
roles and expectations at all 
corporate levels, Mack says. 

“From each executive direc- 
tor to each area manager, they 
how their specific 
goals tie to the entire organiza- 
tion's management 
objectives,” says Mack. “I think 
it’s a pretty powerful tool 
for setting the organization's 
goals.” D 
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Vendors’ ‘can’t’ 
may not mean ‘no’ 


OW OFTEN HAVE YOU heard a vendor’s representative say, “I 
can’t do that?” Most of the time can’t means I don’t want to. By 
saying “can’t,” the vendor’s negotiator is trying to create the illu- 
sion that your demand is impossible 
Many inexperienced customers fold their tents and move on to the next 
topic when “can’t” is heard. 


The following are some great examples where 


During one software ne- 
gotiation, the vendor said, “I 
can’t give you a 50% dis- 
count.” But when pressed, 
the vendor admitted he 
didn’t think his company 
had ever done it. After fur- 
ther negotiation, the cus 
tomer got the discount. 

During a lease negotia- 
tion, the lessor said, “I can’t 
give away our right to re- 
quire ownership tags on the 
equipment.” (Normally 
lessors are pretty serious 
about having equipment eas- 
ily identifiable by tags with 
their name and other perti- 
nent information displayed.) 
But when the customer said, 
“The tags are OK with us, as 


Customer Consulting 


Aris Corp., a consulting firm and 
software developer in Bellevue, 
Wash., has put together a consulting 
methodology for extending customer 
relationship management technolo- 
gies and business practices to also 
cover a company's employees, in- 
vestors, suppliers and distributors. 


Logistics Services 
U.S. Home & Garden Inc. has se- 
lected Fritz Cos. to be the primary 
logistics service provider for its 
lawn and garden Web subsidiary, 
EGarden Inc. 

Fritz Cos. will make shipping, 
warehousing and insurance services 


long as we don’t have to 
spend the time and re- 
sources to affix them for 
you,” the vendor decided it 
was a burden for his compa- 
ny to place them on the 
equipment, too — so it 
dropped the whole issue. 
The best tactic in battling 
“can’t” is to immediately ask, 
“Why don’t you want to?” 
rhat puts the vendor in the 
position of having to pro- 
vide a logical basis for the 
assertion. Try to determine 
whether the vendor really 
can’t for a valid reason (such 
as government regulation or 
law) or just doesn’t want to. 
Either way, you reintroduce 
dialogue, which is what ne- 


available for all products purchased 
and sold through EGarden’s busi- 
ness-to-business online auction and 
wholesale-store Web sites. 

Both companies are based in San 
Francisco. 


Electronic Bill Payment 


First Union Corp. in Charlotte, N.C., 
will offer turnkey electronic bill pre- 
sentment and payment capabilities 
to small and midsize businesses, 
using software and services from 
Derivion, an Atlanta-based applica- 
tion service provider. 

First Union will offer Derivion’s 
inetBillerSM service offering as part 
of its participation in Spectrum, a 
partnership the bank formed with 


without explaining why. 


can’t” turned into “yes”: 


gotiations are all about, not 
rigid, deadlock-producing 
like “can’t.” And 
if you counter this ploy 


absolutes 


when it’s first used, the ven- 
dor usually won’t try it 


again. 


Mail Bag 


A lawyer for a lessor 
e-mailed me a lengthy, large- 
ly technical explanation of 
some lessor form contract 
provisions that I wrote 
about in my Oct. 1] column. 
The provisions concerned 
Y2K and cross-default is- 
sues. The lawyer identified 
himself as the author of the 
provisions. 

Considering the shots I 


The Chase Manhattan Corp. in New 
York and Wells Fargo & Co. in San 
Francisco. 


Implementation Project 
City Utilities in Springfield, Mo., will 
implement software from San Fran- 
cisco-based SPL WorldGroup Indus- 
try Solutions Inc. The project in- 


cludes both software and imple- 
mentation services. 


Software Updates 


Interwoven Inc., a Sunnyvale, Calif.- 
based maker of content-manage- 
ment software, has selected In- 
traware Inc.’s Web-based Sub- 
scribeNet service to provide its cus- 
tomers with software updates and 
product information. Intraware is 


| based in Orinda, Calif. 


took at his work, his e-mail 


was pretty calm and 


straightforward — without a 
lot of pride of authorship in 

the provisions. The column 

and his complete defense 


can be read at www. 


dobetterdeals.com 


computerworld, where you 


can also see his 
overbearing, all- 
the-risk-on-the- 
customer Y2K 
provision. Re- 
markably, the 
provision even 
tries to make the 
customer re- 
sponsible for the 
equipment man- 
ufacturer’s non- 
compliance. 

But one point 
he made is a 
good one. 

“T would be 
one of the first to 
admit equipment 
leases rarely at- 
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lution which solves the 


problem,” he wrote. “Many 


times when people complain 
about the clause, I meet 
complete silence when I ask 
what type they would pro- 


pose as an alternative that 
they can live with. In- 


JOE AUER is president of 
International Computer 


Negotiations Inc. 
(www. dobetterdeals 


com), a Winter Park, Fla.. 


consultancy that edu- 
cates users on high-tech 
procurement. ICN spon- 


sors CAUCUS: The Asso- 


ciation of High-Tech Ac- 

quisition Professionals 
Contact him at 

joea@dobetterdeals.com. 


evitably they sign it ‘as-is,’ 


rather than nego- 
tiate the clause 
and delve into 
where exactly 
they are with re- 
spect to year 
2000.” 

His points are 
well-taken. Since 
vendor forms 
aren’t intended 
to be evenhand- 
ed, we need to 
negotiate 
changes to 
achieve a more 
equal-stake rela- 
tionship. 

I also fully 
agree about be- 


tempt to pretend 
to be evenhanded,” he 
wrote. “As for Y2K, I have 
asked for and received far 
more draconian Y2K provi- 
sions in other licensers. I be- 
lieve the clause which of- 
fends you so much is a fair 
attempt to get to the point. 
“As a general comment, 
the more dastardly problem 
when it comes to Y2K is the 
lack of desire to think ‘win- 
win’ and come up with a so- 


Servicesoft Merger 


Servicesoft Technologies Inc., an In- 
ternet customer service software 
maker in Needham, Mass., has an- 
nounced a merger with Internet 
Business Advantages Inc., an elec- 
tronic-services consulting firm in 
Concord, Mass. 


Schneider Teams 
With iMark.com 


Schneider Logistics, a wholly owned 
subsidiary of Schneider National 
Inc., a truckload transportation and 
logistics company in Green Bay, 
Wis., has teamed with iMark.com, 
an Austin, Texas-based global mar- 
ketplace for buying and selling used 
equipment online. The alliance will 


| allow iMark.com’s community of 


ing prepared in 
negotiations to propose al- 
ternatives. You should have 
a list of prioritized negotia- 
tion objectives prepared by 
your team and agreed upon 
prior to a bargaining session, 
each with a rationale as to 
why it’s important. 
Suppliers, let’s hear from 
you. We'll be happy to pre- 
sent your points if the e- 
mails are rational and print- 
able — and if you’re right. D 


used manufacturing equipment buy- 
ers and sellers to use Schneider's 
business-to-business e-commerce 
logistics server. 


Hertz Boosts 
Customer Service 


The Hertz Corp. has rolled out two 
new customer service technologies 
at U.S. airports. 

A new version of Hertz’s Gold 
Electronic Manifest system - a non- 
verbal, electronic, wireless technol- 
ogy - immediately transmits the 
names of arriving customers to 
shuttle drivers. The Flight Arrival 
Notification System, a satellite- 
based flight arrival information sys- 
tem, allows Park Ridge, N.J.-based 
Hertz to prepare customers’ cars in 


| conjunction with flight delays and 
| cancellations. 
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MEELOIS fnsignts 2000 


ynere Industry Leaders Shape the Future of 
Mobile Computing & Data Communications 


Join industry leaders at the only conference dedicated to driving 
the future of mobile computing technology. Future product 
development is discussed. The latest products are demonstrated. 
And many crucial business relationships are forged. 
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If you develop or implement mobile computing technology, dont miss this event! 
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Post-Relational Database 


Caché, the e-DBMS for the post-relational era, provides such a 
rapid development platform for complex Web applications it’s 
like having a “License to Speed”. 

But Caché will do more than speed up your time-to-market. 

It will also speed up your applications. We've had customers get up 
to a 20x boost in SQL performance just by switching databases, 
without touching a single line of application code. 

Plus, Caché is scalable — the world’s largest integrated client, 
server installation races along on Caché. And it’s reliable — leading 
hospitals around the world save time and lives with Caché. 

All this is made possible by Caché’s multidimensional data server 
and application server, giving you multiple ways to access data, 
multidimensional storage architecture, scalable performance, and 
richer technology for Web and object development. 

Caché comes from InterSystems, a leader in high-performance 
database systems, with over 3,000,000 licensed users worldwide, 
20 years of database experience, and 24x365 support. 


Download a free Cache license at www.e-DBMS.com, 
or call 800.753.2571 for a free license on CD. 
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WIRELESS PORTAL 


IBM has signed an 
agreement to develop a 
wireless portal for Voda- 
fone AirTouch. Analysts 
say IBM is now well 
positioned to grab a part 
of the fast-growing wire- 
less Web. But corporate 
use is still far off.» 59 


ISP JUGGLING 


Juggling Internet service 
provider accounts for 100 
world-traveling employ- 
ees is frustrating, but its 
better than paying long- 
distance charges for dial- 
up calls in faraway ho- 
tels. Better still: Start-up 
iPass promises to man- 
age exotic Internet ac- 
cess for you. See Emerg- 
ing Companies. » 64 


HP'S NEW TOOL 


A tool designed to be a 
one-stop system for 
securing Windows NT 
Web servers was among 
those recently intro- 
duced by Hewlett- 
Packard. The HP Prae- 
sidium WebEnforcer for 
Windows NT eliminates 
security vulnerabilities 
automatically. » 58 


VALIDATION 
SERVICES 


RSA Security is teaming 
with VeriSign to provide 
application developers 
and e-commerce service 
providers in the emerg- 
ing wireless world the 
same sort of trust and 
validation services it 
offers in other areas. » 59 


HANDS ON 


Computerworld reviews 
two digital video 
recorders and a backup 
device for notebooks. 


The latter turns out to 
be straightforward and 
very useful. You simply 
insert a card into your 
PC. The video re- 
corders, on the other 
hand, cost a lot and are 
difficult to hook up. » 61 


BIDDING 10 


HELP YOU 


A new Web support site 
allows service providers 
to bid to help you. Even 
better, it’s free — at least 
for now. NoWonder.com 
works like this: A user 
with a computer prob- 
lem can go to the site 
and search its online 
knowledge databases, 
e-mail a problem to a 
site and receive an an- 
swer — usually within 
an hour. » 58 


MAINFRAME 


SKILLS 


IT pros with primarily 
mainframe skills face a 
mixed future. Some 
companies claim they 
can’t find mainframe 
professionals and are 
desperate for them. But 


at the same time, no one | 


is adopting mainframes 
for the first time, and 
many companies are 


moving away from them. | 


One expert predicts 

a slowdown in that hir- 
ing market. See Skills 
Scope. » 66 


QUICKSTUDY 


Wireless Markup Lan- 
guage was designed 

to describe content 
and format for present- 
ing data on limited- 
bandwidth devices, 
such as cell phones and 
pagers. WML provides 
a tool to make Web 
pages accessible from 
handheld, wireless 


devices. »62 
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MAINFRAME 
MERGER 


IN A MOVE WELCOMED BY ITS 0S/390 USERS, Tivoli Systems last 
week announced that parent company IBM will buy 
object-oriented management software maker Accessi- 
ble Software in Whippany, N.J., and integrate its Access 1 
management tool into the Tivoli Management Environ- 
ment. Mainframe customers hope it will 
make it easier to get a single view of 

applications, but details on development 

plans are scarce. 
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Some Mainframe Users 
See Hope in Tivoli Deal 


Purchase of Accessible Software may ease 
management of mainframe, distributed apps 


BY SAMI LAIS 
N A MOVE welcomed by 
its OS 


390 users, Tivoli 


last week 
announced that parent 
company IBM will buy 
management 


Systems Inc 


object-oriented 
software maker 
Software Inc. in Whippany, NJ. 


Accessible 


Tivoli plans to integrate Acces- 
sible’s Ac management 
tool into the 
ment Environment (TME). 

When 


Tivoli brought 


cess |] 


livoli Manage- 


Austin, Texas-based 
IME, its man- 
agement framework, to the 
OS/390 platform last year, it 
“was lacking a product that 


would integrate distributed 


mainframe systems and 


present them together in one 


and 


view. By acquiring Access, 
they got that capability,” said 
Arun Kant, 
ident of information systems 
at The Prudential 
Company of America in Rose- 


land, N,J. 


senior vice pres- 


Insurance 


like Dave Ward, 
of enterprise 


But users 


vice president 
systems at First Union Corp. in 
Charlotte, N.C., said they have 
“Will 
there be a common repository, 


unanswered questions 


and are they going to collapse 
it into what kind of schema or 
said Ward. “I 
don’t want to end up with a lot 


tree structure?” 


of different inventory systems 

I already have that.” 

Ward also said he questions 
which console will be used in 
the future. “Right now, I’ve got 

] tech 
TME'’s 


an Access 1 console, a 


console and [Tivoli 
Global Enterprise Manager 
environment (GEM)] 
sole,” he said. “My question is: 


When the music stops, which 


con- 


one is going to be your enter- 
prise access console? [Tivoli 
representatives] told me it’s 
going to be GEM. But I don’t 
know that I believe that. I 
think they might take the Ac- 


cess 1 console and relabel it.” 


That would make sense, said 
Patrick Dryden, an analyst at 
Giga Information Group Inc. in 
Dallas. “GEM lays over Tivoli 
and is supposed to integrate 
everything, but no one’s ever 
gotten [it] to work right,” said 
Dryden. 

Prudential’s Kant 
he isn’t a fan of GEM. But “us- 
ing Access makes GEM redun- 


also said 


dant,” he said. 


Promise of More to Come 
Neither Bob Yellin, 
president and 
manager of the Enterprise 
Unit at Tivoli, 
Accessible President Jim Tagli- 


senior 
vice general 


Business nor 
areni would discuss develop- 
ment plans beyond vowing to 
put significant resources be- 
hind development and promis- 
ing to make a security-related 
announcement later this year. 

Kant said users will likely 
benefit from the acquisition in 
both the short term and the 
long term. 

“We wanted to get one view 
of our environment to get the 
the business 


business view, 


impact of a problem, and the 


Site Lets Service Vendors Bid to Help You 


NoWonder.com lets you check the ratings 
of bidders; and all help is free — for now 


BY SAMI LAIS 
Cross eBay with a free comput- 
er support Web site, throw in a 
diagnostic probe and reporting 
tool, and what you'd get would 
look a lot like NoWonder.com. 
NoWonder Inc 
earlier this month that it has 
collected $40 million from in- 


announced 


vestors such as eBay Inc. and 
CNet Inc. to expand services 
such as its new remote access 
capabilities for support. 

EBay founder Pierre Omid- 
yar NoWonder’s 
board of directors, said an eBay 


will sit on 


spokesman. 

NoWonder’s service works 
like this: Users with computer 
problems go to NoWonder.com 


and either search its online 
knowledge bases, e-mail ques- 
tions to the site or request live 
interactive support. Volunteer 


support technicians usually 
answer e-mail queries within 
an hour. NoWonder added the 
live support option Jan. 12. 

For now, all services are free. 
But later this quarter, 
will have to pay for live help, 


users 


with support technicians com- 
peting with one another by 
submitting bids to customers 
But not all technicians will 
charge for their services, a No- 
Wonder spokeswoman. said. 
“There are people in the Inter- 
net community who do this 
just for fun,” she said. 


The site shares other simi 
larities with eBay besides the 
auction model. Users will be 
able to check ratings of bidders, 
and NoWonder will charge a 
fee for every bid transaction, 
with support providers paying 
the freight. E-mail support and 
access to the knowledge bases 
will remain free, the spokes- 


woman said. 


A Cool Idea 


“This is such a cool idea. I 
don’t know why no one has 
done it before,” said analyst 
Michael Dortch at the Robert 
Frances Group in Westport, 
Conn. 

The new model sprang from 
the June merger of NoWonder 
and Full Circle Software Inc., 
both in Sunnyvale, Calif. 

Enterprise software maker 
Full Circle bought the user 


only way to get it was Access,” 
Kant said. 

Access Windows 
NT and uses a Microsoft Corp. 
SQL database. Events from the 
mainframe, network and dis- 


runs on 
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tributed systems flow to the 
Access Kant said. 
“We're even using it to monitor 
our telecommunications — 
GeoTel and Lucent switches.” 

Ail Access products — in- 
cluding mainframe, open sys- 
tems and storage-area network 
management software, will be 
integrated into Tivoli 
They will also continue to be 
sold and developed as stand- 
alone products, Kant said. 

IBM declined to disclose fi- 
nancial details of the deal. D 


console, 


tools. 


FIRST UNION’S DAVE WARD says there are pluses in IBM's acquisition 
of Accessible Software, but he says he has questions about Tivoli’s 


repository and console strategy 


community site, taking on the 
NoWonder 
designing its business model, 


name and_ re- 
the spokeswoman said. 

Full Circle 
TalkBack diagnostic and re- 
porting tool. The tool has been 


contributed its 


embedded in software such as 
Netscape Communicator and 
Windows 2000 and resides on 
nearly 30 million 
worldwide, a company spokes- 


computers 


man said. 

TalkBack collects such low- 
level stack dumps, 
which are repositories of error 


data as 


information collected when an 
application fails, he said. 

Jon-Eric Eaton, an informa- 
tion technology technician at 
Tyler Business Services Inc. in 
Washington, said he _ tried 
NoWonder.com when a backup 
server for Tyler’s accounting 
department failed to recognize 
the domain name server. 

His e-mail describing the 
problem was answered within 
the hour with suggestions and 


requests for more information, 
he said. But after sending a sec- 
ond e-mail, he searched the 
site himself for information 
about TCP/IP problems. “One 
‘No 
mentions this, but you have to 
have TCP/IP and networking 
files from the same release,” 


message said, one ever 


he said. 

A clean install using drivers 
and Winsock2 patches down- 
loaded from a site linked to 
NoWonder.com fixed the prob- 
lems, Eaton said. 

Letting support staff, with 
user permission, take control 
of a remote machine could be 
useful, he said. But live help via 
instant messaging would be 
even better, he said. 

“When you call in for help, 
they tell you what to do, and 
that changes everything, even 
if it doesn’t fix the pioblem,” 
he said. “So you call back, and 
they say, ‘Now, you're | case 
number what?’ This would 
solve that problem.” D 
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Will also build products 
based on new protocols 


BY ANN HARRISON 
Digital certificates have long been used 
wired 


to secure transactions 


networks. Now RSA Security Inc. is 


over 


teaming with VeriSign Inc. to provide 
the same sort of trust and validation 
services in the emerging wireless 
world. 

In an announcement last week at the 
RSA Conference 2000 in San Jose, Bed- 
ford, Mass.-based RSA said it would 
work with VeriSign, a Mountain View, 
Calif.-based provider of digital certifi- 
cate technology, to build products 
based on RSA’s upcoming BSafe Secure 
Sockets Layer-C and BSafe Transport 
Layer Security (TLS) protocols. 

Software components built with 
those tools will be compatible with 
VeriSign’s wireless trust services and 
will incorporate VeriSign’s digital cer- 
tificate root keys. RSA plans to support 


HP Offers New N 


One monitors threats 
in the NT environment 


BY ANN HARRISON 
A tool designed to be a single means of 
securing Windows NT Web servers 
was among those recently introduced 
by Hewlett-Packard Co. at the RSA 
2000 security conference in San Jose. 
The HP Praesidium WebEnforcer for 
NT automatically eliminates known se- 
curity vulnerabilities, implements best 
practices for security, monitors securi- 
ty settings and enforces those settings 
when changes are detected, the com- 
pany said. 

The company is also offering the HP 
SecurityUpdate subscription service, 
which updates information technology 
professionals and security contractors 
on new vulnerabilities. 

Dennis Szerszen, director of security 
strategies at Hurwitz Group Inc., a 
Framingham, Mass.-based consulting 
firm, says HP is breaking new ground 
with a comprehensive product that 
could reduce the cost of buying and in- 
tegrating individual security tools. 

“Because all key components of the 
environment, including operating sys- 
tem, Web server and transaction server, 
are protected with a single integrated 
security solution, there is no need for | 


IT administrators to buy and integrate 





TECHNOLOGY 
RSA Security Hopes to Move Digital Certificates Online IBM Makes 


VeriSign’s Personal Trust Agent tech- 
nology in the protocols. 

RSA will also support VeriSign’s TLS 
certificates to address the need for vali- 
dation and revocation of certificates 
over wireless connections. 

RSA is offering VeriSign developers 
and service providers free software 
development kits designed to be used 
with VeriSign’s free Wireless Appli- 
cation Protocol (WAP) server digital 
certificates and wireless trust offerings. 

“For wireless e-commerce to 
ceed, application developers and ser- 
vice providers must deliver at least the 
degree of trust and 
which people have come to expect from 
the wired Internet world,” said Stratton 
Sclavos, president and CEO of VeriSign, 
ina statement 

RSA Security and VeriSign are mem- 
bers of the WAP Forum, an industry 
group that is developing standards for 
information and telephony 
services for digital mobile phones and 
wireless terminals. 

Eric Hemmendinger, an 


suc- 


same security 


wireless 


analyst at 


security Tools 


a collection of point products,” Szer 


szen said. 

When threats or potential vulnerabil- 
are WebEnforcer dis- 
ables system services and subsystems 


ities detected, 
that could open security holes. 

It also secures Distributed Compo- 
nent Object Model permissions and re- 
mote registry access, secures hundreds 
of registry settings, assigns appropriate 
user rights and secures files, folders 
and vulnerabilities intruders 
could exploit. 

HP Praesidium WebEnforcer for NT 
is available for $2,995 per server. The 
HP SecurityUpdate subscription ser- 
vice, which includes technical support, 


HP Announces NT 
Security Products 


= Praesidium WebEnforcer for NT 
secures NT Web servers, automati- 
cally eliminates known security 
vulnerabilities and enforces 
security settings when changes 

are detected. 


other 


= DomainGuard Enterprise 1.0 Web 
authorization manager provides 
centralized, role-based access 
control and single sign-on for all 
Web objects on multiple Microsoft 
IIS/NT Web servers. 


Aberdeen Group Inc. in Boston, 
that the RSA and VeriSign announce- 
ment was just one in a series of similar 
product positionings at the RSA 2000 
conference. 

Other companies, including U.K.- 
based Baltimore Technologies PLC, 
Needham Heights, Mass.-based Cyber 
trust (which Baltimore Technologies 
plans to acquire) and Entrust Technolo- 
gies Inc. in Plano, Texas, are also enter- 
ing the wireless market, he said. 

“These are not announcements of 
products that enterprises will buy right 
now but positioning announcements 
for players in a market that will evolve 
over the next two or three years,” said 
Hemmendinger. 

He added that although wireless 
technology is already available to allow 
cellular phones to be used as client or 
authentication mass-market 
acceptance of these products is still two 
or three years off. 

RSA also announced two new securi 
ty protocol components for wireless 


and embedded applications. D 


devices, 


is priced at $695 per year. 

HP also introduced HP Domain- 
Guard Enterprise 1.0, a Web access con- 
trol tool designed to address security 
management for extranet portals. 

The Web authorization manager pro- 
vides centralized, role-based 
contro! and single sign-on for all Web 
objects on multiple Microsoft Corp. 
Internet Information Server/NT Web 


access 


servers. 

HP said the product reduces devel 
opment and deployment costs by elimi- 
nating the need to build security into 
each Web application. Pricing depends 
on configuration. D 
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~« Wireless Deal 


BY MATT HAMBLEN 
AND DOMINIQUE DECKMYN 


IBM will design, build and run a global 
wireless Internet portal for Vodafone 
AirTouch PLC, the world’s largest mo- 
bile phone operator, the companies an 
nounced earlier this month 

The portal, which will be launched in 
July in Europe, North America an 
tralia, 
Sun-Netscape Alliance and InfoSpace 


i Aus 


is based on software from the 


com Inc. It will give users of mobile 
phone handheld 
Nokia Corp., Ericsson Inc. 


devices from 


and 


and 
Palm 
Computing Inc. access to 
and calendaring functions, in addition 
to travel 


messaging 


information and financial 
services. 

“All the carriers are going to need 
some help” moving into wireless data, 
said Ken Dulaney, an analyst at Gartner 
Group Inc. in Stamford, Conn. “There’s 
only a couple of companies that can do 
this kind of project.” IBM is now well 
positioned to win other wireless Web 
deals from telecommunications com- 
panies and large corporations, he said 

Several divisions at IBM are working 
with U.K.-based Vodafone on the proj 
ect, including the 200-member perva 
sive computing unit. 

IBM also announced a strategic rela- 
tionship with Schaumburg, IIl.-based 
Motorola Inc. for developing wireless 
Web access from automobiles. On Dec. 
1, IBM joined forces with Sprint PCS 
Group in Kansas City, Mo., 
and test wireless business applications 


to dev elop 


and services for the mobile workforce. 
IBM expects that by 2003, wireless 
the 


devices will outnumber PCs on 


Internet. D 


»integration of Access 2000 and SQL Server 7.0« 
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»Dot.com your IT Architecture — 
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»How Oracle software powers the internet 
and Sun dot.com's your company« 


Monday, Feb 28, 2000, 4.30 pm 


All 
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PeopleSoft Upgrade 


PeopleSoft Inc. in Pleasanton, Calif., 


has released an upgrade of its busi- 
ness analysis software with new 
support for accessing the applica- 
tions from Web browsers. New appli- 
cations are also being added for ana- 
lyzing human resources data and for 
monitoring corporate performance 


TECHNOLOGY 


using so-called Balanced Scorecard 
techniques. (To learn more about the 
Balanced Scorecard model, see 
Business QuickStudy, page 52.) 
PeopleSoft also released an Internet- 
enabled version of its development 
tools. Pricing wasn’t disclosed. 


Compaq Cuts Prices 


On Notebook PC Line 


Compaq Computer Corp. has cut 
prices by up to 20% on its Armada 
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commercial notebook PC line. The 
Houston-based firm also reduced 
prices by as much as 8% on some 
models of its Deskpro Workstation 
and Professional Workstation 
products. 

Officials said the price cuts Com- 


paq is passing on to its enterprise 
customers are a result of competi- 
| tive pricing and cost savings. 


Microsoft Joins 
Bluetooth Group 


| Microsoft Corp. and three other large 
companies have joined the Bluetooth 

| Special Interest Group, more than a 
year after the organization was 
founded. Bluetooth is a set of proto- 
cols for wireless communications 

| over short distances among devices 
such as handheld computers, lap- 

| tops, PCs and mobile phones. 

All told, there are about 1,200 
companies in the Bluetooth group. 
Microsoft, 3Com Corp., Lucent Tech- 

| nologies Inc. and Motorola Inc. 
joined the organization as part of the 
“promoter group,” which already 
includes Ericsson Inc., IBM, Intel 
Corp., Nokia Corp. and Toshiba Corp. 
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Whether your power protection problems 
are large or small, nobody has more | 
solutions than Powerware. 


= | ae POWERWARE 3: 
Sie 


Backing up desktops 
and lans, so data isn’t lost. 
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Business-to-Business 
' Tools Announced 


| TSI International Software Ltd. in 

| Wilton, Conn., announced several 

| business-to-business integration 
tools, including an e-commerce 

| broker and software that can tie 

| existing corporate systems to the 
Web. Pricing for TSI’s full Mercator 
E-Business Broker suite starts at 
$400,000. 

TSI, one of the many vendors 

| jockeying for a position in the appli- 

| cation integration market, also said 
it’s changing its name to Mercator 
Software Inc. 


og og a 
rE 
- a ih] 339 8Ec 
4 om..i bE 
i: ee : 
4 5 | ed bet Oe Bd. La 
| | a d : , eget | 6 | ee Pe eae 


revesih oll® 

PL) 

Sy 
es bP 


artsy) ee 1st 
er eet) 


eo Pitt 


Mo! ns ere 


Rett eee | et 

ee te 

eee Pts ie ry 

er 

er 
at ie et | 


ord 


POWERWARE 9: 
Backing up critical systems and 
equipment, when reliable power 


eee CREEL 
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App Hosting Service 
To Be Launched 


Irving, Texas-based i2 Technologies 
Inc. said it plans to launch an Inter- 
net-based application hosting ser- 
vice for retailers and consumer 
packaged goods companies by the 
end of March. 

The hosted applications will be 
part of i2’s TradeMatrix online 
exchange and support functions, 
which include demand forecasting 
and business collaboration tools. 

| The company also said it's working 
with Los Angeles-based Fasturn Inc. 

| to set up an online marketplace for 
apparel and textile businesses. 


Even the most experienced IT professional probably What's more, we'll help you determine the precise 


isn’t aware of all the potential power threats out there level of protection you need, complete with our 
from subtle distortions that damage data, to full- unmatched monitoring and shutdown software and 


blown blackouts that shut down a business. on-site support 
To learn more, check out www.powerware.com/359. 
Or call us at 877-PWRWARE (877-797-9273). It's 


the kind of move that can earn you the corner office. 


Luckily, there’s Powerware. We are the UPS experts. 

Offering not just products, but top-to-bottom solutions: 
Series 3 for the most common power threats (failures, 
surges and sags); Series 5 for mid- to high-level protection; 


and Series 9 for the most mission-critical operations. 


POW ERWARE 


POWERING THE WORLD 





COMPUTERWORLD January 24, 2000 





Easy Backup, but 
Difficult Digital Video 


BY RUSSELL KAY 


N TODAY’S GRAB BAG of products, I look at 
two very different items. One, a backup de- 
vice for notebooks, is so straightforward 
and useful that it should be an instant hit, 
especially for people who are always on 
the road. You plug it in and the backup process 
literally starts itself. The other — a digital video 
recorder — sounds good in theory but was 
fiendishly hard to get hooked up and working. 


Laptop Backups 

Back up your data. Every- 
body needs to do it, but hardly 
anyone actually does. That’s 
why information technology 
managers love server-based 
data and applications: They 
know data has been backed up 
regularly and properly. 

Nonetheless, lots of 
still need to do their own back- 
up, especially laptop users. For 
them, Costa Mesa, Calif.-based 
CMS Peripherals Inc. has the 
niftiest new product I’ve seen. 
It’s called Automatic Backup 
System, and it accomplishes its 
job in a stunningly simple way. 

Basically, the unit is a 6-0z., 
laptop-size hard disk (available 
in sizes ranging from 4GB to 
18GB) with a permanently at- 


users 


tached PC card that clips onto 
the disk drive and out of the 
way when not in use. To do a 
backup, you unclip the PC card 
and insert it into your laptop’s 
PC card slot. That’s all — end 
of story. The backup software 
for Windows 95, 98 and NT is 
already installed, and the 
process starts by itself. 

You can customize what’s 
backed up and what’s exclud- 
ed. The $389 4.3GB unit I tried 
was fast, simple and foolproof. 
It took about 15 minutes to 
back up nearly a full gigabyte 
of files, and I didn’t have to do 
a thing. I see this product as a 
potential blockbuster hit, espe- 
cially among financial and au- 
diting professionals who are 
constantly on the road. 


The Video Computer Arrives 
These gadgets don’t 
even have a standardized label 
to describe them. For now, I'll 
use the term 


new 


digital video 
recorder (DVR). They record 
television programs like a VCR 
but onto a computer hard drive 
instead of magnetic tape. Their 
aim is to make television view- 
ing more convenient than ever. 

When I first 
them, I 
well they would work in prac- 


heard about 


wondered just how 
tice. The computer industry 
expects users to just put up 
with innumerable 
conflicts, 


crashes, 
inconsistencies and 
annoyances. Television, how 
ever, seems to expect little or 
no patience or 
from its viewers. That question 
is the main reason Computer- 
world is 


intelligence 


interested in these 
consumer-grade_ units. IT 
managers should keep an eye 
out for such new and unpre- 
dicted uses of computer tech- 
nology because such devices 
may suddenly come into use 
— and 
guess who’s going to be asked 
for help when there are prob- 
lems. To get an idea of what 
happens when two disparate 


within the enterprise 


OE Ri 


nt aie Pee ns Py 


Apollo 13: A routine space shot goes horribly awry re Merle 
te Bill Paxton, 


Kevin Bacon, Gary Sinise, Ed Harris. 


REPLAY TV is 
an interesting 
product con- 
cept, but the 
devil is in the 
setup details 


technologies collide, 
I tried out the first 
two DVRs on the 
market: 
TV from Mountain 
View, Calif.-based 
Replay Networks Inc. 
(www.replaytv.com) and TiVo 
from Sunnyvale, Calif.-based 
TiVo Inc. (www.tivo.com). 
Let’s ask the really impor 
tant question: Why spend $700 


Replay 


for one of these boxes? For one 
thing, you can pause a live 
broadcast. If the doorbell rings 
or someone needs to talk right 
now, just hit the pause button 
on the remote and turn your 
attention to where it’s needed. 
Later, press play and it picks up 
right where you left off. 

Also, during playback you 
can press Replay’s Quick Skip 
or TiVo’s Jump button and ad- 
vance instantly in the record- 
ing, which allows you to skip 
over virtually all commercials. 

These DVRs intelli- 
gent-search capabilities. Each 
one periodically dials into a 


have 


central server and uploads a 
detailed, 
gram guide. You can program 
“theme channels” identified by 
keywords or phrases, and the 
will 


customizable _ pro- 


system automatically 
record programs with that title 
or theme no matter what chan- 
nel they’re on or what time 
they air. 

The system isn’t foolproof, 
though. My Replay unit at- 
tempted to record an HBO 
movie, even though I’m not an 
HBO subscriber. Also, I want- 
ed to capture shows about 
woodworking, but when I pro- 
grammed the word wood, the 
system recorded movies with 
an actor of that name. Still, my 
wife really appreciated the Mel 
Gibson channel. 

Hard-disk capacity is finite; 
recording in its lowest-quality 
mode, Replay TV can hold 

about 20 hours of video 
(half that at better qua- 
lity). TiVo can record 
about 14 hours of video 
at low quality (four at 
the best viewing level). 
However, each company 
offers models with larger 
disks (up to 30 hours) at 


CMS’s Automatic Backup System 
is the ultimate in plug and play 
extra cost. To save 
long-term, you're ex 
urchiv onto videotape 
Apart 


problem with these m 


cost, 


from 
is a hookup nightmare 
“out-of-the-box exp 


ence” I’ve ever endur 


worst 


t 


Confusing Cables 

There’s an intimidating col 
lection of cables, and making 
all the right connections isn't 
easy. I've had 30 years’ experi 
ence wiring audio component 
systems, computers and eve 
studio-recording consoles, t 
despite the very clear diag 
each vendor supplied, 
managed to connect 
wrong the first time on each 
DVR. They presented me not 
with the expected menus but 
with blank blue screens — fi 
nal proof, perhaps, that these 
machines really are computers 

Neither of these products 
runs the Windows operating 
system, but each had crashes 
that reboots, 
which 


forced manual 


required unplugging 
their power cords. 

Replay’s receiver, which is 
made by Matsushita Electric 
Industrial Co., required several 
And 


TiVo’s box, from Philips Elec 


reboots in two weeks. 
tronics NV, initially wouldn't 
show the programs it indicated 
and then stopped responding 
to the remote. 

All these problems are fix 
able, but many users won’t put 
up with the hassle. The DVR is 
a really intriguing product 
that’s nowhere near ready for 
either in user- 


I'd rec- 


prime time 
friendliness or pricing 
ommend having an experi- 
enced professional hook up the 
system. You can do it yourself, 
but you may regret it. 

Replay TV costs $699; TiVo 
costs $499. D 
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BY JAIKUMAR VIJAYAN 
IRELESS Mark- 
up Language 
(WML) w 
designed to de- 

scribe content and format for 

data limited- 


devices 


as 


presenting 
bandwidth 
cellular phones and pagers. In 
essence, WML, which is based 
on the content-tagging lan- 
guage XML, provides a tool 
Web 
handheld, 


on 


such as 


l 
to make 


ible 


dev ices. 


What it Does 


Rather than attempting to 
deliver same Web 
content you would see on a 
PC’s Web browser, WML strips 
away much of the extra infor- 
mation found on pages coded 
with the 
ming language HTMI 
cially graphics and animation. 


pages access- 


from wireless 


the page 


Internet program- 


— espe- 


It presents mainly text-based 
information in a manner that’s 
optimized and easily accessi- 
ble for users of mobile devices, 
iccording to Roger Snyder, a 
product 
Inc. in 


senior 
Phone.com 
City, Calif., one of the technol- 


manager at 
Redwood 


ogy’s leading proponents. 
WMI 


less devices to update elec- 


can be used in wire- 


tronic schedules, check inven- 
tory information from corpo- 
rate intranets or present time- 
ot 


discrete pieces 


stock 


sensitive, 
data 
weather reports, e-mail or cal- 


such as 


quotes, 
endar and appointment data. 
Apart from helping develop 
ers present Web data in a bet- 
WMI them 
optimize it for the slower con- 
nections of wireless devices. 
For instance, WMI 
lar phone users map frequently 
used Internet functions like 
looking up stock informa- 
tion to specific keys in the 
manner that users can 


ter fashion, lets 


lets cellu 


same 
store frequently used tele- 
phone numbers. 

Similarly, WML is telecom- 
munications-aware and 
users do things such as switch 
between making calls and get- 
ting Internet information rela- 
tively easily, Snyder says. 

Fueling a lot of the interest 


lets 


in technologies like these is the | 


projected growth of wireless 


TECHNOLOGY 


HOT TRENDS & TECHNOLOGIES IN BRIEF 


Wireless Markup Language 


FINITION 


Wireless Markup Language is like the Internet program- 
ming language HTML. It delivers Internet content to 
small wireless devices, such as browser-equipped 
cellular phones and personal digital assistants, which 
typically have very small displays, slow CPUs, lim- 
ited memory capacity, low bandwidth and restricted 
user-input capabilities. 


Browsing on a Bandwidth Budget 


Because of the severe communications and display limitations of handheld devices like 


smart phones and palmtop PCs, Internet access has to take a somewhat different tack to be 


even feasible, much less successful. Here’s how WML contributes to that process: 


Re BS Gee 


Oo 8 


a 


A normal Web page 
with lots of content and 
color graphics takes a 
lot of bandwidth to 
transmit quickly and 
requires very good dis- 
play capabilities on the 


receiving browser 


phone use, says Ken Hyers, 
an analyst at Cahners In-Stat 
Group in Newton, Mass. 

“You are going to have | bil- 
lion wireless phone users in 
2002, while wireless penetra- 
tion in the U.S will exceed 50% 
of the population ... it’s a huge 
market,” Hyers says. 

The opportunity for vendors 
lies in making the Internet eas- 
ier to access and interact with 
for such users, Hyers says. 


Limited Bandwidth 


“Given that we don’t have 
much by way of [wireless] 
bandwidth today, need 
some sort of a protocol that is | 
very lightweight and suitable 
for moving information” from | 
the Web to wireless devices, 
says Craig Mathias, an analyst 


we 


What generates that 
big Web page is an 
HTML program that 
specifies all the ele- 
ments, where and 
how they're displayed 
and what graphics are 
included 


af 


When we use that large 
HTML page as the 
basis for a WML page, 
eliminating most of the 
graphics and color and 
including only neces 
sary information, fewer 
bytes of data are trans 
mitted. This process of 
paring down a Web 


page is sometimes 


called Web clipping 


at The Farpoint Group, a con- 
sultancy in Ashland, Mass. 
WML’s roots lie in efforts by 
Ericsson Inc. in Research Tri- 
angle Park, N.C.; Nokia Corp. 
in Irving, Motorola 
Inc. in Schaumburg, III; and 
Phone.com 
dard, widely accepted protocol 


Texas; 


to define a stan- 


for wireless communication 
with the Web. 

These companies were re- 
sponsible for defining Wireless 
Application Protocol (WAP), 
a set of rules for developing 
Web applications 
[Technology QuickStudy, Nov. 
1]. The companies decided to 
base WAP on 
Handheld Devices 


wireless 


cations protocol. WML has 
since evolved from HDML. 


Phone.com’s | 
Markup | 
Language (HDML) communi- | 


You may have only a 
few lines of display, but 
with a well-designed 
WML card deck, that’s 
enough to get stock 
quotes, airline intorma- 
tion, buy a book, get 

a weather report or 
perform many other 
Tunctions. 


The WAP (www.wapforum. 
org) Forum has grown to in- 
clude more than 200 members, 
representing 95% of the global 
handheld market. 


How It Works 


Because WML was designed 
for devices with small displays, 


its user interface is quite differ- | 


ent from typical HTML pages. 


WML includes the following 


major functions: 


w Text and image support: For for- | 


matting and layout commands. 
@ Deck/card organizational meta- 


phor: Information in WML is | 


organized into a collection of 
cards and decks. Cards specify 
one or more units of interac- 
tion (a menu, a screen of text 
or a text-entry field). Cards are 
grouped into decks. A WML 


@ Are there technologies or issues you would like to learn about in QuickStudy? Please send your ideas to quickstudy@computerworld.com 


deck is similar to an HTML 
page in that it’s identified by a 
Web address and is the unit of 
content transmission 

= Support for explicitly managing 
the navigation between cards and 
decks: WML includes provi- 
sions for event handling, which 
may be used for navigation or 
executing scripts. 

Rather than navigating 
through typical Web pages by 
clicking on links, users interact 
with the cards, moving for- 
ward or back through the deck 
Another important difference 
is that while a single HTML 
page multiple 
functions links and 
capabilities, each 
WML card contains just one 
function. Each time a_ user 
presses a key, he moves to the 
next card in the deck. 


Extra Work 


If a Web site is to be accessi- 
ble by WAP-enabled wireless 
devices, the site developers 
need to add an alternate ver- 
sion of each page, written in 
WML. The WML code speci- 
fies what data will be available 


contain 
such 


can 
as 


user-input 


to wireless devices. 

While this process involves 
additional coding, Snyder says 
it’s relatively painless. Most 
scripts and query tools used 
for retrieving and presenting 
data on HTML pages can be 
easily modified for use in a 
WML environment, he adds. 

The real issue, though, is 
whether such a protocol will 
be needed in the long term, 
Mathias says. 

Already, companies such as 
AvantGo Inc. in San Mateo, 
Calif., and ProxiNet Inc. in 
Emeryville, Calif., offer ways to 
mold standard HTML pages 
into formats suitable for wire- 
less devices without requiring 
the creation of separate pages, 
says Jill House, an analyst at 
International Data Corp. in 
Framingham, Mass. 

The continuing move to 
XML standards should make it 
easier to format Web pages for 
different devices, she says. 

But for now, WML makes 
sense, especially “from the 
standpoint of optimizing [Web 
content]” for wireless phones, 
House says. D 
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IBM SEEKS 
TO BOOST 
PC SERVERS 


Future chip set aims to bring hot- 
swappable CPUs, memory, clustering 
and a faster bus to [A-64-based servers. 
By David Orenstein 


IBM hopes to turn Windows 
2000 into 
frames, using a chip set that 
incorporates Intel Corp.’s up- 
coming 64-bit processor archi- 


servers minimain- 


tecture. IBM claims its chip set, 
code-named Summit, will put 
mainframe capabilities on the 
Windows 2000 platform, help- 
ing IBM to differentiate its of- 
ferings from competitors’ and 
elevate its products out of the 
low-end commodity market. 
According to Tom Bradicich, 
director of server architecture 


Top Five U.S. PC Server Vendors 


SHIPMENTS (ACTUAL UNITS) 
AND U.S. MARKET SHARE (%) 


Compaq 
78,677 
30% 


Others 
29,519 
11.2% a 


Gateway 
8,514 - 
3.2% 


Dell 
63,171 
_ 24.1% 


49,363 
18.8% 


Hewlett-Packard 


33,316 
12.7% 


[Total market: 262,560 units| 





at IBM, the Summit design 
would transfer IBM mainframe 
features such as hot-swappable 
CPUs and memory, software 
partitioning, clustering and a 
bus MHz to 
running Microsoft 
Corp.’s Windows 2000 on In- 


speed of 133 


servers 


tel’s forthcoming 64-bit chip 
architecture. 


Switching Buses 

The chip set would also sup- 
port technology from a 
standards group, called Infini- 
band, that will 
shared bus 


new 


replace the 
in PCs with a less- 
congested switching architec- 
ture “New Server Bus 
Effort Debuts”). 

Shared-bus architectures car- 
ry data at the same time over 
the same pathways. Switching 


(see 


gives each component on the 
bus a turn to use the full band- 
width of the bus, rather than 
forcing all components to share 
the bandwidth 

Because Intel has delayed 
the IA-64’s arrival until next 
year, both IBM and customers 
will have to wait until late next 
year to see if the plan works. 

While 2001 seems far off in 
the future, at 
IBM’s 
already interested in the Sum- 
mit chip set. Joseph Cirra, 
assistant vice president of MIS 
at Mellon Financial Corp. in 
Pittsburgh, says IBM’s plans to 
beef up PC servers are in line 
with the banking and invest- 
ment company’s 


least one of 


target customers is 


long-term | 


TECHNOLOGY 


information technology goals. 
Windows 2000 is 
expected to be more scalable 
and reliable than its Windows 
NT 4.0 predecessor, 
users are looking to the new 


Because 


many 


operating system to help con 
solidate hardware. More reli- 
able hardware could help this 
process. Mellon is looking to 
Windows 2000 to allow the 
consolidation of hundreds of 
file and print and departmen- 
tal data servers into scores of 
that 
more than 1,000 users each. 


machines can support 


No Tolerance for Downtime 
Cirra, who heard a presenta- 
tion on IBM’s plans in Decem 
ber, says the company needs 
more mainframelike availabil- 
ity from even its low-end 
servers. Hot-swappable com 
ponents and another promised 
IBM technology — “software 
which would 
predict upcoming server fail- 
ures — are key to high avail- 
ability, Cirra. 


rejuvenation,” 


Software 
soft- 
ware performance and memo 
ry usage in an effort to identify 
potential memory leaks 
other problems that can take a 
server down. 


says 


rejuvenation monitors 


and 


“Server uptime is a metric 
we base our performance on,” 
Cirra says. “We don’t have the 
leeway of downtime anymore.” 

In the near term, Cirra says, 
Mellon plans to IBM’s 
Cornhusker clustering exten- 


sions to Microsoft’s clustering 


use 


services to expand Windows 
2000 Advanced Server beyond 
two nodes and Windows 2000 
DataCenter beyond the four 
nodes supported out of the box 
by Microsoft. Cornhusker ini- 
tially will offer 
clustering and will be available 
in the second quarter of this 
year, according to IBM. 

IBM’s Summit is one of sev- 


eight-node 


Big Blue Chips 


IBM says its Intel-based 
server chip set will support 
reliability- and performance- 
enhancing technologies. 


PROCESSORS WOULD BE 
HOT-SWAPPABLE, meaning 


they can be added or remo 


to be shut down or reb 
systems and a 


ould be partitionec 


eke tanoth 
tasks together 


MEMORY WOULD ALSO BE 
HOT-SWAPPABLE and able to 
recover from failures of uf 

bits rather than 1 bit, wh 


what's possible today 


1/0 WOULD BECOME 
FASTER with suppo 
Peripheral Compone 
nect (PCI) bus speed of 133 MHz 
instead of the 
PCI cards cou 


remo 


for anew 


slots and still t 
chip set wouid also 
nology from anew 
group called Infiniba 
will replace the shared 
with a less conges 


architecture 


eral product announcements 


users can expect PC server ven- 
dors to make over the next year, 
says analyst Joe Greuner at Ab- 
erdeen Group Inc. in Boston. 
Vendors are trying to differenti 
ate their Intel-based products 
and at the same time create new 
high-end markets for tradition- 
ally low-end machines. 

“They still have a way to go,” 
Greuner says. “The [vendors] 
are trying to help Intel in that 
process.” D 


New Server Bus Effort Debuts 


IBM isn’t the only server vendor 
hoping that innovations in its i/O 
systems will help it grab market 
leadership and users’ attention. The 
future of I/O architectures was the 
topic of Strategic Research Corp.'s 
Server I/O 2000 Conference in 
Monterey, Calif., last week. 

The conference marked the 
debut of the Infiniband Trade Asso- 
ciation, which formed last August 
when the competing Future |/0 
and Next Generation I/O groups 
merged. The new group, led by 


Compag Computer Corp., Dell 
Computer Corp., Hewlett-Packard 
Co., IBM, Intel, Microsoft and Sun 
Microsystems Inc., is working to 
develop an |/0 architecture that 
uses switching rather than a shared 
bus to relieve congestion in the bus 
and thereby improve performance 

Support for Infiniband is an im- 
portant part of IBM’s new chip set 
design for its Intel-based servers. 
Initial products based on Infiniband 
aren't expected until next year. 

- David Orenstein 
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Let Their Fingers 
Do the Walking 


Start-up iPass handles remote Internet 


access 


BY AMY HELEN JOHNSON 
HE BUSINESS prop- 
osition of iPass Al- 
liance Inc sup- 

plying global net- 

work 


can be summed up in 


access ser- 
vices 
math 


simple problem: 


difference between 


one 
What's the 
the cost of a local phone call 
and the cost of a long-distance 
New 
Ouagadougou, the capital of 
Burkina Faso? 
Ask this 


typical information technology 


call to York from, say 


question of the 


manager charged with provid- 


ing remote access to the ¢ orpo- 


rate network for a far-ranging 


workforce and, without 
bill, 
likely to groan and tell you it’s 
a lot. And the cost of maintain- 
banks, toll-free 
numbers and other dial-in tech- 


even 


consulting a phone he’s 


ing modem 


adds a whole lot more. 
typical IT 
remote 


nology 
These days, the 
manager relies on 


access over the Internet to 


reduce communication costs 


That works well, as long as the 


corporate Internet service 


provider has _points-of-pres- 
all the places remote 
users need to be. If it doesn’t, 
the manager will find 
himself developing and main- 


taining relationships with mul- 


ence 1n 


soon 


tiple service providers. 
Enter Mountain View, Calif.- 


based iPass, which presents 


itself 
roaming services. 


as a supplier of global 
The compa- 


ny has a worldwide network of 


Internet service partners that 
local 
customers 


access services 


without 


provide 
to iPass 
requiring users to sign up for 
IPass handles the 
billing chores 


accounts. 


and 
access attracted Detroit-based 
law firm Dickinson Wright 
PLLC to “With 
phone call, we can come in and 
replicate all our Notes databas- 
es, pick up and send e-mail 
[and] check documents in and 
says CIO 


Convenience, reliability 


iPass. one 


out of our library,” 


s accounts so you don’t have to 


Harnish. “And we 
all that on 
authenticated basis plus access 
the Web 
phone call.’ 

Harnish likes 
iPass’ stripped-down, pure-ac 
cess approach and and its abil- 


Michael 


can do a secured, 


with a single local 


says he also 


ity to work with the company’s 
infrastruc- 
another 


existing security 
ture. “We 


e-mail box or storage; we 


don’t need 
just 
need raw bandwidth,” he says. 

A company 
certain level of remote 
to make contracting for 
services worthwhile, 
CEO Michael Mansouri. 


has to have a 
access 
iPass 
says iPass 
But it 
doesn’t matter where the dial- 
occur, he 


with strictly 


up sessions 


even a company 


says; 


MICHAEL MANSOURI: iPass’ Internet provider clearinghouse 
could provide extra lines for access overflows during special events 


iPass Inc. 


Location: 650 Castro St., Suite 
500, Mountain View, Calif. 94041 


Telephone: (650) 237-7300 
Web: www. ipass.com 


Niche: Provides worldwide access 
to corporate networks for the price 
of a local phone call 


Why it’s worth watching: 

|Pass promises to let IT managers 
scrap the modem bank and still 
offer mobile users scalable, secure 
access 


Company officer: Michael 
Mansouri, chairman and CEO 


Company goal: iPass is planning 
an initial public offering during the 
first half of this year. 


Milestones: 

* October 1996: Company is 
founded, Internet roaming product 
is released 

¢ July 1997: Corporate access 
product is released 

June 1999: Mansouri replaces 
co-founder Chris Moore as CEO 


* December 1999 ¢ 
Third-round financing 


Me 
C OMp; 


Employees: 80 
growing 25% per 
year 


Burn money: $21 mil- 

lion from Acce! Partners, 

Asia Pacific Ventures, Crosspoint 
Ventures, Intel Corp. and Meritech 
in the recent round of funding 


Services: Clearinghouse services 


Customers: Intershop Communi- 
cation Inc., Ncube, PSINet Inc 
and GTE Corp 


Partners: More than 650 Internet 
providers, Cisco Systems Inc.. 
Nortel Networks and 3Com Corp 
have signed with iPass. 


Red flags for IT: 

¢ Potential rivals include com- 
panies that already own a lot of 
wires - think AT&T Corp. If the 
big carriers decide to enter the 
market, iPass could be in trouble. 
© Someone who owns a lot of 
satellites - think Iridium LLC - 
might decide to enter the market 


ow PUTER 


Ig Sing 
) aN I¢ = S 


local remote access needs can 
see cost savings. 

The key piece of technology 
that powers the iPass service is 
that bal- 
payments owed to 
providers 


a settlement engine 
ances the 
the partner Internet 
with the usage charges billed 
to the clients, says Steve Har- 
ris, an analyst at International 
Data Corp.'s telecommunica- 
tions New York. 
Not clearing- 
house simplify things for cor- 
porate clients, but it also makes 
it easy for the 
viders to serve any 


practice in 


only does the 


Internet pro- 
customer 
who come through iPass. 


Looking Ahead 


Mansouri intends to leverage 
those settlement services into 
new lines of business for iPass, 
such as using the same busi- 
extend 
over Internet protocol 
services. The settlement 
gine could be used to reconcile 


ness model to into 
voice 


en- 


charges among providers who 
want to borrow capacity from 
one another for limited periods 
of time. For example, during a 
popular Internet event that 
might swamp existing con- 
nection capabilities, it would 
be better to rent bandwidth 
than build for a one-time peak. 
Mansouri also says content 
providers are interested in 
adapting the company’s settle- 
ment engine so that sites can 
sell content to nonsubscrib- 

w, ers. Right now, billing 
® considerations make 

© such un- 
wieldy, but with a set- 
tlement engine in place 
CS such charges could be 
automatically added to a 
person’s Internet service bill. 
The danger in this growth 
strategy is that iPass could 
become unfocused and lose its 
momentum in the global roam- 
ing market. The company has 
few rivals — only GRIC Com- 
munications Inc. in Milpitas, 
Calif., is a direct competitor — 
and is ahead of anyone 


transactions 


else, 


like a telecommunications or | 


satellite-service company, that 
wants to enter the market. 

But as long as iPass keeps its 
eye on its core business, it 
should be a winner. 
a very strong business model, 
and they’re clearly serving an 
important market,” says IDC’s 
Harris. “Not only is it a big one, 


| but it’s also a lucrative one.” D 


Johnson, a Computerworld 
contributor, is based in Seattle. 


| tion-Internets 
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the buzz 


STATE OF 
THE MARKET 


Competition 
Can Kill 


Blessed with a stable technical founda- 
tandards are universally 
supported and no new technology is on 
the horizon - iPass has little fear that its 
service will become obsolete. It does 
need to watch out for competition, 
though. |Pass has only one direct com- 
petitor using the same business model 
signing up service providers to create a 
global network for Internet roaming 
But it has to keep its eye on multinational 
companies in the telecommunications 
and satellite-service arenas that might 
decide to take a piece of the market 


GRIC Communications 
Milpitas, Calif 

www.gric.com 

GRIC’s corporate-roaming product has 
the same capabilities as that of iPass 
support for multiple virtual private 
networks, a wide coverage area and 
combined billing statements. It doesn’t 


| appear to have the same scope of 


partners, however, says analyst Steve 
Harris at IDC. “Most of the carriers we 
talk to use iPass,” he says. Because the 
name of the game is signing up Internet 
service providers and telecommunica- 


| tions firms, this may be a problem for 


GRIC in the long run 


Telecommunications 
Companies: 

If acompany like AT&T Corp. wanted to 
enter the market, it could employ the 
same strategy as iPass and create part- 
nerships to expand its network's reach 


| Atelecommunications firm would have 


a profit advantage in the global roaming 
business, says Harris, because it owns its 
own wires and can squeeze more profit 
out of that lower overhead. But the flip 
side is that to expand its facilities, it would 
either have to build more infrastructure in 
areas around the world where it may face 
business and regulatory roadblocks, or 
take the iPass path and sign up partners 
where its network doesn't reach. That 
would require a significant effort. No 
company seems so inclined 


| Satellite Service Operators: 


| Satellite networks don’t have the same 
“They have | 


wiring problems or partnership needs 
that a telecommunications company 


| would face in trying to achieve coverage 


worldwide. But satellites are a huge cap- 
ital expense; the most likely potential 


| competitor would be a system already in 
| orbit. Harris cites Washington-based 


Iridium LLC as a potential rival. 
- Amy Helen Johnson 
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©1993 Singieocant Systems®, me. Ali nights Keserved. 
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SLASH YOUR TRANSMISSION CosTs sY 90%! 


The same algorithmic technology that made PKZIP DOS 
famous now drives enterprise networks onboard OS/390 
CMOS processors 


With PKZIP MultiPlatform from ASi, you can compress and 
transfer data across 11 platforms from MVS to Windows 

In today's harsh open systems climate, it's much more than 
just something nice to have. 


Start your FR 4 today. 


888-278-2203 ext. 200 


ASCENT SOLUTIONS inc 


MAINFRAME * MIDRANGE * PC 


When problems are detected, 
contact the proper people via 


AlarmPoint 


Automated Notification & Response 


To obtain your free 

AlarmPoint Eval CD, 

call toll free (888) 221-0760 (option 1), 
visit our Website or e-mail us at 
sales@SinglepointSys.com. 


new!!! 
AlarmPoint Paging 


If you need notification for paging and e-mail only, 
download our new AlarmPoint Paging from our Website: 
www.SinglepointSys.com. 


- Recall Corporation 


{ie (Gs. S Center Management Systems 
aed 


Get rid of all those 
redundant monitors. Maximize your real estate. 
Create a manageable network environment, combining 
A auaene racks to securely mount your servers, 


: along with open workstations 
a 5 F la CLE 
I ag 608 hare micelan 
¥€ Ela aaleluslel1ae) meee) (ee. ~EN 
locally, or on your network 
administrators’ desks, or even from 


al ec -1gs(0) CMe) ii (mM O)Y =m Og gles sa( ce 

F , » / 
| PNR laieR UEC nei Key-View and 4xP, 
and join other Fortune 500 companies currently 


implementing the most advanced distributed 
network management solutions. It will 
make you shine! 


www .Rackitlechnology com/Shine 


wa00.636.3434 
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TECHNOLOGY 


d Reviews for the 


Mainframe Market 


What are the 
job and career 
opportunities for 
IT pros with 
primarily main- 
frame skills? 
Solid or dwin- 
dling, depending 
on who you ask. 
By Fawn Fitter 


HE <{ out- 
look 


frame profession- 
decidedly 


AREER 
for miain- 
ils is 
mixed. 
On the one hand, a high-tech 
recruiter in San Francisco re- 
ports that mainframe job open- 
ings are so scarce that eager 
applicants sent in three dozen 
résumés in two days for a sin- 
gle position. 
On the other hand, the hiring 
telecommunica- 
Ameritech 


manager at 
giant 
she’s having such a hard time 


tions says 
finding mainframe profession- 
als to run the company’s giant 
billing systems that she’s urg- 
ing Chicago-area colleges to 
tailor their computer science 
courses to meet the company’s 
needs. 

It’s true that companies still 
running their 
programs on 
finding that maintaining those 


basic business 


mainframes are 


legacy systems is increasingly 
difficult. The supply of infor- 
mation technology profession- 
als with relevant skills contin- 
ues to dwindle. 

At the same time, though, no 
one is adopting mainframes for 
the first time, and more com- 
panies are moving aggressively 
off the mainframe toward 
client/server and Web-based 
databases. 

Computerworld discussed 
employment for 
people with mainframe skills 


prospects 


with an IT hiring manager at a 


company reliant on main- 
frames, a director of a long- 
standing mainframe user 
group and an IT recruiter. 

the 


Here’s picture they 


painted of the future: 


CW: What's the outlook in the near 
future for candidates with main- 
frame skills? 

THEWLIS: A substantial num- 
ber of companies with home- 
grown applications put in 
short-term Y2K fixes rather 
than converting to new appli- 
cations, so their existing appli- 
cations still need to be main- 
tained. You’re not going to see 
a lot of new companies run- 
ning mainframes, although you 


David Thewlis, deputy 
director of industry rela- 
tions for standards at 
Share, an IBM large- 
systems user group 


Larry Johnson, technical 
recruiter at Baldwin 
Forrester & Co., a San 
Francisco-based high- 
tech recruiting firm 


Renee M. Schneider, 
director of staffing for 
corporate information 
systems at Chicago- 
based Ameritech Corp. 


will see companies [that are] 
mainframes 
them. 


already using 
finding new 
Therefore, there are no huge 


uses for 
growth prospects. 

JOHNSON: Now that Y2K [has 
come and gone], mainframe 
people are out of work. | 
haven’t had a 
[opening] in six months; they 


mainframe 


just aren’t needed 


The people who do have posi- 


anymore, 


tions aren’t leaving because 
they know there's nothing else 
out there for them. 

SCHNEIDER: I don’t see hiring 
slowing significantly with the 
[new] year. We've hired a sig 
nificant number of people with 
mainframe skills [in the past] 
year, and we plan to continue 
because have a massive 
billing system that 


we 
runs 
mainframes. 


CW: How is the shifting market af- 
fecting pay rates? 

THEWLIS: Now that the need 
for these skills is less urgent, I 


| think companies will hire a few | 


| people on staff and let the con- 


off 


sultants go. From that perspec- 
tive, the wages may drop over- 
all, [but] the people on staff 
won't see drops. 

JOHNSON: [For contractors and 
consultants], I’m seeing hourly 
rates dropping back from $75 
to $100 per hour to $30 to $40 
per hour now that Y2K is no 
longer an issue. 

SCHNEIDER: Our salary bench- 
marking that 
client/server people are only 
seeing salaries approximately 
2% to 5% higher than the main- 
frame people. I don’t anticipate 
that gap will grow much wider 
over the next three to five years. 


surveys show 


CW: What career paths can IT 


staffers with these skills expect in | 


the next couple of years? 

THEWLIS: The new demand for 
these people will be in tying 
legacy applications to e-com- 


merce and Web skills. People | 
will find they’re expected to be | 


able to learn new skills and ex- 
tend the application of the 
skills they already have. 

| JOHNSON: The skills translate 
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easily into systems administra- 
tion, program analysis or proj 

ect management. Everybody is 
looking for systems administra- 
tors who make sure everything 
works the way it’s supposed to. 

SCHNEIDER: Architecture, proj- 
ect management and quality as- 
surance are becoming more in 
demand. They can also climb 
up in the development ranks or 
get into database analysis. 


CW: What other skills will be essen- 
tial to have in tandem with main- 
frame skills to get ahead? 

THEWLIS: More than 75% of the 
world’s applications code is in 
Cobol, so it’s not really going 
to go away anytime soon. But if 
somebody knows nothing but 
Cobol, it would be wise for 
them to learn another language. 
JOHNSON: Enterprise Java- 
Beans, Oracle8, SAP and other 
new skills. Get into them even 
if you have to take a cut in 
salary or responsibility to do it. 
SCHNEIDER: I'd tell people to ac- 
quire a multiple-platform back- 
ground to build the strong con- 
ceptual and theoretical knowl- 
edge they need to survive and 
thrive long term. If they have a 
strong business background, 
they can become the hybrid 
that speaks to the IT community 
while interfacing with the busi- 


ness people as well. 


CW: Where is this market headed, 
long term? 

THEWLIS: I expect that five to 
10 years from now, companies 
may find they can’t get main- 
frame programmers 
and people who understand 
how to bridge existing main- 
frame apps with new technolo- 


systems 


gies, because all those people 
will have retired. 

JOHNSON: It’s not going any- 
where. If you’ve just gotten a 
degree in this, back 
school and demand a rebate. 
Do anything rather than con- 
tinue working with this anti- 
quated technology. 

SCHNEIDER: I’ve been hearing 
dire predictions for a while, 
but there will still have to be 
systems around to handle the 
giant applications. I don’t see 
our billing department, for ex- 
ample, breaking down into 
smaller departments and run- 
ning on client/server systems. 
We just don’t know yet how 
the mainframe will operate or 
how it will interface. D 


go to 


Fitter is a freelance writer in 
San Francisco. 
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Comp § 
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and supporting Answersoft 
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Software Consultant 


a Masters 
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Software Engineers Systems Analysts 


to design, develop, implement to analyze user requirements. 
Procedures and problems to 
improve existing computer sys: 
tems and software. Confer with 
user personnel to analyze cur 
rent operational procedures 
identify problems, and learn 
specific input and output 
requirements. Write detailed 
descriptions of us eeds, pro 
gram functions, and steps 
required to develop or modify 
computer programs. Review 
computer system capabilities to 
determine if requested program 
or program change is possible 
within existing system. Evaluate 
effectiveness of existing infor 


and maintain complex engi 
neering, business, accounting 
and management information 
applications and systems. Act 
as lead analyst in the develop 


ment, implementaion and main 


1ce of computer systems. 
vetworked and client 
applications, requiring 
Ige and =6expe nce 
variety of computing 
Jata bases and com 
guages. Coordinate 
uct programmers and 
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feasibility studies 
ntial systems, configura mation processing systems 
Study development of new 
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Plan and prepare documenta 


interactive 
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Computer 
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ef it Booth No. 4606 at th« We offer careers, compensation and stimulation you'll 
ComNet show only find at the leading edge of this dynamic industry 


You can also indicate 5 f interest and send resume and salary requirements t Please forward your resume with salary history today 


ia fax: (800) 676-3828 or e-mail: maggie_lohkamp@globalcrossing.com to: PairGain Technologies, Inc., Attn: Corporate 


Employment, Dept. DC, 14402 Franklin Ave., 


Tustin, CA 92780-7013; e-mail: hr@pairgain.com; 
Gl b ] C ° ‘ fax: (714) 730-3199. EO! 
oda rossing 


www.globalcrossing.com http://jobs@www.pairgain.com 
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Engineering 


Do you want to be part of a hot company 
with cool people? Are you fluent in 
e-commerce and e-CRM? Can you dance? 


Okay, you don't have to know how to 
dance (we can always teach you at one of 
our Friday parties) but you do have to be 
ready to rock 'n roll on the Web. 


Could you get into working at @ place 
where you're encouraged to think 
creatively, act decisively, laugh frequently, 
and progress quickly ? 


Eggrock is the rockin' full-service provider 

of e-business solutions for emerging 

companies in the new Internet economy. 

Eggrock transforms e-biz vision into 

e-biz reality -- FAST!!! 

Just a few of the positions we urgently 

need to fill 

. Relationship Partners: Manage client 
relationship, business development, 
facilitate requirements sessions. 


* Project Managers: Mentor team mem- 
bers in executing the full SDLC while 
following an innovative methodology. 


¢ Senior Consultants and Consultants: 
Develop Web-based solutions using 
ASP, DHTML, COM/ DCOM, VC++ 
ATL, VB, XML 


¢ Technical Architects: Use advanced 
internet skills to design cutting edge e-busi- 


ness solutions for emerging companies. 


Openings are in Concord, MA, 
Boca Raton, FL, Minneapolis, MN, 
Washington, DC, as well as our 
upcoming offices in Atlanta, GA, 
and other locations. 


What are you waiting for? 

Visit www.eggrock.com right now. 
Eggrockers are rewarded with 
above-average compensation, 
excellent company-funded benefits, 
and stock options from day one. 
Introduce yourself by e-mailing 
recruiter@eggrock.com or calling 
1-888-262-2228. And get your 
career rockin'! 
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Better 
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Creating eNetworks for Service Providers 


When you join 3Com's Carrier Systems team, you'll be bringing to market 
solutions for a new generation of communications networks. You'll help redefine 
what it means to make a call, surf the web or even manage household appliances 


3Com is a worldwide leader in remote access, IP telephony, wireless data and 
cable modem technologies. We build carrier-class network solutions for 
telephone companies, ISPs, wireless carriers, and cable providers. Today these 
technologies and industries are rapidly converging and 3Com is uniquely 
positioned to take advantage of this market shift. Now you can be too 


We are expanding the team that is building this vision today. Match 
to the positions listed below and help us improve the way 
communicate 


Mount Prospect, IL 
Router Embedded Software Engineers Applications Development Engineers 
VolP Embedded Software Engineers VolP System Architecture Engineers 
VolP Back End Server Software Engineers Telecom Software Engineer (PSTN) 
SS7 Gateway Embedded Software Engineers SNMP Software Test Engineers 
Device Driver/Diagnostics/BSP Firmware Engineers Product Marketing Managers 
Software Integration/Test Engineers Marketing Communications 
Software System Test Engineers Marketing Intelligence Specialists 
DSP Software Engineers Software Integration Test Manager 
CPU Subsystems Hardware Engineers Regulatory Project Manager 
DSP Software Engineering Manager SDRAM Hardware Engineer 
Firmware Engineering Manager Network Interface Engineers 
VolP NMS Engineers RF/Cable Head-End Hardware Engineer 
Device Driver Software Engineers Component Engineer 
Applications/Systems Engineers 


Marlborough, MA 

WAN Switch Hardware Engineers High Availability Software Lead 

Device Driver/Diagnostics/BSP Firmware Engineers — Packet Processor Microcode Software Engineers 
Software Integration/Test Engineers Embedded Network Management 

Software Integration/Test Lead Software Engineers 

Software Release/Tools Engineer Network Management Application 

High Availability Software Engineers Software Engineers 


We offer industry leading salaries and benefits. To apply, please send your re 
address listed below. By submitting your resume you will also be considered for 

to our Private Open House being held in February. If you're planning to attend C 
Washington, DC on January 25-27, be sure to stop by the 3Com Recruiting B 


Please indicate which position(s) you are interested ir 
email: tech_talent@3com.cor 
fax: 847-797-6601 
mail: 1800 W. Central, Mt. Prospect, IL 60056 


3Com is an equal opportunity employer m 








SALES 0 


Computerworld 


500 Old Connecticut Path, PO Box 


Phone: (508) 879-0706 


AD INDEX 


FFICES 


Headquarters 
9171, Framingham, MA 
), Fax: (508) 875-4394 


01701-9171 


SVP/Publisher 


Peter ¢ 


Vice President/Associate Publisher 
Sherry Driscoll 


Vice President/Key Accounts 
Marge Bonomo 
NORTHEAST 
DIRECTOR M DISTRICT MANAGER SALES 


OPERATIONS MANAGER y FIELD MARKETING EXECUTIVE 
SALES ASSOCIATES 


SOUTHEAST 
DIRECTOR: 


METRO 


DIRECTOR 
MANAGER 

ING EXECUTIVE: M 
OFFICE ASSOCIATE 
SENIOR SALES ASSOCIATE 
SALES ASSOCIATE 


DISTRICT 
FIELD MARKET 
y SALES & 


NORTHWEST 


DIRECTOR: DISTRICT MANAGER: Kevin [ yer. FIELD 
MARKETING EXECUTIVE SALES OPERATIONS MANAGER 
SALES ASSOCIATE A t 

M AGA ¢ 


4 SENIOR SALES ASSOCIATE 


™ 
MARKETING: V \ ky 
M y CIRCULATION 
ke PRODUCTION: 
M yW DISTRIBU 
RESEARCH: |T Mark 


M 


M PUE 
BOSTON 


10 SAN FRANCISCO: 


MIDWEST: A 


CALIFORNIA, ALASKA, HAWAII: A 


LIST RENTAL- POSTAL 
MAILING ADDRESS: 


Horan 


Vice President/Customer Solutions 
Elaine R. Offenbach 


Vice President/Key Accounts 
Linda Holbrook 
MIDWEST 


DIRECTOR SALES ASSOCIATE 


BAY AREA 


DIRECTOR: 


M 
SOUTHWEST 
q DIRECTOR H 
ASSOCIATE n 


SOUTHERN CALIF. 


DIRECTOR: y Wa 
EXECUTIVE: Nav 


SALES ASSOCIATE Ss: 


FIELD MARKETING 
SALES ASSOCIATE 


ADVERTISING OPERATIONS PRINT & ON-LINE 


DISPLAY ADVERTISING COORDINATOR: | 


NEW ENGLAND: 


MID-ATLANTIC: fF 


MIDWEST 


LIST RENTAL- E-MAIL 


COMPUTERWORLD 


President/CEO 


Joseph L 


Vice President/CiO 
Rick Broughton 


(508) 620-7700 


Vice President/Marketing 
Derek Hulitzk Maryfran J 


(508) 620. (508) 620 


Vice President/General Manager 
Enterprise Business Solutions 
Ronald L. Milton 
(508) 820-8661 


Vice President/Editor in Chief 


Vice President/ 
Strategic Circulation Operations 
Eric Schmierer 
(508) 820-8217 


Levy 


Senior Vice President/Publisher 
Peter C. Horan 


Vice President/ 
Manufacturing Operations 
arolyn Medeiros 

(508) 620-7733 


ohnson ( 


Senior Vice President/ 

Finance & Operations 

Matthew C. Smith 
(508) 820-8102 


INTERNATIONAL DATA GROUP 


CHAIRMAN OF THE BOARD, Patrick J. McGovern 


= IDG 


Conlin 


PRESIDENT/CEO, Kelly 


Your New Address Goes Here: 


COMPUTERWORLD January 24, 2000 


ADVERTISERS INDEX 


ACUCORP 38-39 


www 


Mobile Insights 


www.mobileinsights.com 


corp.com 


I 


Nortel Networks 


www.nortelnetworks.com 


American Power Conversion 17,19 


www.apcc.com 
888-289-APC( 
Novell 


www.novell.com/S12 


OPUS 360 


www.opus360.com 


1inshare 


Capital One | 


vw.capitalone.com 


Cisco 
Powerware 


www.powerwa 


recruitDYNAMICS.com 
Compuware www.recruitdynamics.com 


aa rs SAS 37 
Deutsche Messe AG/CeBIT www.sas.com 


re.com 


Computer Associates 


vyww.cal.com 


Directions ‘00 Sun Microsystems 47 


www.idc.com/events/dir00 http://www.computerworld.comAuncontest 


Syncsort 


ncsort.com 


Great Plains Software 
Vww.gps.com 


Hewlett- Packard 20-21, 23 


vww.hp.co www. tviv 


IBM Placard 31 Veritas 


ww.ibm.com www.veritas.com 


Windows 2000 Advantage 


www.Windows2000Advantage.com 


www.sy 


TV Interactive 


eb.com 


com informatics . 


v.icominfo.co 


Intersystems 


vww.intersystems.com 


ITinfosource.com 


vw.itinfosource.com 


* Regional Select Edition 
Liebert 


ww.liebert.com 


Microsoft SQL Server 


vww.microsoft.con 


Microsoft Windows 2000 


Microstrategy 


HAVE A PROBLEM WITH YOUR COMPUTERWORLD SUBSCRIPTION? 


ease Wi 


Computerword P.0. Box 2043, Marion, Ohi  48805- 2043. 


DYd Py 


Address shown: Home 


Other Questions and Problems 


cet y ail. However, sho ur 


salable 1-800-552-4431 


ree number 


Outside U. S. call (740) 382- 3322. Internet address: circulation®cw.com 








COMPUTERWORLD January 24, 2000 


PERCENT 
Westell Technology Inc. (H) 
Hyperion Software (H).. 
Verilink (H). 
Sybase Inc. 
Tricord Systems... ; 
Network Applinace Inc. (H)... 
Avid Technology .. ceteaxs 
Globalstar Telecom. Ltd. ....... 


DOLLAR 


Uniphase (H) ... ak 
Network Applinace Inc. (H) cnc anon 
Checkpoint Software Tech. Ltd. (H) 26.63 
Sapient Corp. .. 24.75 
Juniper Networks Inc. . 22.60 
eBay Inc. ; ; P . 17.88 
ASM Lithography Holding (H) .. 17.31 
SGS-Thomson Microelectronics (H) 16.00 
ak SEE EPEAT 


ND we Wwe 
aN Ne 


A 


ERS SES 


WEEK IN STOCKS 


PERCENT 


Legato Systems Inc 

Be Inc. hae 

ETrade Group Inc. .. 

Red Hat Inc. . oF ; 
Entrust Technologies Inc. . 
Panamsat 

Secure Computing Corp. 
MCI Worldcom Inc. .... 


DOLLAR 


Legato Systems Inc. 
Red Hat Inc. : wena 
Lexmark International Group Nc 
Panamsat . 
Entrust Technologies Inc. . 
Micron Technology 
Intel Corp. (H)... 
Microsoft Corp 

APE Re ETE SAE She 5s 


Internet Keeps EMC 
Ahead of the Pack 


Storage needs of dot-coms 
fuel company’s growth 


BY KATHLEEN OHLSON 
NTERPRISE STORAGE provider 


EMC Corp. is a darling of 


Wall Street and will probably 
remain so as long as the 
online high- 
growth Internet companies continue 


databases of 


to expand. 

The Hopkinton, Mass.-based 
firm, which will report earn- 
ings this Wednesday, should at 
least hit 31 cents per share for 
the fourth quarter of 1999, ended Dec. 31, 


EMC on a Winning Streak 


Demand from Net companies is driving 
the storage provider’s strong growth. 


e@= EMC IBM @= Hewlett-Packard 


_ 115% 
Whi 7? 8 


120 


INDUSTRY 
ALMANAC 


according to analysts at Boston-based 
First Call Corp. But many analysts pre- 
dict EMC will blow by that prediction 
and keep on going. 

Analysts expect much of that growth 
to come from dot-coms and their high 
storage demands, according to analyst 
Shebly Seyrafi at St. Louis-based A. G. 
Edwards & Sons Inc. 

Internet companies don’t have the 
luxury to wait for large amounts of stor- 
age, said Steve Duplessie, an analyst at 
Enterprise Storage Group Inc. 
in Milton, Mass. When they 
need it, they need it immedi- 
ately, and among major stor- 
age vendors, only EMC can ac 
commodate their astronomical growth, 
he said. 

For example, it took 10 years for 
Citibank’s total online storage to reach 
75 terabytes (TB), compared with the 
30 days it took Mail.com to hit 30TB, 
Duplessie said. 

Redwood City, Calif.-based Excite@ 
Home is an EMC customer, currently 
requiring 5OTB of storage. John Prall, 
CIO at the media company, 
EMC’s ability to deliver large amounts 
of storage quickly, as well as its exper- 
tise with complex installations and 
applications. 

Seyrafi rates EMC [NYSE:EMC] as a 
Strong Buy and says it’s a “top pick” for 
investors based on its accelerating rev 
enue, Internet presence, 
margin, product execution and man- 


praises 


high gross 


agement team. 

Competitors of EMC’s Symmetrix 
Enterprise Storage System include 
Shark from IBM [NYSE:IBM] and the 
7700E from Hewlett-Packard Co. 
[NYSE:HP] and Hitachi Data Systems. 
But these products haven’t made a dent 
in EMC’s growth, say analysts. D 


52- 
EXCH «=WEEK = RANGE 
SOFTWARE UP 3.7% 


TELECOMMUNICATIONS CARRIERS UP 3.6% 


NETWORK UP 7.6% 


52 
EXCH «WEEK = RANGE 


SEMICONDUCTORS, CHIPS & EQUIPMENT UP 2.6% 


STORAGE & PERIPHERALS UP 1.0% 


KEY: (H) = New annual high reached i 

(L) = New annual low reached in fF 
Copyright CNET Investor, Boulder, Colo. 
(www.news.com/investor) This information is 
based on sources believed to be reliable 


though extensive efforts are made to assure 


| accuracy, no guarantees can be made. CNET 


Investor and Computerworld assume no liability 


for inaccuracies. For information on CNET's 
| customized financial research services, call 
| (303) 938-1877. 
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Win 2000 


that Windows 2000 will ship to 


international customers with 


128-bit encryption instead of 


64-bit encryption, reflecting 
the U.S. government’s recent 
decision to lift encryption ex- 
port controls. 

Brian Valentine, senior vice 
president of the Windows divi- 
sion at Microsoft, asserted that 
the new operating system is 
the most secure the company 
has ever shipped. “Windows 
2000 is the first wave of re- 
engineering security inside the 
company, raising the bar for se- 
curity,” he said. 

Windows 2000 was de- 
signed to be resistant to at- 
tacks through a new develop- 
ment process in which pro- 


® Has relaunched its 24-hour Security Response Center at www. 


work with fellow vendors 


micro-soft.com/security to better handle concerns from customers and 


» = Will package Windows 2000 with clearer guidelines for IT managers 


to implement security configurations 


® Has made Windows 2000 compatible with the IPSEC network security protocol 


grammers put each module 
through specific security crite- 
ria, Valentine said A dedicated 
team of outside consultants 
then spent 18 months evaluat- 
ing the software for potential 
flaws. Outside evaluators and 
key customers did so as well. 

If Microsoft didn’t make secu- 
rity an essential part of product 
design, customer confidence 
could be shaken and e-com- 
merce impeded, Valentine said. 

Two users involved in the 


NT Nets Need Cleanup Before Win 2K 


ClOs who believe that their spraw!- 
ing Windows NT networks can be 
brought under conirol magically 
with Active Directory will be disap- 
pointed, users and analysts said. 

NT networks are organized into 
domains connected by trust rela- 
tionships, an architecture that has 
been criticized as unscalable and 
difficult to manage. Active Directo- 
ry still supports these domains but 
includes them in a hierarchical di- 
rectory tree. 

“From what we've seen of Win- 
dows 2000, you have to have 
everything in order” before migrat- 
ing, said Brad Williamson, senior 
network analyst at UOP, a petro- 
chemical technology company in 
Des Plaines, Ill. 

The company acquired domain- 
management tools from FastLane 
Technologies Inc. in Halifax, Nova 
Scotia, to pare down its number of 
domains from 29 to 15. The reduc- 
tion was mainly to ease short-term 
management pains, but also to pre- 
pare for a future Windows 2000 
migration. 

Branch offices had created their 
own NT domains as a sign of their 
independence, he said. “! wouldn't 
Call it easy,” Williamson said about 
the company’s domain-consolida- 
tion effort, but with only NT's built- 


| in tools, it would have been “damn 
| near impossible.” 

Laura DiDio, an analyst at Giga In- 
| formation Group Inc. in Cambridge, 
| Mass., said this situation is common. 
| “Ask any large enterprise how many 
domains they have, and you'll hear a 
long pause,” she said. “And if they 
can’t answer that question, they are 
already in deep trouble.” 

Microsoft Corp. has included li- 
censed technology from Houston- 
based Mission Critical Software 
Inc. in Windows 2000. The soft- 
ware permits users and resources 
to be moved into Active Directory 
during migration. But, said DiDio, 
“Before you can migrate, you have 
to consolidate and collapse these 
{domains].” 

“You have to take pause and 
evaluate what you are taking into 
Active Directory,” said Tom Wag- 
ner, senior information technology 
analyst at Cargill Inc. in Minneapo- 
lis. Wagner has been using tools 
from Entevo Corp. to manage an 
NT network. He's now evaluating 
Arlington, Va.-based Entevo's Ac- 
tive Directory migration tool. 

“We are taking Windows 2000 
as an opportunity to get one con- 
solidated [directory] infrastructure 
at Cargill,” said Wagner. 





- Dominique Deckmyn 


testing said they were pleased 
by the process and the result. 

One of them Todd 
Kreuger, founder of San Diego- 
based 2earn, which develops 
telephony and Web-based ap- 
plications. “It’s better than NT 
4.0, and data access is 
some using multithreaded ap- 
plications,” he said. 

But critics said that because 
of its size, the operating sys- 
tem, scheduled to be released 
Feb. 17, will introduce security 
holes that can’t be anticipated. 
Past versions of the operating 
system were plagued by soft- 
ware bugs that made systems 


was 


awe- 


vulnerable to security exploits. 

“I’m not extending my trust 
barrier any further, assuming 
that this code comes from the 
old Jeff Schiller, 
who the security 
groups of the Internet Engi- 
neering Task Force. 

Schiller and other members 
of an RSA 2000 panel on Inter- 
net security emphasized that 
despite Méicrosoft’s efforts, 
they don’t consider Windows 
2000 secure. 

“Tight coupling and integra- 
tion of the features make it less 
said Steven Bellovin, a 
security expert at AT&T Bell 
Laboratories in Florham Park, 
N.J. He noted that features | 
such as the “paper clip” help 
function could be used to mon- | 
itor key strokes. 

Bruce Schneier, chief tech- 
nology officer at Counterpane 
Internet Security Inc. in San 
Jose, pointed out that Win- 
dows 2000 has 40 million to 60 
million lines of code, so Mi- 
crosoft would need to employ 
many more debuggers to pre- 
vent potential software errors. | 
“Complexity is the enemy of | 
security,” he said. “As [Win- 
dows operating systems] get 
more complex, we are seeing 
more bugs.” D 


code,” said 


oversees 


secure,” 


and 


| great 


Continued from page I 


Microsoft 


tear the company apart. 

“This is a the 
company is going to battle,” 
said Michael Gartenberg, an 
analyst at Gartner Group Inc. 
in Stamford, Conn. 

“Microsoft has a new vision, 
[it has] the ongoing fight with 
the [Justice Department] and 
competition is stronger than 
ever in every 
said 

Steve Ballmer acknowledged 


time when 


segment,” he 


as much when he took over as 
Microsoft’s CEO 
ago. “It’s a challenging time 
But the time Microsoft is faced 
with challenges is the time we 
do our best work,” he said 


two weeks 


Application Hosting 

Perhaps the most pressing 
challenge is the movement in 
the industry to offer software 
via online subscriptions rather 
than shrink-wrapped disks 
This application hosting mod- 
el has Microsoft in a hard spot. 

The most valuable company 
in the world got that way by 
selling prepackaged software. 
The concept of pay-as-you-use 
subscriptions is “a very, very 
different model” from what Mi- 
crosoft is used to, said Dwight 
Davis, an analyst at Summit 
Strategies Inc. in Seattle. 

Microsoft has partnered 
with several application host- 
ing companies, but questions 
remain, Davis said. 

For example, technological- 
ly, Microsoft must decide how 
to split its products for users 
who don’t want to subscribe to 
large bundles. A user might 
want to run the Word word- 
processing program but not 
the spreadsheet, database and 
other software that comes with 
the Office suite. Likewise, pric- 
ing is an unknown, Davis said. 
Start-up companies and estab- 
lished players such as Sun Mi- 
crosystems Inc. offer subscrip- 
tion software at low prices — 
sometimes for free, he 
said. 

“Microsoft, which has had 
market power set 
prices and undercut competi- 
tors’ prices, is suddenly com- 


to 


19 


ing up against a new breed of 


competitors willing cut 


prices to the bone,” he said. “If 
you're Microsoft, it’s tough to 


compete with that when you 


price to grow.” 


Windows 2000 will be a 


marketing challenge. Micro 
soft hopes to erase its reputa- 
tion for server operating sys 
tems that can’t support hun 
dreds of users in business-crit 


ical applications. 


Help Wanted 


In addition, Microsoft must 
provide more help for cus- 
tomers looking to rewrite key 
Windows 


inalysts said 


ipplications for 
2000, users and 
The vendor claims that 


7,000 


more 
than off-the-shelf 

grams will be available for the 
new operating system, but that 
address 
that 


technology 


doesn’t ustom soft 


ware large information 


shops often run 
Except in special cases with its 
very Mi- 


eexing 


biggest customers, 


crosoft refers users 
such help to integrators and 
consulting firms such as Com 
puter Sciences Corp. and 
Unisys Corp. 

Meanwhile, Microsoft 


from now until a self-imposed 


nas 


April deadline to devise a de- 
tailed schedule for a set of new 
products called Next Genera- 
tion Windows Services. Chair- 
man Bill Gates said he will be 
leading this charge to infuse all 
Microsoft products with Inter- 
net capabilities. 

Larry Andrews, manager of 
the network operations center 
at a large entertainment com- 
pany in he’s 
concerned that Next Genera- 
Windows 
too tightly couple operating 


California, said 


tion Services will 
systems with applications. Mi- 
crosoft continuously blurs the 
line between the two, Andrews 
said. 

“That’s a good part of where 
their reliability come 
from,” he said. “Windows is the 
only software I know of where 
you can get a corrupted word- 
processing document that will 
crash your system.” 

Microsoft declined to make 
executives available to be in- 
terviewed about application 
hosting or Windows 2000 for 
this article. D 


issues 





100 cop y 
717) 399-8900. Wi 


America. $150 


Send Form 3579 (Change 





FRANK HAYES 


FRANKLY SPE 





THE BACK PAGE 


AKING 


Be prepared 


“yw IRGIN ATLANTIC AIRWAYS did the right thing — 


and 


now it’s getting grief for it. The problem? Virgin At- 
lantic created a Web page (www.virgin-atlantic.com/ 
emergency) to alert customers and the press in case of 


a crash. It’s 


s a fill-in-the-blanks page that reads, “A Vir- 


gin Atlantic aircraft has been involved in an accident: The plane 
was flying from X(PLACE)X to X(PLACE)X on X(DATE)X. It took 
off from X(PLACE)X at X(TIME)X local time. The flight number is 
VS X(NUMBER)xX. We are already working closely with emergency 


authorities involved and are channeling all our 
efforts into collecting information about the 
accident.” 

Hey, airplanes fall out of the sky. It doesn’t 
happen often, and nobody’s happy when it does. 
But being ready with a Web page means there’s 
one less problem to solve in the chaos following 
a crash. Thinking ahead — plan- 
ning for contingencies you hope 
will never happen — is the sensi- 
ble, responsible thing to do. 

But it’s also politically incor- 
rect. Airlines aren’t supposed to 
admit a crash could happen. So 
Virgin Atlantic got grief in the 
British press when reporters dis- 
covered the page, and a spokes- 
woman had to repeat the obvi- 
ous: A crash is “very unlikely,” 
but creating the page was “defi- 
nitely normal” procedure for be- 
ing “completely prepared.” 

But next time, you can bet Vir- 
gin Atlantic will do a better job of 
hiding its contingency plans. 

Corporate IT shops are catch- 
ing grief these days for being pre- 
pared, too. Now that Y2K zero 
hour has passed without the col 
lapse of civilization, Monday- 
morning quarterbacks are decry- 
ing the hundreds of billions of 
dollars it cost. One big whining 
point: All the money spent on 
Y2K contingency planning. 

See, contingency planning isn’t 
politically correct. All that time 
and money spent on what-if sce- 
narios and warm bodies on call 
on New Year’s Eve were wasted, according to 
this crowd. It would have been a lot cheaper, 
they argue, to treat Y2K system failures like 
fires or train wrecks: Just buy some insurance. 

Let’s walk through this slowly, because it’s 
baloney, but it’s very appealing baloney. 

Insurance works because all the policyhold- 
ers aren't likely to have the same catastrophe at 


Corporate IT 
shops are 
catching grief 
these days 
for being 
prepared. 


once. If all of Geico’s car insurance customers 
totaled their cars the same day, Geico would go 
broke. But they don’t because car accidents are 
spread out over time. 

There was no such time-spreading with Y2K. 
All the big Y2K smashups would have hap- 
pened in a single day. And they would have cas- 
caded, like an endless pileup on a 
worldwide freeway. If we'd relied 
on insurance instead of solving 
the problem, even companies 
that fixed their problems could 
be down the tubes right now. 

But the vast majority of IT 
shops made a choice when they 
began their Y2K work. We decid- 
ed not to put our trust in insur- 
ance or lawsuits or vendor 
promises, or even our own abili- 
ty to fix the problem. 

Instead, we made contingency 
plans. We calculated catastrophe 
scenarios. We prepared for the 
worst. 

Why? 
simple: If our systems went 
south and one of our competi- 
tors survived, it would walk 
away with our business and cus- 
tomers while we were haggling 
with the insurance company and 


The business case was 


screaming at vendors. If we 
needed the insurance, it would 
be too little, too late to save the 
business. 

Did it cost more? Only in theo- 
ry. What would a demolished 
business have cost? 

Nope, we did the right thing. 

We planned ahead. So now, naturally, we're get- 
ting grief for it. 

Maybe next time we should hide our contin- 
gency plans, too. D 


Hayes, Computerworld’s staff columnist, has cov- 
ered IT for more than 20 years. His e-mail address is 
frank_hayes@computerworld.com. 


THIS MIDWEST OUTFIT is 
ready to go online. Wants to 
stick with Linux and existing 
hardware if possible. Sets up an 
audit. Consultant pitches an all- 
new, high-dollar setup. IT says 

o thanks. Get this: The jilted 
sales rep writes a report claiming 
IT is “recklessly endangering our 
corporate data and gives it to our 
corporate attorney,” a pilot fish 
fumes. Happy ending: The busi- 
ness owner is furious at the end 
run. Pistol-whips the sales rep. 


HAS AN ASSOCIATE C10 ata 
certain federal agency really rec- 
ommended that the agency buff 
up security by simply denying 
FTP and HTTP at the firewall? 
Jeez, the specter of rioting bu- 
reaucrats . . . ugly. Sorry, the 
Shark can't tell you which 
agency this prime cut is about 


FUNNY HOW SALES REPS 
forget things. This one Symantec 
rep sold a big IT shop Norton's 
AntiVirus. Major benefit: remote 
installation and discovery. But 
then a pilot fish finds a note 
buried in a readme file: He could- 
n't use the remote features “un- 
less | went around to every client 
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— 
and server on the network, in- 
stalled iPX and rebooted them 
Sort of ruins the benefit of not 
having to send a tech out.” 
Sharky called Symantec. The 
vendor ‘fessed up. Said it’s fixing 
the snag this week. 


A PRESS RELEASE from a PC 
maker included the usual rave re- 
view from an analyst. But where 
the analyst's name should go, it 
read: “Joe Analyst, Quotes Three 
for a Buck.” A reporter-type pilot 
fish says the vendor's PR staff 
wrote up the quote, then 
shopped for an analyst who'd 
hang his name underneath it. 
Didn't find one in time. And they 
wonder why users are cynical. 


ACTRESS HEDY LAMARR, a 
flat-out bombshell (often ooh-la- 
la'd by Sharky’s dad) from the 
‘30s and ‘40s, died last week 
True fact: Lamarr shared the 
patent that led to “spread spec- 
trum,” an antijamming scheme 
now used in wireless networks. 
Keep the Tank jamming along 
sharky@computerworld. 
com. For a daily jelly roll: 
computerworld.com/sharky. 
Your item runs, you get a T-shirt 
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up to refresh the mint - make up 
the room and defyag the harddrive.” 





Is the router on the left 
really worth twice as much 
as the one on the right? 


You decide. 


Mae «GISCO NORTEL 
Sa Ta TL ts 


With the escalating cost of routing, why would you pay 
twice as much for one router over another when they both 
do virtually the same thing for your network? You wouldn't. 


Introducing the Nortel Networks™ Open IP Environment, 


a new world routing software that embeds routing and other 


iP functions directly into a variety of hardware platforms 
and operating systems, making stand-alone, data-access 
routers an old-world commodity. In other words, we're 
changing the economics of network-routing technology 
by driving down the cost. Which is why we're cutting the 
price of our data-access routers by up to 50 percent below 
the leading competitor. 

You see, our leading, new Open IP Environment software 
makes routing universally available. Soon, everything from 


Management 
personal appliances to processors and servers will be Internet- 


’ routing enabled with more than 75 companies already 
leveraging Nortel Networks’ Open IP technology. 
So the next time you're ready to write a check for 


data-access routers, you might want to ask 


yourself this simple question: Why pay more? NORTE L 
So come together, right now with Nortel NETWORKS 


Networks. nortelnetworks.com How the world shares ideas. 
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Large-Load Power Threat Protection 
10 to 750 kVA 


Small-Load Power Threat Protection 
300 VA to 24 kVA 
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System Integration 
and Site Monitoring 


800-877-9222 dept. DP1 


O Liebert 


Integrated Power/Air Solutions 


ebert 


Small-Scale to Large-Scale Environmental Control 
Air temperature and humidity can be critical factors in maximiz- 
ur system's availability. Liebert's wide range of precision air 
been developed to 


systems, from the 


Juter room to 


He May NoT HAVE A CCRIME-FIGH TING 
SIDEKICK, 


ther to conf 


of SUPER STRENGTA... 


..but when it comes to system 
availability, his power will defend 


you from the evils of downtime. 


Liebert Representative Jeff Price of CDP, Inc 
ase me lare n Vivian of Johnson Controls worked 
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, they specified a Liebert UPStation® S3, an 


www.dp1.liebert.com 


ree-phase UPS for handling larger systems 
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